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What's ahead for heating Oil? 


Teamwork among petroleum Marketers 


means continued Growth for Distillate 


Union Contract with Incentives 


Toronto Agreement specifies hourly Pay 


or gallonage Rate, whichever is Higher 


Hydrogenation improves Fueloil 


Visitor to Gulf Co. Laboratory learns 
about less Sulphur, Carbon and Sludge 


Boston ready with double Treat— 
OHI Convention, Oil Heat Exposition 78 





Meter in loading arm keeps platform and Meter in riser swings with arm so counter 
ground level clear, automatically faces always faces point of loading, Swive! 
point of delivery, or may be swivelled for adaptor on counter also allows reading 
platform reading. from platform if desired, 
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Horizontal under platform meters may also be line supported. Under platform meter in vertical riser has counter extension for 
Counters may be extended to loading deck, or mounted for ground platform reading. 
level reading. . 


ere YOU want them 
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You can put BRODIE METERS 
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There’s complete flexibility of piping layout with BiRot 
Meters. The rugged welded steel housing becomes an integral 
. part of the line — in the riser, in the loading arm or conver: 
© Equally accurate in vertical or horizontal : . z : letel 
position tional horizontal runs. Measuring element is complet) - 
isolated from distortional effects of piping strains which might wik 
operation abver 
Ne re a nT affect accuracy, and fully balanced true rotary pe a 
wall or post eliminates vibration problems. Along with this complete ORE 
satility, BiRotors offer proved superiority in sustained accurit 
and low maintenance. Get full details from the Brodie Met 





© Measuring element may be inspected or re- : pete Bert ] 
placed without disturbing line connections ing Specialist — as near as your telephone. V.M. 
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Li iene HAS BEEN considerable rec- 
ognition among fueloil and oil- 
heating men of the general improve- 
ment in the quality of No. 2 fueloil. 
The industry had pretty rough going 
following World War II when the 


refiners were getting themselves ad- 


justed to a post-war balance, and they 
were getting quite a lot of odd mix- 
tures under the name “furnace oil.” 

The present competitive race for 
position for No. 2 oil among the prin- 
cipal refiners is probably due to a rec- 
‘ ognition that the easy growth rate of 
the past will not continue, plus the 
further recognition that prices are very 
attractive. 

In this issue is a picture story re- 
sulting from an invitation to visit the 
Gulf Oil Corp. laboratories to see 
what they have accomplished with 
their new hydrogenation process. 

In earlier issues of the magazine, 
we've had product progress reports 
from a number of other refineries, and 
there will undoubtedly be more in the 
future. 

An interesting statement was made 
by Bruce Walsh, one of the Gulf 
Laboratory scientists, It is his personal 
opinion that the oils have now been 
improved about as far as they can be 
within practical limits, and that most 
of the oilburning improvement ahead 
wili come through mechanical means 
rather than through changes in the oil. 

In other words, he sees a number of 
opportunities for further progress in 
the oilburning units, and he noted that 
the laboratories of the big oil compa- 
nies are cooperating to a considerable 
extent with equipment manufacturers 
along these lines. 


bien SPRING CROP of association 
meetings in the oil and heating 
industries has grown to surprising pro- 


6 


portions. In general, these are all to 
the good because they not only get the 
dealers away from home for a brief 
spell to rub shoulders with those of 
like mind, but they also get a lot of 
good meat from the sessions. 

One of the problems a program 
committee has is to find and bring to 
the meeting good speakers, particular- 
ly those with down to earth material 
that the dealers can fit into their own 
management thinking. We think that 
it’s an excellent idea to get as speak- 
ers outstanding dealers to come in 
from other areas. This idea seems to 
be catching hold, and more of it is 
being done. 

The main problem here is that a 
good dealer is quite busy and it is 
hard for him to get away. Not only 
that, but it is often quite expensive. 
We feel strongly enough on this sub- 
ject to suggest that you should never 
ask a dealer coming from any distance 
without paying his expenses, and in 
addition, giving him something in the 
way of a nice gift—not money—so 
that he'll know that his effort is appre- 
ciated. 

The registration fee of any conven- 
tion meeting should be high enough to 
cover such costs. The very best ma- 
terial you can possibly get with few 
exceptions will come through these 
outstanding dealers, but it is very 
much of an imposition to expect them 
to travel and take part unless they are 
treated pretty royally. 


etn OILHEATING INDUSTRY 
through the years has built up a 
pretty fine crop of manpower for sell- 
ing. We're not doing as good a job 
in this line considering our increase 
in size as we did in some earlier pe- 
riods, but still we're strongly sales 
minded. 

It occurs to us that the competitive 
fuel industries are not so well blessed. 
Most gas heating equipment is sold 
through furnace dealers or plumbers, 
and it is a rare one in these groups 
that has much of a sales force, or in 
fact, does much selling in any direc- 
tion outside of the strictly new home 
market. 

Heating or plumbing dealers almost 
universally depend on folks coming to 
them for heating replacements or for 
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conversions from other fuels. Som, 
furnace manufacturers are particulay 
ly aware of this, and are quite cop. 
cerned about it now that new home 
selling is off. 







The gas utilities as a rule do ny 
have street men on sales of heating 
The fueloil and oilheating industry 
has a pretty good advantage along 
these lines. 










Both oil and gas heating are of 
some this year in sales, Perhaps ou 
superior manpower, properly stimy: 
lated, can give us the advantage in 
years when new home building is not 
the major part of the market. 










N AN EARLIER ITEM on this page we 

discussed the improvement in fuel 

oil quality that is becoming quite ap 

parent. An interesting result of this 

came to light the other day in spend: 

ing a few hours with a large Philv 
delphia marketer. 











His company has developed a very 
superior service organization through 
intensive training over the years. To 
day, oddly enough, his service require 
ments have eased off enough that he 
hardly has enough work to keep thes 
men busy straight time without any 
thought of overtime. 

He credits the quality improvement 
in oil with this phenomenon. 












fas BIG MEETING in Boston run 
ning through the week of June: 
should be quite an outstanding affair 
It’s the first time that the annual cov 
vention of the Oil Heat Institute has 
been arranged to coincide in time and 
place with Oilheating and Aircondi 
tioning Exposition for Eastern States 
which is being sponsored by the OH! 
of New England. 

Fred Beckwith arranges a gret! 
show to glorify the equipment displays 
by providing a very lush setting ™ 
the mezzanine floor of the Hotel Sta 
ler. The simplest nozzle can be # 
architectural gem against a backdrop 
of walnut paneling, velour drape 
soft rugs, And the transformers and 
stack switches never had it so 8% 
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| VENTALARM GAUGE 


- States 
he ot One single unit combining the original SCULLY 
Whistling Tank Signal with a Tank Gauge. 


| great 
jisplays ? 
ve on All benefits of a combination And in VENTALARM GAUGE you get the signal 
al Stat whistling fill signal and tank gauge presently installed on over 4,000,000 home fuel 
/' af are found in this one Scully unit oil tanks. First in true combination . . . first in 
ackdrop truly combining both. sales! Insist on it by name. 

apes, 
e a See your Regular Supply House 





| SCULLY SIGNAL COMPANY 


{- , 174 Green St., Melrose 76, Mass. 


Canadian Branch: SCULLY SIGNAL LTD., 10 Hafis Street, Toronto, Ontario 


© 5 scury SIGNAL CO. 
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NDER THE PRESSURE of stock 
build-up of No. 2 fueloil there 
have been significant reductions in 
Tank Car prices along the East Coast 
since last month’s report. You'll notice 
in the table that wholesale prices in 
eleven eastern markets carry the desig- 
nation “(A)” which means that these 
prices are subject to a half cent addi- 
tional allowance. 

The intent obviously is to move 
these stocks as rapidly as possible by 
filling consumer storage while margins 
are extra good. In some previous sea- 
sons, the discount has been passed 
along to consumers, but a lot of the 
fueloil men ardently hope that it won't 
happen this year. 

The changes in the central states 
were relatively few. Minneapolis was 
down .2¢ on tank car price; and Mil- 
waukee was down a half cent at both 
wholesale and retail levels. 

The stock buildup which shows 
29% more product on hand May 10 
than last year was obviously due to the 
mild season. In fact this past season 
has been the first one that the demand 
for, No. 2 heating oil east of the 
rockies was lower than the previous 
year, and will come as a shock to some 
elements of the industry. The May 10 
stocks were at the level not reached 
last year until a month later. 

The new crop of oilburners in use 
during the past heating season was 
just enough to raise the total by 5.8% 
from the previous season. Matched 
against this is the fact that degree- 
days on the east coast through the end 
of April were down 8.5'% from the 
previous season, and in the Midwest 



























Price per gallon 


No. 2 Heating Oil (Including No. 3 & PS200) 


as of May 15, 1957 


Tank Tank 

Car Wagon 
Portland, Me. 12.1(A) 15.9 Richmond 
Boston 12.0(A) 16.0 Charleston, S. C. 
Providence 12.0 15.9 Chicago 
Springfield, Mass. 12.25 15.9 Detroit 
Hartford 12.25(A) 15.9 Cleveland 
New Haven 11.9(A) 15.6 Minneapolis 
Syracuse 12.9(A) 16.3 St. Louis 
Albany 12.1(A) EST Indianapolis 
New York 11.9(A) 16.0 Milwaukee 
Newark 11.9 15.6 Des Moines 
Philadelphia 11.9 15.4 San Francisco 
Harrisburg 11.9 16.0 Portland, Ore. 
Baltimore 11.9(A) 15.7 Seattle 
Wilmington, N. C. 11.9(A) £532 Spokane 
Washington 11.9 16.1 Los Angeles 


*Delivered. 


Tank wagon prices shown are for maximum one-time delivery discounts. 
(A) Prices subject to .50¢ gal. vol. allowance. 








——ONE MONTH ONLY. SEASON 
April Percent Sept. through April 
Normal 1956 1957 Change* Normal 1956 1957 
597 667 491 —17.8 Albany AP 6642 6973 6457 
133 164 109 —18.1 Atlanta AP 2806 2867 2208 
378 414 240 —36.5 Baltimore CO 4667 4859 4138 
534 575 466 —12.7 Boston AP 5506 5792 5347 
636 652 508 —20.1 Buffalo AP 6405 6509 5876 
507 532 473 — 6.7 Chicago AP 6023 5987 5724 
314 430 320 + 1.9 Cincinnati CO 4424 4921 4339 
531 566 471 —11.3 Cleveland AP 5727 5859 5332 
75 84 120 +16.0 Dallas AP 2272. 2328 2208 
525 581 702 =+33.7 Denver AP 5765 5602 5450 
438 523 457 + 4.3 Des Moines AP 6183 6736 5937 
558 573 497 —10.9 Detroit AP 6085 6187 5734 
$46¢ 627 539 —1.2 Grand Rapids AP 6148} 6714 6148 
528 653 457 —13.5 Hartford AP 5893 6311 45896 
654 687 679 + 3.8 Helena AP 7552. -8Y41 7792 
36 27 45 +25.0 Houston AP 1388 1236 992 
432 483 396 — 8.3 Indianapolis AP 5405 5587 4977 
292 S77 342 +17.1 Kansas City AP 4769 4970 4493 
129 191 111 —14.0 Los Angeles CO 1364 1437 919 
285 348 264 — 7.4 Louisville AP 4340 4417 3984 
621 652 598 — 3.7 Milwaukee AP 6593 6799 6638 
570 686 545 — 4.4 Minneapolis AP 7489 8312 7209 
19 28 31 +63.2 New Orleans CO 1175 1174 '763 
456 506 376 —17.6 New York CO 4879 5059 4561 
389 502 431 +10.8 Omaha AP 5948 6569 ‘5614 
3697 462+ 346 — 6.2 Philadelphia AP 4430 4708 4467 
402 467 355 —11.7 Pittsburgh CO 4898 5095 4520 
693 743 608 —12.3 Portland, Me. AP 7099 7339 7003 
347 309 332 — 4.3 Portland, Ore. CO 3847 4157 4137 
570 625 463 —18.8 Providence AP 5783 5990 5539 
289 37 246 —14.9 Roanoke, Va. AP 4071 4013 3723 
270 336 301 +11.5 St. Louis CO 4368 4574 4167 
453 446 489 + 79 Salt Lake City AP 5552 5388 5495 
279 310 222 —20.4 San Francisco CO 2275 2443 2152 
846 902 793 —20.4 Sault Ste.Marie AP 8517 8407 8373 
396 378 376 — 5.0 Seattle CO 3991 4504 4224 
555 > Bi de 509 — 8.3 Toledo AP 6077 6313 5810 
323 360 240 —25.7 Washington AP 4246 4393 3946 
*Compared with normal. ‘City Office. Airport. 


DEGREE DAY TABLES 





Distillate Fueloils 


they were down 7.9%. This gives us 
an average east of the rockies and 
weighted by markets, down 8.3%. 

If the season had been normal for 
weather there naturally would have 
been a growth so we can expect it to 
revive in later seasons, The seasonal 
departure from normal east of the 
rockies up to April 30 was about 
—4,.2% in degree-days. 


Tank 
Car 
12.3(A) 
11.9(aA) 
11.0* 
12.75* 
12.1* 
10.625 
11.3* 
11.8* 
12.35* 
10.50 
11.65* 
L235" 
YZ05" 
14.25% 
Ls” 


PRIMARY STOCKS* 


(Thousands of Barrels) 


East 


East Coast 
Midwest 
Gulf Coast 


Total 





*American Petroleum Institute. 


June 


1957 


of Rockies 
May 10 
1957 
27,963 
24,688 
17,157 


——_—- 


69,808 














TO DATE— 


Percent 
Change* 
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“| REVCOR’S BLASTAIRE 


wath 
- 4) 
- $.6 


| DOUBLE INLET BLOWER WHEELS 


- 54 

- 11 

é a Exclusive Revcor Single center disk construction eliminates extra weight and reduces 

11 air loss. Individual blades extend through perforations in the center disk and are locked 
tight to the center disk by Revcor’s own patented method. Center disk can be positioned 


“off center’ Blades are attached to end rings by Revcor’s time-proven tab locked method. 


DOUBLE INLET WIDTHS FROM 2” to 12”...and DIAMETERS FROM 3” to 12%’! 






IN OIL BURNERS — Revcor Singlet Inlet Blastaire Blower Wheels 
With Individual Lock Tab Blade Construction Outperforms All Others! 
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Oilheating Trends 


aes INSTALLATIONS of do- 
mestic oilheating equipment dur- 
ing April were 36,884 or 13% below 
the 42,327 of the same month a year 
ago. The installations continue to run 
moderately below factory shipments 
which is an optimistic sign for future 
months. In all probability the two ra- 
tios will start leveling off as the sum- 
mer approaches. 

For the first four months the esti- 
mated installations were 156,393 com- 
pared with 183,913 for a 15% drop. 

By types of applications the total 
installations in the first four months 
were divided: New homes, 56,691; 
Replacements of old oilheating equip- 
ment, 40,883; Conversions from other 
fuels, 58,819. 

Burner Stocks: Estimated stocks of 
domestic units in the hands of dealers 
at the end of April were 82,163 com- 
pared with 105,676 a month earlier 
and 119,272 on the same date of 1956. 

The current stocks were divided: 
Separate burners, 36,828; Boiler-burn- 
er units, 19,750; Furnace-burner units, 
25,585. 
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Minimum Retail Prices 
of Key Dealers 


Apr. Avg. Mar. Avg. 
Separate Burners $314 $314 
Boiler-Burners 724 723 
Furnace-Burners 614 617 
Price Index: Separate Burners 
1947-49 is 100%, 
WHOLESALE 
April 95 Six monthsago 94.5 
March 94.9 Yearago 93.2 ° 
RETAIL 
April 93.2 Sixmonthsago 92.8 
March 93.5 Yearago 90.0 
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Factory stocks at the end of Febru- 
ary, the latest available data were 55,- 
100 which is almost identical with 
55,520 the previous month, but they 
are down 16% from the 65,603 re- 


ported a year earlier. 


It is interesting to notice again that 
factory stocks run consistently below 
dealer stocks which indicates that pro- 
duction techniques are developed to 
the point of being able to speed up 


and slow down quite promptly. 


Tank Stocks: At the end of April, 


150 
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tank stocks in dealer hands were ap 
proximately 45,610 compared with 
57,819 a month earlier; and with 63, 


518 a year earlier. 


Current tank stocks were divided. 
220-275 gal. size, 41,049; sizes 550-675 
gal., 3,148 and then 1,000 gal, ang 


over 1,413. 


The average price paid in April by 
dealers for a 275 gal. basement tank 
was $34 or one dollar less than the 


March average. 


been fluctuating within a three dollar 
range during the past few months, 








These prices have 
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Shipments of Oilburners and Units 


(Including Exports) 


Adjusted to include manufacturers other than the 145 reporting to 
Census Bureau, FuELom & Om Heat's estimates of shipments are: 








FEBRUARY TWELVE MONTHS——— 
Percent Percent 
1957 1956 Change 1957 1956 Change 
Separate Burners 28,034 30,323 — 7.5 59,183 64,231 —179 
Boiler Units 4,440 3,306 +34.3 7,830 7,426 ta 
Furance Units 9592405377 >. at. 20,125 21,940 — 83 
All Domestic 42,066 44,006 — 4.4 87,138 93,597 — 69 
Commercial 2,957 3,043 — 2.8 7,113 5,829 +220 
Total 45,023 47,049 — 4.3 94,251 99,426 — 52 
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No. 126-A 





3 No. 304 
%s, With 2 Brass Identification Plates 





Sd 9 — De ) A i 


IDENTIFY TANK 
CONTENTS! 


INDICATE TANK 
CAPACITY! 


AVOID 
CONFUSION! 


No. 104-A Plain 


Constantly working toward increased liquid 
No. 104-B Lock. 


delivery efficiency, safety and convenience, 
OPW has added this new feature to each 
of the manholes and fill boxes shown on 
this page. Flush mounted Brass Identifica- 
tion Plate is completely retained within a 
recess cast in the lip of the body of the 
manhole. Polished face of plate is of ample 
size for you to easily and 
mark with desired critical informatior 





( onveniently 


Write today for the latest information on 
all types of OPW Manholes and Water- 
Tight Fill Boxes. There’s a size and type 
for any desired installation. 


Sturdy Cast iron bodies and bronze covers 
withstand years of heavy constant drive- 
bi traffic. Water-tight seal keeps fill cap 
nd pipe free for immediate filling—no 


delays, no hazards, quick opening and 
asy secure Closing. 


OPW CORPORATION 


2735 COLERAIN AVE. CINCINNATI 25, OHIO Kirby 1-5400 















SPECIAL 
STUDY THIS 
MONTH 















Oil Water Heaters 


An analysis of how homes with oil 
heat get their domestic hot water sup- 
ply shows some very interesting varia- 
tions. For example, in those parts of 
the country where boiler heating is 
strong, we’re able to hold a lion’s share 
of the water heating business. 

In regions where warm air heat pre- 
dominates we get only about 12% of 
it, and lose the rest to other fuels. 
When we put together all sections 
and all types, the score shows that 
where homes are heated with oil 43% 
of them also get domestic hot water 
through the use of oil fuel, and 57% 
through the use of some other fuel. 

The relative percentages have not 
changed during the past year. We re- 
ported in the May 1956 issue that 
other fuels were taking 57% of our 
water heating the same as we find in 
this study. 

There’s been considerable agitation 
around the industry to get good water 


heaters to use No. 2 oil at a price that 
will come closer to those of other fuels. 

We asked the reporting group what 
is the lowest they have recently paid 
for a separate water heater with a 
mechanical burner. The average na- 
tionwide was $210, although in some 
sections it is considerably below this. 


The lowest was New England 
where the average minimum price paid 
was $167, although some individual 
reports were as low as $125. In the 
Mid-Atlantic states we found $194 
average with the actual minimum 
quotation in the group at $150. 

The Midwest was highest with an 
average of $250 and the lowest single 
purchase price, $165. 

The dealers sell these water heaters 
with mechanical burners when they 
install them along with a new heat- 
ing job at the following prices for the 
minimum size: New England average, 
$308; Mid-Atlantic, $311; Midwest, 
$322; average three sections $314. 

This represents about a 50% mark- 
up over the cost of the units and since 
the spread includes the installations, 
without tank, of course, it looks like 
more of a service to hold the business, 
rather than a real profit item. 


We next asked what a good auto- 
matic gas water heater sells for in- 
stalled and the average price across 


Oil-fired Boiler Heating 


New 
Eng. 
Built-in tankless coil 712% 
Separate oil-fired 
water heater 3 
Indirect heater with 
separate tank 8 
Use another fuel 11 
Some other method or none 6 


Oil-fired Warm Air Heating 


New 
Eng. 
Device in Furnace 6% 
Separate oil water heater 12 
Gas water heater 42 
Electric water heater 33 
Some other method or none 7 


All Types of Heating 


New 
Eng. 
Fired by oil 65% 
Other type of fuel 35 


12 


Mid. & Mid- All 
So. Atl. west Pac. Sections 
65% 21% 53% 

5 2 oh 4 
9 13 3 10 
21 63 GE 32 
1 hs 1 
Mid. & Mid- All 
So. Atl. west Pac. Sections 
2% 3% F 3% 
10 10 1% 9 
69 56 25 57 
18 31 74 29 
1 “A oon es! 
Mid. & Mid- All 
So. Atl. west Pac. Sections 
56% 21% ‘se 43% 
44 79 99% 57 














the country is $140. This is the 39 gal, 


size. 


An electric water heater of 80 gal, 
size sells on the average for $205 and 
again, this is completely installed, 


The oilheating dealers helping in 
this study don’t feel that they would 
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Oilheating Permits* 


APRIL 
1957 
1 
10 
50 


w 0O & CO 


89 
30 
147 


27 
48 
21 


4 

0 
43 
19 


37 
10 
4 

50 
23 
1223 


4 MONTH'S 

1956 

Albany, N. Y. 15 
Baltimore, Md. 133 
Bridgeport, Conn. 268 
Columbus, Ohio 268 
Detroit, Mich. 575 
Elizabeth, N. J. 198 
Freeport, N. Y. 105 
Hartford, Conn. 115 
Irvington, N. J. 58 
Meriden, Conn. 140 
Milwaukee, Wis. 634 


Minneapolis, Minn. 52 


Montclair, N. J. 38 
Morristown, N. J. 8 
Mt. Vernon, N. Y. 67 
Newark, N. J. 234 
New Bedford, Mass. 473 
New Haven, Conn. 55 
New Rochelle, N. Y. 65 
Norfolk, Va. 224 
Omaha, Neb. 28 
Orange, N. J. 26 
Passaic, N. J. 22 
Paterson, N. J. 82 
Philadelphia, Pa.** 810 
Portland, Me. 159 
Portland, Oreg. 1093 


Poughkeepsie, N. Y. 39 
Providence, R. I. 


Richmond, Va. 175 
Roanoke, Va. 344 
Rochester, N. Y. 256 
Rockville Centre, N. Y. 37 
Salem, Mass. 127 
St. Louis, Mo. 620 
St. Paul, Minn. 29 


Schenectady, N. Y. 35 
Spokane, Wash. 


Springfield, Mass. 348 
Stamford, Conn. 91 
Washington, D. C. 176 


White Plains, N. Y. 56 


Wilmington, Del. 75 
Worcester, Mass. 291 
Yonkers, 105 
Totals 7677 


Percent Change 


TOTAL 
1957 
10 


129 


245 
85 


114 
4) 
49 

308 

165 

5161 


—328 


*Permits are not total sales in each maf’ 


ket since none are reported fro 
areas, which normally account 
60% of total sales in eac 
they an accurate index wh 
is lax. Rightly used, howeve 
useful working index. 
**#Courtesy of “Philadelphia 
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116 
43 
19 
20 
14 


578 
141 
539 

28 


129 


167 
18 


28 
1 
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NOW...DUPONT DELIVERS 


2 GREAT ADDITIVES PRE-MIXED 


NEW combination prevents gel-clogging 
in fuel lines as well as sludge-plugging 


of filters, screens and nozzles 


Now DuPont offers the protective 
qualities of two additives, pre-mixed 
for your convenience: Fuel Oil Addi- 
tive No. 2 (FOA-2) and DuPont 
Metal Deactivator (DMD). Respec- 
tively, they provide outstanding ‘sta- 
bilizing and dispersant action, and 
protection against the effects of cop- 
per contamination. 

The result is a solution that guards 
against practically all the major chem- 
ical causes of oil burner troubles and 
failures, 

The new additive is available in two 
different concentrations. One, FOA- 
208, is composed of 8% DMD and 
92% FOA-2. The other, FOA-212, is 
a 12% DMD, 88% FOA-2 solution. 


Stabilizer and dispersant 
The stabilizing action of DuPont 
FOA-2 retards the formation of insolu- 
ble residues during bulk storage and 
in customers’ tanks. The dispersant ac- 
tion of FOA-2 reduces the size of the 
particles in any residues that may 
form. 

In these two ways, it prevents a 
build-up of sludge that causes clog- 
ging of filters, screens and nozzles. 


Prevents gel-clogging 
Clogged fuel lines are generally due 
to the formation of a gelatinous ma- 


terial. This is frequently caused by 
contamination from copper in screens, 
feed lines, valves and other fuel han- 
dling equipment. DMD prevents this 
effect of copper contamination .. . 
thus preventing the need for many 
service calls due to gel-clogged fuel 
lines. 

Now, it is possible for refiners to 
add this complete three-way protec- 
tion in a single operation. For best 
results, DuPont FOA-208 or 212 
should be added to freshly prepared 
stocks at the refinery. 


GU PONE 


8C6.u. 5. PaT.OFF 
Better Things for Better Living 
eee through Chemistry 


Petroleum Chemicals 


E. I. DU PONT DE NEMOURS & CO. (INC.) + Petroleum Chemicals Division « Wilmington 98, Delaware 
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e OVERFLOWS 
¢ DELIVERY 








DISTURBANCES 


°¢ IRATE 
CUSTOMERS 


INSTALL 
OPW TANK 
WHISTLE 


FILL WHILE IT WHISTLES — 
STOP WHEN WHISTLE STOPS 


Tank always fills to proper level. 















In addition to controlling 
andeliminating hazardous 
conditions, this inexpen- 
sive OPW signalling de- 
vice speeds up deliveries, 
increases filling efficiency 
and serves as the perfect 
shut-off-time alarm. 


4 FILL-UP time, ANYTIME, 
DAY or NIGHT, FROM 
OUTSIDE THE BUILDING. 






FREE BULLETINS | 
F-30 and F-34 give } 
full details on all | 
styles,installation 
etc. 












2735 Colerain Ave. 
Cincinnati 25, Ohio 









Kirby 1-5400 






have to sell the oil water heater as 
low as those for other fuels, but they 
do need to get down closer than they 
are now. To bring out this point, we 
asked at what price the dealers think 
they must sell an oil water heater to 
get most of the business away from 
gas or electric competition. The com- 
posite average on this is $215. 


As we have seen, this is practically 
$100 below what they now sell them 
for. Again, if we think of a 50% 
markup such as the present experi- 
ence indicates this would mean that 
they would have to buy the heater for 
about $144. 


The final question in this series 
asked whether the dealers feel that 
this water heating problem with warm 
air jobs is critical in our competition 
with gas for heating. The overall an- 
swer showed only 56% voting yes, but 
in New England this was 77%; and 
in Mid-Atlantic states, 67% of the 
dealers thought it critical. 


Some of the dealer comments on 
the subject this month are as follows: 


“T have felt for a long time that 
there is a need for this type of equip- 
ment, but price has proved a stumbling 
block.” “Get a good, durable, long 
term (10 year guarantee) on hot 
water tank.” “Sell low cost of 
fuel as best buy for the money.” 

“No. 2 oilfired water heaters have 
not proved satisfactory in this area.” 

“With every furnace we sell we 
try to sell a Duotherm 30 gal. glass- 
lined water heater; this makes a good 
No. 1 fueloil drop which can be made 
during slack seasons—if necessary we 
sell a $5 gal. drum and turn the oil 
business over to a small dealer who 
buys oil from us; we sell about 100 
of these jobs a year.” 

“We are at a disadvantage because 
gas water heaters only require a vent 
while oil requires a Class A flue.” 
“With the price of gas and electricity, 
I cannot see how oil can compete in 
making domestic hot water: especial- 
ly in 20, 30 or 40 gal. capacities.” 

“Oil water heaters are a great help 
in keeping the gas mains out of the 
door.” “Gas dealers have a better 
break in selling gas warm air units 
with gas water heaters over a high 









priced oilfired water heater.” 


“Gas and electric water heaters need 
three to five hours for recovery; gun 
type oilburner water heaters recover 
in minutes—the public should be 
shown.” “Water heating forces 
more oil accounts over to gas.” 


“There are very few homes in this 
territory where space is available for 
oilfired water heating equipment—the 
proper flue is also a problem.” 

“I don’t think you'll ever solve this 
problem.” 

“In rural areas, homes with oil fur. 
naces use electric water heaters; in the 
city, it is gas.” “Big problem is 
cost of gas vs. cost of oil as a fuel, 
average cost of 800 Btu gas for home 
heating in local market is about 71¢ 
MCF. 

“Gas is the accepted fuel for heat- 
ing hot water and no one in this area 
—dealers or wholesalers stock oilfired 
hot water heaters; even though we 
presently have a closed season on gas 
for home heating, gas is available for 
appliances and it is a rare customer 
who will not permit a gas connection 
made to his property.” 

“Gas, at present, in this local mar 
ket is not a factor nor are there, with 
few exceptions, any oilfired water 
heaters.” “No gas in area, all 
electric water heaters, oil cannot conv 
pete.” 


Fear is Asset 


“Public fear of gas is our biggest 
asset; where gas has been accepted for 
water heating, there is little chance to 
sell oilheating. Electricity for water 
heating sells here for .008 KWH and is 
usually the accepted method of heat 
ing water.” 

“We need more ‘Heat with oil’ ad 
vertising by all oil and equipment 
dealers plus jobbers, majors and matv 
ufacturers.” “We're hoping fora 
hot summer to offset our loss of oil 0 
gas by selling airconditioning.” 

“Heating hot water is a vital prob 
lem—the new houses run appfott 
mately 60,000 Btu heat loss, a tank 
less heater requires 140,000 Bu, 
therefore, a separate water heater i 
a must with either hot water or warm 
air heats the water load is increasing 
and the heating loads are decreasing” 
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lt’s “T” Time 


NOW is the time to modernize your tank trucks with 





improved A. O. Smith truck meters and work-saving 


functional accessories. Thousands are in service, daily 





proving their speed and accuracy and the dependabil- 
ity of the SMITHway Rotary Principle. 


Models to suit every requirement. All feature unitized 
construction which allows greatest possible flexibility 
in piping arrangements. For complete information, send 
for Bulletin 127-B. 


MODEL T-6 


MODEL T-10 


MODEL T-15 


Any combination of counters and functional acces- 
sories can be used on the above meters. They may 
be included from start or installed at a later date. 


Through research ...@ better way 
@ 


ake S 
So o.8 fF O Ff A.J .§ 0 LN 


me tT FF Pe C8 8 4-85 


Factories: 5715 Smithway St., Los Angeles 22, Calif., P.O. 
Box 500, Succasunna, N. J. Offices: Atlanta, Chicago 7, 
Houston 20, Los Angeles 22, New York 17, Canada: Toronto 
12, Vancouver 1, International Division—Milwaukee 1, Wis. 





Where is the new home Market? 


No. of Permits 


No. of Permits 
Issued 


Feb. 

1957 

804 

Birmingham area 279 
Mobile area 220 
Montgomery area 39 
Nonmetropolitan areas 266 


ARIZONA 1,130 
871 
259 


212 


12,786 
205 
6,500 
289 
1,375 
1,102 
1,234 
910 
100 
1,071 


891 
539 
352 


753 


ALABAMA 


Phoenix area 
Nonmetropolitan areas 


ARKANSAS 
CALIFORNIA 


Fresno area 

Los Angeles area 
Sacramento area 

San Bernardino area 
San Diego area 

San Francisco-Oakland 
San Jose area 
Stockton area 
Nonmetropolitan areas 


COLORADO 
Denver area 
Nonmetropolitan areas 


CONNECTICUT 
Bridgeport area 109 

Hartford area =—‘'137 

New Haven area 76 
Nonmetropolitan areas 431 


DELAWARE 91 
Wilmington area 90 
Neonmetropolitan areas | 


DISTRICT OF COLUMBIA 
Washington, D. C. 
Maryland suburbs* 
Virginia suburbs** 


FLORIDA 
Jacksonville area 
Miami area 
Orlando area 
Tampa-St. Petersburg area 
Nonmetropolitan areas 


GEORGIA 


109 


Atlanta area 
Columbus area 
Savannah area 

Nonmetropolitan areas 


IDAHO 43 
ILLINOIS 


Chicago area (Does not 
include Ind. suburbs) 2,906 
St. Louis area 20 
Nonmetropolitan areas 386 


3,312 


INDIANA 737 
Chicago suburbs 70 
Fort Wayne area 59 
Indianapolis area 256 
South Bend area 54 
Nonmetropolitan areas 298 
{OWA 286 
Davenport area 57 
Des Moines area 51 
Nonmetropolitan areas 178 
KANSAS 518 
Kansas City area 125 
Wichita area 132 
Topeka area 65 
Nonmetropolitan areas 196 


*Included in Maryland state total. 
**Included in Virginia state total. 
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2 Mos. 
1957 
1,901 

621 
618 
125 
537 


2,507 
1,838 
669 


423 


25,455 
382 
12,888 
623 
2,821 
Zee 
2,446 
1,786 
208 
2,080 


1,784 
1,169 
615 


1,367 
194 
274 
118 
781 


197 


192 
5 


246 


KENTUCKY 
Cincinnati suburbs 
Louisville area 
Nonmetropolitan areas 


LOUISIANA 
Baton Rouge area 
New Orleans area 
Shreveport area 
Nonmetropolitan areas 


MAINE 


MARYLAND 
Baltimore area 
Washington, D. C. suburbs 


Nonmetropolitan areas 


MASSACHUSETTS 
Boston area 
Springfield-Holyoke area 
Worcester area 
Nonmetropolitan areas 


MICHIGAN 
Detroit area 
Flint area 
Grand Rapids area 
Nonmetropolitan areas 


MINNESOTA 
Minneapolis-St. Paul area 
Nonmetropolitan areas 


MISSISSIPPI 
Jackson area 
Nonmetropolitan areas 


MISSOURI 
Kansas City area 
St. Louis area (Ill. suburbs 
listed under III.) 


Nonmetropolitan areas 


MONTANA 
NEBRASKA 


Lincoln area 
Omaha area 
Nonmetropolitan areas 


NEVADA 
NEW HAMPSHIRE 


NEW JERSEY 
Atlantic City area 
New York City suburbs 
Philadelphia suburbs 


Nonmetropolitan areas 
NEW MEXICO 


NEW YORK 
Albany, Schenectady, Troy 
Buffalo area 
+New York City 
Suburbs of New York City 
Rochester area 
Nonmetropolitan areas 


NORTH CAROLINA 
Charlotte area 
Greensboro-High Point area 
Raleigh area 
Nonmetropolitan areas 


NORTH DAKOTA 


Issued 
Feb. 2 Mos. 


1957 
313 
20 
229 
64 


1,228 
142 
788 

a7 
201 


20 


244 
29 


245 
6l 
134 
50 


109 
39 


1,628 
27 
737 
154 
710 


407 


43 


108 


645 
73 
95 
36 

44 


5 


1957 
620 
48 
411 
161 


1,815 
309 
1,104 
179 
223 


40 


409 
83 


353 
73 
213 
67 


239 
87 


3,764 
70 
2,194 
378 
1,122 


862 


5,818 
64 
523 
2,196 
2,593 
241 
201 


1,306 
155 
208 

91 
852 


9 


Covers dwelling units actually started. 


No. of Permit; 

Issued 
Feb. 2 Mos, 
1957 1957 
2,268 3,810 
Akron area = 147) 29 
Cincinnati area 278 =. 
Cleveland area 535 — 
Columbus area 251 sg 
Dayton area 256 = 4 
Toledo area 115 = 


Youngstown area 169 279 


Nonmetropolitan areas 


OKLAHOMA 


517 807 
376 703 


Oklahoma City area 144 


Tulsa area 56 


Nonmetropolitan areas 176 


OREGON 


444 
Portland area 28 


Nonmetropolitan areas 163 


PENNSYLVANIA 


1,403 


Allentown-Bethlehem area 


Harrisburg area 


Philadelphia area (See New 


Jersey for 


Jersey suburbs) 
Pittsburgh area 


Nonmetropolitan areas 


RHODE ISLAND 


Providence area 


Nonmetropolitan areas 


SOUTH CAROLINA 


Charleston area 


Nonmetropolitan areas 


SOUTH DAKOTA 


TENNESSEE 


Chatanooga area 


Knoxville area 
Memphis area 
Nashville area 


Nonmetropolitan areas 


TEXAS 


Beaumont-Port Arthur area 
Corpus Christi area 


Dallas area 
El Paso area 


Fort Worth area 


Houston area 


San Antonio area 
Nonmetropolitan areas 


UTAH 


Salt Lake City area 


Nonmetropolitan areas 


VERMONT 
VIRGINIA 


Portsmouth-Norfolk area 


Richmond area 
Roanoke area 


Washington, D. C. suburbs 
Nonmetropolitan areas 


WASHINGTON 


Seattle area 
Spokane area 
Tacoma area 


Nonmetropolitan areas 


WEST VIRGINIA 


Charleston area 


Nonmetropolitan areas 


WISCONSIN 


Madison area 
Milwaukee area 


Nonmetropolitan areas 


WYOMING 
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275 

90 
338 
724 
44) 
283 


3,056 
10 
125 


1,392 
937 
50! 


207 
190 
7 


624 
268 
356 


43 


1,277 
138 
219 
602 
172 
146 


10,193 


MEN WHO LIKE 
MAKING MONEY 





LIK 


Because Thatcher stands for the things that count: 


291 ® Local service and engineering 


180 
1,376 


® Local “front line’ sales support 
410 ® Competitive pricing 


743 ® Complete line 


2,974 


+6 * Simplified installation— makes your job easier 


3,498 ¢ Full customer acceptance and satisfaction 


1“ Thatcher is the oldest name in home heating ...a name 
40h that has meant quality continuously since 1850. People 
43 know it... respect it... want it. 


This famous name is your guarantee of easy sales—to 


customers who'll thank you, and recommend you to 
2412 their friends, 


366 
40! 
175 
487 
983 


1,525 
962 
9 
219 
233 
348 
268 
1,518 
B 


922 
523 
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Thatcher 


THATCHER HEATING UNITS 
GET vou More SALES 


There’s a Thatcher Unit for any fuel, any type, any size 
your customer wants. 


Plus 


THESE EXTRA PROFIT-MAKERS! 


Summer Air Conditioners that combine with a cen- 
tral heating unit. Add them any time to provide winter 
warmth and summer air conditioning—all from one cen- 
tral system! Air and water cooled units, self-contained 
and multiple unit types available. 


You are invited to qualify for a Thatcher dealership. Write today. 


“Since 1850" 


atcher 


»| FURNACE COMPANY 


GARWOOD, NEW JERSEY 


Boilers e Burners ¢ Furnaces ¢ Air Conditioners 


BRANCH OFFICES AND WAREHOUSES 


4646 W. Washington Bivd., Chicago, Illinois 


Needham St., Newton Upper Falls, Boston, Mass. 





For more money-making information mail this coupon today! 
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THATCHER FURNACE COMPANY 
Dept. F.0.-657, Garwood, New Jersey 


SAE AAS AAS 


Yes, indeed . . . I’d like to make more money— 
with Thatcher! Please send me more information. 


BARK 


fede se 








BW 


ADDRESS_ 





City ZONE__STATE___ @ «299 





i 

i 
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COMPANY_____ I 
I 
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Milburn Petty 


WASHINGTON — There is still a 
chance that the House will pass a gas 
bill this session—but it may differ 
somewhat from HR-6790 introduced 
by Congressman Harris (D, Arkan- 
as). 

The Harris Bill was generally en- 
dorsed by industry spokesmen, al- 
though not entirely acceptable to all 
producers. 

Then the White House, which had 
been expected to back this bill, as is, 
tossed a bombshell by proposing two 
amendments that would make it 
“totally unacceptable,” producers de- 
clared. 

However, efforts were 
launched to work out a compromise, 
acceptable to the bill’s sponsors and 
the Eisenhower Administration. 


soon 


It’s Now or Never on Gas Bill 


Observers are generally agreed that, 
with congressional elections coming 
up in 1958, any legislation to free pro- 
ducers from strict federal regulation 
would have slight chance of passage. 

So, it is this year—or perhaps never 
—to get a gas bill passed. It is unlike- 
ly that the White House, congres- 
sional leaders and all elements of the 
industry—gas producers, pipelines and 
distributors—could get together again 
on legislation, if a bill fails to pass 
the House, at least. 

Undoubtedly, this will be a factor 
contributing to the possibility of 
reaching a compromise. 


Ike’s Gas Bill Changes Opposed 


One of the amendments urged by 
the Eisenhower Administration would 
delete from the bill the express pro- 
hibition against use of “costs” by the 
Federal Power Commission in regu- 
lating prices of gas producers. 

“If the bill is amended so as to au- 


thorize the use of cost, there would be 
a danger that either the present or 
future commissions would exercise 
public utility controls,” according to 
Russell Brown, Independent Petro- 
leum Association of America. 

Also, the courts might rule that the 
bill “requires” such control, he added. 

The second amendment, which 
Brown said “is perhaps even more ob- 
jectionable,” would subject existing 
contracts—containing provisions for 
price increases in specific amounts on 
specified dates—to FPC control. 

“No industry can operate under 
such uncertainty,” Brown declared. 
He pointed out that these contracts 
were made in good faith at a time 
when FPC disclaimed jurisdiction over 
producers. 


“Gas Bill Would Raise Prices” 


Opponents of the Harris Bill, in- 
cluding a number of state utilities 
commissioners, contended that con- 
sumer prices would go up steadily if 
such legislation were enacted. 

The present situation, under which 
producers are subject to utility-type 
control—because of the Phillips Case 
—*‘is probably the best you can get 
from the consumer’s standpoint,” 
Commissioner Hooker of Virginia 
testified. 

“What's wrong -with being regu- 
lated as a public utility,” the Virginia 
official asked. 

Several wanted the bill amended to 
require consideration of “costs’—not 
just permit it, as under the White 
House amendment—in regulating pro- 
ducer prices. 


Gas Prices Up on “Cost” Basis 


Even if no gas legislation is enacted, 
producer prices for gas may go up, 
according to data presented at FPC’s 
hearings in the Phillips Case. 

Phillips contends that a 12% return 
is needed to meet the greater need— 
and higher cost—of exploration to 
provide future gas reserves. Based on 
its 1956 interstate sales of gas, Phil- 
lips had a deficiency of $37.7 million. 
So, the company has asked for sub- 
stantial increases in rates, bringing 
field prices up to as much as 25¢ per 
thousand. FPC’s staff has recom- 
mended 9% return for this producer. 


Grand Jury Subpoenas API Paper, 


American Petroleum Institute h,; 
been subpoenaed by the federal grand 
jury at Alexandria investigating oj 
marketing, to produce by-laws, com 
mittee lists, and other papers. 

API's spokesman said he “had p 
idea what this is all about.” So fy 
no API official has been subpoenaed 

Meanwhile, the grand jury hy 
heard a number of major company 
marketing officials quizzed by Depar 
ment of Justice antitrust attorneys, 

Some companies have attacked the 
subpoenas on grounds that the DJ i 
“fishing.” 


Texas-California Line OK’d by D) 


DJ Antitrust Chief Hansen has ad 
vised Senator O'Mahoney (D, Wyo 
ming) that construction of an inde 
pendently-owned crude oil pipeline 
from Texas to California—such a 
proposed by L. M. Glasco, Dallas— 
would “promote competition” in the 
West Coast oil industry. 

Meanwhile, Gulf-Texaco-Sinclair 
have jointly announced plans to build 
an oil products pipeline from Phila 
delphia to Pittsburgh and Cleveland 
with distribution points along the way 
in both states. 

Hanging over the heads of many 
pipelines is an investigation by House 
Judiciary Committee of operations uv 
der the 1941 consent decree limiting 
shipper-owners to 7% return. 


Ike Moves to Limit Oil Imports 


President Eisenhower has agreed 
with ODM Director Gray's finding 
that there is reason to believe that 
present levels of crude oil imports 
“threaten” the national security. 

He is launching a study which, ifit 
confirms ODM’s findings, will requite 
Ike to take action under the 195 
trade law to limit crude imports. 

Ike has asked ODM to see if “vol 
untary” limitations cannot be worked 
out with the importers in the meat 
time. 


So far, there has been no indication 
that imports of residual will be 
cluded,- despite urgings of the coal 
people. 
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yinclair _ — 
0 bu of 46 CERAMIC COATING 

Phila’ » _ oe High temperature ceramic-coated heat exchangers 
veland Beez 4 y stop corrosion, end the rusting that always goes with 
he way Awt © Bafa | condensation from summer cooling. 








many J _ EXCLUSIVE MODULATION 
Hous WEE-FOt_ Modulation with the Magic-Heet Control adjusts the 
- ; ___| gas flame to suit heating needs, puts an end to “on-off” 





ns Ul’ 
iting heating. (Gas models only) 
BALANCED HEATING AND COOLING 
ports Heating and cooling units designed for each other. 
Heating units have fan capacity for cooling. Quick, 
agreed economical cooling additions later. 
that STRIKING APPEARANCE 
nports Styled for out-in-the-open use. Dimensioned for space- 
y conscious houses. Models and sizes for every heating 
b ‘i oe and cooling application. Oil or gas. 
i = 
equite ALL THIS IN A COMPLETE LINE 
1955 _ 
rat ( Permaglas is going places... are YOU aboard? 
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CONDENSATE 
UNITS 


Remove conden- 
sate automatical- ¢ 
ly, from your cen- 
tral cooling jobs 
this Spring! 
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Joseph W. Green has been elected 
vice-president of sales, Crane Co., 
Chicago. He will head a realigned de- 
partment organization which will co- 
ordinate industrial, plumbing and 
heating-airconditioning sales, _ pre- 
viously conducted on a divisional basis. 
He will also be responsible for the di- 
rection of marketing research and ad- 
vertising-sales promotion activities. 
Charles W. Lovelace succeeds him as 
director of industrial sales. 


Lewis M. Murray, president and 
treasurer, Dunkirk Radiator Corp., 
Dunkirk, N. Y., died on April 28. 
He was a pioneer in the heating in- 
dustry and had been treasurer of Con- 
tinental Heater Corp. before joining 
Dunkirk in 1928. He had been active 
in business, civic and church affairs. 


Walter C. Olsen has been appoint- 
ed advertising manager, Williams Di- 
vision, Eureka Williams Corp., 
Bloomington, Ill. He will plan and 
administer the advertising and sales 
promotion for the division. Previous 
ly he had been with A. O. Smith and 
Admiral Corp. 


Paul Miller has been made eastern 
sales manager, Tank Division, The 
Heil Co., Mil- 
waukee, Wis. His 
headquarters will 
be in Union, N. 
J. Except for his 
service in the 
Army, Miller has 
been with Heil 
since 1937 when 
he went to work 
in the advertising department. After 
the war he became a traveling repre- 
sentative in the Export Division. Since 
1952 he has been sales manager of 
the Road Machinery Division. 








have responsibility for budgeting, dj 


vision planning, and management of 


division controls. He has been with 
the company since 1952. 


Willard W. Wright has been elect. 
ed vice president in charge of market- 
ing, Sun Oil Co., Philadelphia, te 
placing Frank R. Markley, who te 
mains vice president on a new assign 
ment. 


Stanley Berns, chairman of the 
board, and Robert Berns, president, 
Pullman Vacuum Cleaner Corp, 
Boston, were recently presented with 
a certificate of merit by Foster Fur 
colo, governor of Massachusetts, 

The certificate cited the company’s 
policy of employing physically handi 
capped individuals. Pullman has 
worked closely with the President's 
Committee on employment of the 
handicapped. 


William Ohly has been named 
manager of distributor sales, Acro Dir 
vision, Robertshaw-Fulton Controls 
Co., Columbus, O. He formerly had 
been a sales engineer with the com 
pany and will now supervise sales to 
distributors of the standard line of 
precision switches made by Acro. 


H. Olandt and H. B. Menard have 
been appointed district sales managers, 
Electric Furnace-Man, Inc., Emmaus, 
Pa., manufacturers of automatic heat’ 
ing equipment. Olandt will cover 
southeastern Pennsylvania, Central 
and South Jersey, and Delaware 
Menard’s territory will include Michi 
gan, Ohio, Wisconsin, Indiana and 
Illinois with headquarters in Chicag® 


Dale Josephson, manager of the Oil 
Heat Institute of Oregon, Portland, 
has been appointed a member of the 
public relations committee of the 
Portland Home Builders’ Association 
and also co-chairman of the organi’ 
tional committee of the Oregon Chap 
ter, American Society of Association 
executives, 
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John C. Feick has been named as 
sistant to Bruce D. Henderson, vice 
president in charge of the Aircond;- 
tioning Division, Westinghouse Elec. 
tric Corp., Staunton, Va. He will 
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AIR |S THE VILLAIN! 


-MAID-O'-MIST 
WANA 


CONTINUOUS VENTING ACTION 
ENDS CIRCULATION WORRIES! 






No. 7 AUTO-VENT 


No wonder Number 7 is a big favor- 
ite with both heating and air-condi- 
tioning experts! Fully automatic, 
this brass vent has a self-closing, 
float-operated valve — all mounted 
on a removable bonnet for quick 
servicing. Small (43%%” x 214” with 
12” T.P. female connection) it does 
a big job of eliminating air. For 
pressure up to 75 lbs. 




































Float Type 


No. 72 
AUTO-VENT 


A fast-venting valve 
of the expansion 
type for convectors, 
baseboard and free- 
standing radiation. 
For vertical or hori- 
zontal mounting. 
Size 14%” x 4%” with 
4%” I.P, male con- 
nection. Disc dries 
quickly because of 
immediate drainage. 


No. 67 
AUTO-VENT 


Is the space 
limited? Then 
No. 67 is your 
Auto-Vent! Its 
overall size is 
only 3 3/16” x 
1%” with %” 
I.P. male con- 
nection. Takes 
30 lb. pressure. 


Float Type No. 27 AUTO-VENT 


Smaller sized (3” x 2%”) for 
horizontal mounting with %” 
IP. female side connection. Use 
on convectors, radiant coils, etc. 
Takes up to 50 lb. pressure. 





No. 37 AUTO-VENT 


Similar to No. 27, but designed 
Float Type for horizontal mounting with %” 
LP. vertical male bottom connec- 
tion. Size 3” x 2%”. 50 lb. pres- 
sure. 





Get full information from 
your jobber orwrite for 
catalogue, today! 










MAID-O-MIST, Inc. 


3217 NORTH PULASKI ROAD - CHICAGO 41, ILL. 





. . « « Names in the News 


The Oil Information Committee of 
the American Petroleum Institute has 
announced the appointments of Wj) 
liam A. Scott Jr. of Brooklyn, N, Y. 
as district representative in the Ney 
York-New Jersey District, and Carl 
R. Lowendick, Decatur, Ga., to a sim, 
ilar post in the Southeastern District 


Paul E. O’ Hora, who joined Or 
Sembower, Inc., Reading, Pa., as sales 
engineer in northern New Jersey in 
1954, has been advanced to New York 
district sales manager of the company. 


Dr. Charles J. Kentler, Jr. and 
Charles B. Goff, Jr. have been named 
district sales managers in New York 
and Pittsburgh respectively by the 
Meter and Valve Division, Rockwell 
Manufacturing Co., Pittsburgh. 


Kal Steiner has been elected vice 
president and manager of sales and 
service for the Central Fuel Co. 


Baltimore, Md. 


J. F. Scott has been elected vice: 
president, The Perolin Co., New 
York, N. Y. He had previously been 
assistant to the vice-president and gen’ 
eral manager, Pan American Chemi 
cals Corp., subsidiary of The Ameri 
can Oil Co. Perolin’s main plant is 
located in Chicago; the company 
manufactures water treating boiler 
compounds and fueloil additives. 


Norman F. “Nick” Jones becomes 


general manager, Lima Register, Lima, 











O. He joined the company five years 
ago as controller and had been with 
Lennox Furnace Co. before that. 
Other appointments made include 
C. B. “Brad” Armour, now sales mar 
ager, with Al Jevons replacing him 
as sales representative in Feeding 
Hills, Mass. Charles E. Rihl is 10¥ 
district sales representative in the 
Philadelphia territory. 


Reginald L. Johnson has been elect’ 
ed vice-president of Johns-Manwill 
Sales Corporation, New York, N.Y, 
in charge of all advertising and 
promotion activities. He succeeds 
promotion manager H. M. Shacke! 
ford, who has retired after nearly 39 


years service. 
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div Count up all the exclusive advantages of Weil-McLain Cast Iron Baseboards...you’ll a vacuum cleaner over 
sliced agree there’s no other answer. them. No front plate to 
: J i ; remove and replace...no 
» New Only cast-iron baseboards can produce the comforts of genuine radiant heating— forest of fins re wipe off 
ly been draftless—every corner warmed. Only cast iron baseboards can maintain a sustained one by one. : 
nd gen’ heat flow... because of large water content and the heat-storing characteristics of cast 
Chemi- iron. Rooms heated with Weil-McLain Baseboards are virtually uniform in tempera- 
hat ture from floor to ceiling. i 
plant is Weil-McLain Cast Iron Baseboards offer modern beauty as well. Inconspicuous... 
ompany clean-lined in design...crisp...conforming to today’s styling, with matched metal 
- boiler extensions which permit complete coverage of the wall. 
web With cast iron baseboards, modernizing can be matched to the owner’s pocketbook; 
' one room at a time if desired, without disturbing system balance. 
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WEIL-McLAIN COMPANY . Dept. B-67, Michigan City, Indiana 
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EVER-TITE No. 2 
Straight Thru Swivel 


When this new Ever-Tite Swivel 
is used between the hose and 
nozzle, kinking and twisting of 
the hose is eliminated. 


Free swivel action at all times— 
with parts firmly secured. Hose 
strain is prevented because the 
swivel assures quick and easy 
positioning of nozzle. 

The Ever-Tite Swivel is always 
leak-proof because of a special- 
ly-designed machined seal and 
gasket. It is constructed of heavy- 
duty durable bronze—precision- 
engineered for typical Ever-Tite 
performance. 


EVER-TITE 
No. 9 
Check Valve 
Swivel 





Ever-Tite No. 9 Swivel has all 
the features of the No. 2 plus 
the additional advantage of an 
inlet check valve. When the 
pump is shut off, an “O” ring 
seals against a tapered machined 
surface and prevents the hose 
from draining. Spring tension is 
approximately 114 p.s.i. 


Let these precision Ever-Tite Hose 
Swivels save wear on your equip- 
ment as well as operators’ time. 
Write or phone your distributor. 


Send for Bulletin F-11 


EVER-TITE COUPLING CO. INC 


254 West 54th Street, New York 19, N. Y 
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Ed Esterline, Greater Philadelphia Fuel Conference, told this lunchesll aie 


mae ye | i 





during the Connecticut Petroleum Association annual convention and trad, 
show that association membership is a form of insurance for businessmen, 


Roth named CPA President; 
Esterline speaks at Lunch 


— SEVENTH ANNUAL conven- 
tion, trade show and banquet of 
the Connecticut Petroleum Associa- 
tion, held May 1 at the Hotel Statler, 
Hartford, witnessed the election of 
W. D. Roth, Norwich, as president, 
succeeding Burton I. Stevens, Water- 
bury. 

Other officers named were: Irvin 
Shiner, New Haven, vice-president; 
Arnold Grant, Sr., New Britain, treas- 
urer and W. E. Wesson, Waterbury, 
secretary. Directors are: Robert Gold- 
stein, Derby; Benjamin Goldfarb, 
Hartford; Irving Patterson, Torring- 
ton; Charles B. Stone, Middletown; 
Robert Rubin, New Haven; George 
B. Stetson, Middletown; Merwin 
Sheketoff, Hartford; and Burton I. 
Stevens, Waterbury. 

The more than 400 members of the 
group who attended the all-day meet- 
ing heard Edward E. Esterline, execu- 
tive secretary, Greater Philadelphia 
Fuel Conference, make the principal 
speech at luncheon. He outlined the 
aspects of gas competition in the Phila- 
delphia area reminded the oilheating 
dealers in attendance that to over- 
come it, “You've got to sell the oil- 
burners. That’s your job.” Esterline 
stated that the most successful oil- 
heating dealer is the one who offers 
a complete integrated service, includ- 
ing the oilburning equipment, the 
fueloil it burns and the service it 
might need. 

Almost inseparable from this, he 
continued, is active membership in an 
oilheating association. Trade associa- 
tions, Esterline said, are people work- 
ing together, pooling their collective 


intelligence, time, brains and initia 
tive. Association membership pays off 
he observed, as evidenced by a survey 
of the American Society of Trade Ay 
sociation Executives, which indicated 
that 85'% of all business failures are 
not members of their respective trade 
associations. 

Don’t regard association dues as an 
expense, he went on; rather consider 
it an investment, remembering that 
today many employees pay more in 
annual dues to their unions than the 
average oilheating dealer is asked to 
contribute in association dues. 

Esterline referred to the benefits 
and necessities for promoting oilheat 
ing in local markets with cooperative 
programs and outlined briefly the 
Philadelphia plan whereby the Con 
ference employs an advertising agen 
cy, a law firm for legal advice, an itr 
dependent combustion engineer and a 
public relations counselor. He © 
marked that it’s true in Philadelphia 
as it will be true anywhere that the 
program is successful in almost direct 
proportion to the number of industry 
firms who support it actively. 

“You've got to sell oilheating inst’ 
tutionally,” Esterline said, “and then 
you can sell the individual product « 
a companion program.” He closed 
with the reminder that customers a 
like a parade—“The circus comes bac 
every year”—and promotional pt 
grams should be established on the 
basis that they continually are play 
ing to a new audience. 

Too many fueloil and oilheating 
dealers have been content to be order 
takers, Esterline deglared, while t 
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W. D. Roth (left), Norwich, Conn. 

and new president of the Connecticut 

Petroleum Association, converses with 

Burton I. Stevens, Waterbury, retir- 
ing president of the group. 


day's intense, intelligent competition 
from other automatic fuels makes it 
mandatory for the industry “to get 
out and sell your product hard.” 

The entire fourth floor of the Hotel 
Statler was reserved during the day 
and evening for exhibits of oilheating, 
fueloil and accessory equipment repre- 
sentatives. Included was an oil pro 
motion display, prepared by the Bet- 
ter Home Heat Council and offered to 
interested groups for use in local ad- 
vertising. Merwin Sheketoff is chair- 
man of the cPA’s Oil Promotion Com- 
mittee; Robert Lynch, Jr., is secretary 
of the Better Home Heating Council. 
Both were present at the display to 
explain its application in regional pro- 
grams, 


%, 
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Philadelphia Conference 


honors Major Advertisers 


AT THE sixth annual convention of the 
Greater Philadelphia Fuel Conference 
April 24, various companies were 
honored with bronze plaques for the 
advertising they do that helps our in- 
dustry, 

Specifically, Atlantic Refining Co. 
Was awarded the honor, through its 
‘sistant marketing director Howard 
Ingersoll, for its excellent sports 
: — throughout the year. Then 
" Kay, marketing vice-president of 
80 Standard Oil Co., New York, 
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In Every Field 
there’s ONE Leader! 


<< 


in Furnace 

Cleaning the Leader 
is the PULLMAN 

NEVER-CLOG VAC! 








® The Pullman gets you in and 
out of the cellar fast because 
it’s guaranteed never to clog 
under any conditions. 


COMPLETE 
ACCESSORY 
KIT 


With Your 
Pullman 
Never-Clog 
Vac 


© 27” metal crevice tool 
® Power blower nozzle 
® Handy scraper tool 
® Flexible metal ashes- 


tos packed hose 
{ 10x 14 1D. heavy f 
duty hose er he 


ACT NOW! MAIL THIS COUPON! 


THIS IS THE TIME 














TO CLEAN-UP 

on those Furnace 

Cleaning Jobs! 
% eeeeeeeeees 
Pa 
Pullman Vacuum Cleaner Corp. FO-6 : 
25 Buick Street, Boston 15, Mass. 6 
Rush me complete details on the Pullman Never- ® 
Clog Vac, so I can make more calls . .. more sales . 
. more profits per day. e 
NAME ® 
COMPANY . 
ADDRESS e 
CITY STATE . 








SEE US AT BOOTH 213, BOSTON SHOW 
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Greatest Draft Regulator 
made... tested and 
proven better! 











This is our new 
Commercial Model 
‘8 different sizes... 
priced right too! 





Can be installed 
easier...in 25% 
less time! 








Quieter, more accurate 
and efficient . 


STEINEN Introduces New Complete 
Line of Draft Regulators 6 thru 32 


NEW DESIGN, NEW PACKAGING, NEW EXCLUSIVE FEATURES 





Now ... after three years of engineering research and develop- 
ment... a complete line of Residential and Commercial Draft 
Regulators that are vastly superior to any other make. 


Features of the Residential sizes include One Calibrated Scale — 
from .02” to .08”, permitting accurate horizontal, vertical or di- 
agonal installation without changing parts and Push-Pull Slide 
Bar Control that provides automatic balance — greater sensitivity 
at every setting. : 


Features of the Commercial sizes include Locked-In True Balance 
as a result of exclusive Acro-Lok and the unique design and pack- 
aging that cuts weight by 20% and saves as much as 40% in space. 


These are only four of the combined fourteen features that make 
it important that you investigate and compare this new line. Your 
own comparison will prove that there is no finer constructed, 
more efficient regulator on the market. Write for complete 
information today! 


40% SAVING IN SPACE Here is 


dramatic evidence of the saving in 
space resulting from new unique 
packaging of all Commercial Models 
—20% lighter... cuts shipping costs. 





Since 1907 
44 Bruen Street, Newark, N. J. 


Warehouses in Boston, Chicago, Detroit, 
Minneapolis, New York, Philadelphia and Portland, Oregon 





Q om STEINEN MFG. COMPANY 


Member of 0. H.1. 


Draft Regulators - Oil Burner Nozzles - Nozzle Adaptors Kits & Strainers - Flame Mirrors » Electrode Assemblies 
Copyright 1957 - W. S. Co, 
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accepted the honor for his company 
in recognition of its Taylor Grapp 
newscasts. 

Also introduced in connection with 
the awards were executives of th 
agencies handling the advertising cam, 
paigns . . . G. Lester Williams jr, 
vice-president, of McCann-Erickson 
Inc., New York, for Esso, and Bryden 
S. Green, vice-president of N, W 
Ayer & Son, for Atlantic. 

Other awards were made to the 
Philadelphia Coke Co. and to the Com 
Products Refining Co., for sponsy. 
ing Martha Rountree, the featured 
luncheon speaker. 

Ed Esterline has been managing di 
rector of the Conference from th 
start. 










Promotion Panel 


The highlight of the convention 
sessions was a panel on “The Case for 
Oil Heat Promotion and Public Re 
lations.” Leader of the group was W. 
D.. Williams, vice-president of the 
Conference and chairman of the Oi 
Heat Advertising Commission for the 
past two years. He was followed by 
Thacher Longstreth, Aitken-Kynett 
Agency, then H. M. Packer, Action 4 Pi 
Associates. Also on the panel were been 
Lou O’Real, sales manager, J. E. Kur fit of 
kel Co., and Pat Caputo, president, ping. 
Oil Heat Institute of Long Island. mon 

The chairman of the afternoon 
meeting which included the panel was 
Marvel Wilson, of Wilson Coal & I 
Supply Co., Wallingford, Pa. 

The theme: “1957 is the Year of 
Decision.” 

Williams noted that the advertising 
goal this year is $115,000 agains 
$50,000 each for the past two yeals 

Longstreth, the new agency exec 
tive, mentioned that metropolitan 
Philadelphia has five million people 
impress and they have a limited mul 
her of hours to read or see ads. The 
rew campaign will appeal to the de 
ers own selfish interests by Pp 
identifying the supporters. 

The plan includes 10 TV spo? 
week, also newspapers. Radio 9 
will be contracted in bulk to let da 
ers use them privately for part of 
time and at about half normal ral 

Packer, as public relations direst 
of the campaign, urged a positive - 
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SAVE TIME 


“Topping-off” Loads 


Rockwell £0O70CVCLE Meters 
With MULTI-STAGE QUANTITY CONTROL 


Give “‘On-the-Nose’’ Measurement and Smooth Automatic Shut-off 


This efficient Rockwell meter-control 
system will save time, money and effort 
for all who load tank trucks or tank 
cars, It provides an accurate shockproof 
way to automatically shut off flow after 
a pre-selected quantity of lading has 
been measured. The systematic method 
it offers for tapering flow when “‘top- 
ping-off’ a load prevents errors com- 
mon to manual operation. And, since 


the automatic valve closes in three (3) 
smooth successive stages, there can be 
no destructive water-hammer or hy- 
draulic shock. 

Rockwell Rotocycle Meters with 
built-in Quantity Control are available 
in sizes from 2-in through 6-in with a 
capacity range of from 20 gpm up to 
800 gpm. Steel cases are furnished for 
refineries. Write for bulletin OG-454. 


ROCKWELL MANUFACTURING COMPANY 


Pittsburgh 8, Pennsylvania 





Atlanta Boston Charlotte Chicago Dallas Denver Houston Los Angeles Midland, Tex. New Orleans 
New York N. Kansas City Philadelphia Pittsburgh San Francisco Seattle Shreveport Tulsa 
In Canada: Rockwell Manufacturing Company of Canada, Ltd., Toronto, Ontario. Caracas, Venezuela 





HOW IT WORKS 


td is 2BL meter-control for smaller flows down 

ion in all sizes is as follows: (1) -Pre- 

ster is first set to the quontity desired (2) 

transmits closing action (3) Multi-stage Valve 
off flow in three smooth stoges. 
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GALLONS PER MINUTE 
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World’s Largest 


Manufacturer 
of the 
Greatest Variety of Designs 










































IMPORTANT 


to Service Organizations 


All Jobbers in Dielectric’s nation-wide 
system of distribution carry carefully- 
selected, well-balanced inventories of 
Sparktrodes in steady demand — all the 
designs most likely to be called for in 
the areas they serve. In almost all cases, 
they can, therefore, fill your orders direct- 
ly from stock. Backing this service are 
Dielectric’s unmatched facilities for making 
SAME-DAY SHIPMENT to them on 175 
special designs, as well as Five Standard 
Types pioneered by Dielectric, for appli- 
cation to 144 oil burner brands. When 
you order Sparktrodes from a Dielectric 
Jobber, you are assured of finest quality 


equipment and fastest service. (en) 


DIELECTRIC 


PRODUCTS COMPANY, INC. 
Jersey City New Jersey 














proach to the market. For example, Jersey Survey shows 12.5% 
when the Suez publicity caused some 9] Profit in Union County 


concern over supply, he had a news 
paper story showing that Philadelphia ©“ RECENT SURVEY of operating costs 
indicated that an average distributor 


is the country’s second largest refining 
center. When gas got a break on the ” Union County, N. J., made ap 
proximately 12.5% or 1.7¢ per gal- 


new tax laws he counselled against ‘ 
lon profit on his sales of fueloil. The 


fighting this. “Let’s tell "em we're 
good; don’t say he’s bad; hit him in survey was done by the county Oil 
Heat Association and covered the 


his pocketbook by getting customers.” 
O’Real noted that 60% of the new 1955-56 season. 
installations in the city last year were As shown in the table the overall 
gas. He finds that it’s no longer enough average price per gallon to the con 
to separate the men from the boys; sumer was 13.832¢ and the dealer 
now we must separate the salesmen paid 10.504¢ to his supplier, leaving 
from the men. He urged the individ- a gross profit or margin of 3.328¢. A 
ual companies to increase their private study published in FUELOIL © ow 
advertising as well as the cooperative HEAT last September showed 3.61¢ as 
program. Wanting a clean campaign, the average margin for the nation as 
he advised, “People that sling mud get a whole during the same season, 
dirty.” Also, “Selling is easy if you When the expenses directly con 
go at it hard.” nected with the sale and delivery of 
Caputo said that Philadelphia is a oil were extracted this is what showed 


recognized example of a city hit hard- up: Bulkplant expense was .12¢ per 
est by gas when oil still had the cost gallon compared with a .26 national 
advantage. Money put into a group average; and delivery expense was 
campaign should not be called a “‘con- .96¢ compared to 1.04¢ nationally. 
tribution:” it’s an investment or it’s The distributors estimated that the 
no good. In making up your mind, he service and installation department 
reasoned, you don’t owe anybody any- cost them about .09¢ per gallon or 
thing, nobody owes you a living, you about $2,087 per dealer. 
do owe something to yourself and Returns were received from com 
your wife and family. “All the com- panies ranging from a low of 400,000 
plaints in the world won't sell a single distributed gallons to a high of 5,500, 
oilburner or gallon of oil.” Then, 000. In dollars, the high was $747, 
“Your goal is too small for a market 000 and the low, $55,000. 
with 500 companies . . . if you carry The figures on other departmental 
the ball the majors will come along Sales and administrative expenses were 
_ survival is no laughing matter.” not conclusive enough to show correct 
averages. 
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Union County Oil Heat Association 


SURVEY OF OPERATING COSTS—1955-56 SEASON 


Total Percent Cents per 
Group of Gallon 

Average Sales (2,303,122) 
Fuel Oil Sales $318,571.73 100.00 13.832 
Cost of Sales 241,927.75 75.94 10,504 
Gross Profit $ 76,643.98 24.06 3,328 
Oil Handling Expense 844.94 .26 037 
Plant Upkeep 341.72 Al O15 
Taxes on Bulk Plant 161.99 05 001 
Depreciation—Bulk Plant 1,421.62 AS 061 
Total Bulk Plant and Thruput Expense $ 2,770.27 87 120 
Drivers’ and Dispatchers’ Wages 11,888.55 3.73 ped 
Delivery and Trucking Expenses 7,818.80 2.45 i 
Radio Dispatching 183.21 06 = 
Depreciation—Delivery Equipment 2,325.16 By 2 < 
Total Delivery Expense $ 22,215.71 6.97 6 
Supervision—Oil Department 6,992.12 2.19 - 
Sales Salaries and Commission 1,520.23 48 0 ; 
Advertising and Selling Expense 3,344.18 1.05 a 

Total Selling and Supervision Expense $ 11,856.53 3.72 Jj 
Total Direct Oil Expenses $ 36,842.51 11.56 ges 
Oil Selling Profit $ 39,801.47 12.50 he 
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Test indicates $10.64 monthly 
house heating-cooling Costs 


NATIONWIDE-TEST to determine 
A the average monthly heating 
and airconditioning costs of the typi 
cal American home when properly 
designed and adequately insulated 
has reached the halfway point. 
wens-Corning Fiberglas, Toledo, O., 
has compiled preliminary figures on 
120 of 172 houses in the program 
and thus far the average cost for heat- 
ing and cooling is $10.64 monthly. 

Robert Thulman, former engineer 
of the U. S. Housing and Home Fi- 
nance Agency, had made the state- 
ment that the average American 
home of 1,000 sq. ft. should be heat- 
ed and airconditioned all year for an 
average cost of $10 per month. 


This stimulated Owens-Corning to 
begin its Low Cost Comfort Program. 
Engineers under Tyler S. Rogers be- 
gan a study basing their calculations 
on 1,200 sq. ft. of floor space, today’s 
national average. 


It is their feeling that if the houses 
were built to conform with “comfort 
engineering” principles instead of 
FHA minimum property require- 
ments that the target figure of $10 
might be achieved. 


These principles include: uses of 
maximum insulation; adequate attic 
ventilation; outside shading of sunny 
windows; and whenever possible, 


large glass areas facing north and 
south, 


The 172 houses were built in 81 
cities in 29 states by 160 different 
builders, The builders submitted their 
plans to the Owens-Corning engi- 
neers to insure compliance with 
the “comfort engineering” principles. 
Utility companies installed sub-meters 
" that costs of heating and aircondi- 
tioning could be isolated. 


In this preliminary report heating 
‘nd cooling savings averaged more 
than 25% for the “comfort engi- 
ered” dwelling compared with 
those constructed to meet only FHA 
mnmum requirements, 
fh the opinion of these experts, 
‘wings in heating and cooling costs, 
now bring airconditioning into the fi- 


eloil 


nancial reach of most American 
families. 

Because these houses require small- 
er size heating and airconditioning 
units, the resultant savings will pay 
for the cost of the additional insula- 
tion required in a few years. Insula- 
tion requirements vary according to 
climate. 

Maximum specifications established 
by Owens-Corning call for three 
inches on all outside walls and three 
inches in ceilings. In colder regions, 
six inches are required in ceilings. 
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Crude oil Reserves reach 
new High, api reports 


SUBSTANTIAL INCREASES in the na- 
tion’s proved reserves of crude oil, 
natural gas liquids and natural gas 
were recorded again last year despite 
production and consumption levels 
that surpassed all previous highs, ac- 
cording to a joint announcement of the 
American Petroleum Institute and the 
American Gas Association. 

The proved reserves report for the 
calendar year ending December 31, 
1956, made by committees of both 
associations, contains these highlights: 

Crude oil: 30 billion, 434 million 
barrels, up 422 million barrels over 
the 1955 peak; 

Natural gas liquids: 5 billion, 902 
million barrels, up 464 million bar- 
rels; 

Total liquid hydrocarbons (crude 
oil and natural gas liquids) 36 billion, 
336 million barrels, a net increase of 
886 million barrels over 1955. 

Natural gas: 237 trillion, 774 bil- 
lion cubic feet, up more than 14 tril- 
lion cubic feet. 

Proved reserves of liquid hydrocar- 
bons and natural gas are those under- 
ground supplies whose locations have 
been established and estimated, and 
which are known to be available for 
production by current means. 

Production of crude oil, natural gas 
liquids and natural gas hit all-time 
peaks in 1956, too, the associations 





Check These Superior 
Guardian Features— 


QUALITY is our business 








. Without any compromise 


AND ONLY ie 
G 


IVES YOU ALL THREE — 
1, FLEXIBLE COUPLINGS 


-é Regular Set Screw 
be enisistiisicctisipsitgas a plined 
Jaw 


Only Guardian gives you these features— 
@ ROLL SPINNING—Exclusive process joins all 








Dept. F-67 


three components at one time—while in final op- 
erating alignment. 

BRAIDED RUBBER—Ground to absolute true con- 
centricity. Furnished in BUNA-N TUBE and NEO- 
PRENE COVER. Lateral and angular alignment 
requirements fully met. 

ONE-PIECE DESIGN—Minimizes assembly and 
handling costs. Made to exact lengths required. 


Over 5,000,000 Guardian couplings are on 
inal equipment. This is your assurance of 


or 
bignes quality and universal acceptance in the 


2, OIL TANK VALVES 


No, 1910 B , 


a ee 





i 


Metal-to-metal seating. 


Highest quality machined bar 
stock, 


Greater wall and body strength. 


Fusible linkage available in all designs. 
Valve designs for avery type of installation. 


3. QUIK JOINT 





Steel compression 
fittings for con- 
necting steel pipe. 


Patent No. 
2,685,460 


Eliminates threading of pipe. 
Decreases cathodic corrosion and electrolysis. 
Guaranteed for pressure up to 2000 P.S.I. 
Allows 7° angular deflection. 
U.L. approved for oil and gas. 
Write 
for free 


descriptive 
literature. 






PRODUCTS CORP, 


COUPLING DIVISION 


1215 East Second Street 
MICHIGAN CITY, INDIANA 
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GOODALL “LONG-LIFE” 
FUEL OIL HOSE 





“SYNPLASTIC”” COVER 


You can always rely on ‘“Long-Life” Fuel Oil Hose for quick, 
low-cost deliveries and additional savings through longer 
service between replacements. 


Because “Long-Life” is light in weight and extremely flexible, 
the hose is easier to carry out and re-reel. This means more 
stops per truck per day, more fuel oil delivered, and less fatigue 
for the driver. 


The strong, durable molded-and-braided “Long-Life” construc- 
tion assures extra long hose life under all conditions of weather 
and rough handling . . . replacement costs are reduced to the 
minimum. 


Sizes 1” to 114”. Maximum lengths of 175 feet. Brown “Syn- 
plastic” (R) cover. 


Contact Our Nearest Branch for Details and Prices 


“If it’s GOODALL, it MUST be Good!” 







Standard of Quality—Since 1870 z) HOSE + BELTING - FOOTWEAR + CLOTHING 
AND OTHER INDUSTRIAL RUBBER PRODUCTS 


GOODAL Campari 


GENERAL OFFICES, MILLS and EXPORT DIVISION, TRENTON, N. J. 
Branches and Distributors Throughout the United States and in Canada 
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Crude oil: 2 billion, 552 million bay. 
rels, up 133 million barrels over 1955 

Natural gas liquids: 346 million 
barrels, up about 25 million barrel 
over 1955. 

Total liquid hydrocarbons (crud 
oil and natural gas liquids) : 2 billion 
898 million barrels, an increase of 159 
million barrels over the 1955 peak, 

Natural gas: 10 trillion, 908 billion 
cubic feet, up 790 billion cubic feet 

The American Petroleum Institut, 
noted that although the net results of 
the crude oil report are on the fayor 
able side again, they point up the fact 
that 1956 was the fourth consecutiye 
year that annual additions to proved 
reserves declined. New discoveries 
compared favorably with earlier years 
API stated, but the constantly increas 
ing output makes the net. additions 
smaller. During 1956, the industry 
drilled more than 58,000 wells, : 
record in itself. 
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Patients kept comfortable 
despite boiler room Blaze 


EMERGENCY CREWS worked day and 
night for 56 hours to get a temporary 
boiler system in operation when a fire 
destroyed the boiler room at Flower 
Fifth Avenue Hospital, New York. 

Kerby Saunders, Inc., New York, 
assembled a 3,380 gal. oil tank in the 
middle of the street. City officials al 
lowed codes to be by-passed so that 
the more than 300 patients in the hor 
pital would not suffer. 

The temporary tank was enclosed 
in asbestos and then covered with sane 
so that it had the same protection is 
an underground tank. 

Steamfitters, sheet metal workers 
and allied craftsmen connected the 
tank to three steam units, each capable 
of producing 3,000 net pounds 
steam. This met the peak evening oe 
mand, but was some 8,000 pouné 
short of the daytime requirement. 

Another sidewalk unit was set ¥? 
increasing the supply by 4,250 pound 
per hour. Normal demand was © 
duced by diverting the laundry knot 
to an outside service so that patie 
were kept comfortable until @ ne 
system was installed. 
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In actual road tests... 


Me es 
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Dodge won top honors 
in test after test between 
comparable models of all 
three low-priced trucks. 
Special high-speed camera 
records actual finish of 
hill-climb test. From a 
standing start, test crews 
raced all three trucks up 
a 32% grade. Dodge was 
first by five lengths. 








Dodge gives you more 
V-8 power, in every 
weight class, than either 
of the other two low- 
priced trucks. From 
204-hp. pick-ups to 232- 
hp. tandems, the extra  =— 
power you getina Dodge = 
means an on-the-job ; 
performance bonus for 

you. It means greater | 
economy, too, because it = 
cuts down engine strain, 7A 
reduces wear and repairs. a 





















Dodge Power Giants outpower, outperform the 
“other two” low-priced makes by wide margin! 


Want power? Dodge outpowers its low-priced competi- 
lors by as much as 27 percent. 


— economical performance? The advanced design 
Pt Dodge short-stroke V-8 produces the most efficient 

l usage in the industry. You get more miles per gallon 
:+ + full power on regular gas. 


— extra payload capacity and handling ease? Dodge PowerGioants 


em beat on both counts. 


How about it? Don’t you think you should find out for 
— dust give your Dodge dealer a ring. He’ll bring 
teat ck right to your door and he’ll show you certified 

results that demonstrate Dodge is a winner in actual 


and on your job. 
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MOST POWER OF THE LOW-PRICED 3 
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Mr. Controls 





CENTRAL 


Your supplier picture has changed! ACRO 
Manufacturing Company, manufacturer of Crise 
Controls, is now a division of Robertshaw-Fulton 
Controls Company, well-known producer of 
dependable heating and industrial controls. As 
a result, the high quality, competitively-priced 
central heating controls formerly manufactured 
under the Crise name will now be marketed as 
Robertshaw Controls. | 


Room Thermostats 


Graceful styling and sales 
appeal are combined with 
reliability and _ precision 
thermostat action in two new 
ultra-modern designs for 
1957. Both the TR Series and 
the less expensive DT Series 
are built for simplified wir- 





ing and easy installation. 
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CONTROLS COMPANY 
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What does this new move mean to you? Jient; 
this. It necessitates a new look at who’s wh 
the field . . . a re-appraisal of your controls siiqua| 
pliers . . . indicating a major shift in the way find 
rate them. For now, the combined engineélifvith 
design, manufacturing and marketing experi! 
of Robertshaw-Fulton and Acro-Crise can pp 


you several important advantages. e 


You benefit from greater field-engineering infor 








Fan and Limit 


New FALAOD Fon a 
Control combines 


ol 
features of bulkier “ 

nation controls in 0 

pact, ecsily-instolled 
improved termingl 07 

ing space. The l HC.£ 


ment provides 
may be line or low" 
— 














i N THE | 
KONTROLS FIELD 


you? Iientation, improved service, a pooling of creative 
10's who talent for new controls development work. And 
mntrols s#equally important, you now build greater prestige 
he way nd sales appeal into your original equipment 
engineeifvith Robertshaw Controls. 

+ experi 


| 


se can 5 
























ake ad t f . ° % Mm. Controls 
vantage of this new controls team. Dis 


8 your applications with a Robertshaw-Fulton ACRO DIVISION 
ales engineer . . . or write direct for additional Columbus 16, Ohio 


ing e@informati 
ering ormation. In Canada: Robertshaw-Fulton Controls (Canada) Ltd., Toronto 


ST 


Zone Control Systems 
Zonetrol now makes zone 
control of heating and air 
conditioning practical and 
economical for every home 
owner. Eliminates many 
expensive accessories, 
Extra-easy to install! 


Valves, Safety Pilots and Thermocouples 


The HC-E is the latest in combination gas 
controls—a completely quiet valve and 
safety pilot in one assembly. An SV Series 
of soft seat type solenoid valves is also 
available. Both types are recommended 
for all types of central heating equipment. 
Thermostat and linkage 
included if required. 


THERMOCOUPLE 
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FOR ALL FUELS! 


VITROLINER offers Architects, Project Builders 
and Building Contractors MORE FLEXIBILITY, 
CHOICE, SELECTION, QUALITY and MORE 
SPECIAL FEATURES than any ‘'‘prefab"’ on 
today's market. 


VITROLINER offers MORE TYPES of Chimneys 
—Type ‘'E'' and ‘'L'', for ceiling or basement 
installation. It offers MORE FLUE SIZES for the 
one CORRECT size, the heating plant requires. 
There is also MORE permanent basic engineer- 
ing—and MORE QUALITY MATERIAL, time- 
tested, tried and proven successful, for over 
fifteen years. 


The Chimney is MORE COMPLETE—Tailor-made 
to fit the individual job—no cutting or fitting 
—packaged and shipped direct from the fac- 
tory. The ‘’KD'' Knocked-Down complete Hous- 
ing Package is MORE quickly shipped from 
nearby Vitroliner Distributors and Dealers. 


VITROLINER IS PREFERRED BECAUSE 
OF THESE SPECIAL FEATURES 
LOWEST INSTALLATION TIME, 
SAVES FLOOR SPACE IN UTILITY ROOM. 
LIGHTWEIGHT—10-15 LBS, PER FT. 


TAILOR-MADE FLUE HOUSING AND ROOF 
FLASHING. 


CHOICE OF FLUE DIAMETERS—6"', 7°’, 8'', 
10°" AND 12". 


PROVIDES ATTIC VENTILATION. 









LISTED BY UNDERWRITERS LABORATORIES FOR 
ALL FUELS. APPROVED BY BUILDING AU- 
THORITIES. EXCEEDS F.H.A. AND V.A, MINI- 
MUM CONSTRUCTION REQUIREMENTS. 


Write for Circular today 


ee 


Vi TROLINER 


CONDENSATION 


ENGINEERING 
3511 W. POTOMAC 


omen Sek @ wm men, | 
AVE., CHICAGO 51, ILL. 
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Underwriters’ ask Revisions 
in Standards for Oilburners 


BECAUSE the limitations on the maxi- 
mum capacity of burners to be 
equipped with antiflooding devices has 
been called unduly restrictive, Under- 
writers’ Laboratories, Inc., is consid- 
ering revising the standard for oil- 
burners. 

Now a burner having a firing rate 
of nor more than two gallons per hour 
may be equipped with an antiflooding 
device, and it has been proposed that 
the rate be increased to not more than 
four gallons per hour. 

Another proposal concerns the fac- 
tory wiring of low voltage safety cir- 
cuits in heating appliances. 
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Fueloil holds first Place 
in Milwaukee Journal Study 


IN ITS ANNUAL consumer analysis of 
the greater Milwaukee market, the 
Milwaukee Journal reports that 
44.2% of the families in the area heat 
their homes with fueloil. Gas heating 
ranks next with a 28.8%, and coal or 
coke last with the remaining 27%. 

On a five year comparison basis, 
oilheating has gained 13 points over 
1953, while gas heating has gained 
7%. This gain was at the expense of 
coal which has gone down from 
47.3% of the market in 1953 to its 
present rank. 












Named ' ‘Man of the Year" of Salem, Mass., by sponsoring agencies of 
hood Week, Charles Andrias, right, president of the Pickering Co., 
plaque presented to him by employees of his company. A scroll, signed by o 
employee, is being presented by Bert Poeton, left above; while Mrs. Ant 

smiles her approval. 


June 


1957 


According to the survey, 21% ¢ 
those making home improvements hay 
either modernized, improved or put 
in new heating in the past year, 

Nearly 140,000 homes in the are, 
are heated by oilheating equipmen: 
carrying the brand name of 189 dif 
ferent manufacturers. 
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Big Burner Shipments sag 
3.3% for first Quarter 


DURING the first quarter of 1957 
shipments of commercial - industri 
oilburning equipment have dropped 
3.3% as compared to the same perio( 
a year ago, according to the marke 
research committee of the OilHes 
Institute of America, New York, 


March shipments totaled 222 
about 6% below year ago March 
total of 2363. 

A breakdown as to size and typ 
of March shipments is as follows: 


Oil- — Gas 
burners — burner 
HORIZONTAL ROTARIES 


24 and under 81 
Over 214 to 8 15 4 
Over 8 to 30 285 35 
Over 30 to 100 313 4] 
Over 100 28 ) 
Total Shipments 722 4 


GUN BURNERS 


Over 5 to 30. 1,259 63 
Over 30 39 12 





Total Shipments 1,298 i) 
MECH. ATOMIZING 
30 and Over 74 y 
TOTALS, ALL TYPES 2,094 129 
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oo | Canadian Standards Group 


have F icnes new oilburner Code 


put 
¢. A, SWEET, general manager, Cana- 


dian Standards Association, Ottawa, 








- recently announced a new code for 
dif oilburner installations. 
The Code describes the reasonable 
minimum requirements for the instal- 
lation and maintenance of oilburners 
and the accessory equipment: tanks, 
sae piping, pumps, control devices. 
Copies of the code are available for 
m $2 from the Association. Write for 
if “CSA Specification B139-157—In- 
td Balaton Code for Oilburning Equip- 
Pps! ment.” | 
en | motorpump | 
narket a 
|-Heat li id a dli e b \ 
Oe , on your liquid handling jobs ! 
' § Utilities’ Survey forecasts 
kon Gains in Cooling Sales 
ch’ 


Keep oil on the move—keep pumping costs down 


SUBSTANTIAL gains in airconditionin 
— —keep payloads speeding to your customers! 


d tyr with predictions of consistent future 
WS: growth are reported in a survey of 
public utilities just completed by The 





There’s a lot of power in these rugged and compact 





8 Trane Co., La Crosse, Wis. ae ane 
Responses of the 50 power com- You'll find straight centrifugal as well as self-priming types 
panies and water departments in lead- to handle all your oil moving needs—faster and more 
% Bp ing U.S. cities produced the follow. | profitably. Sizes from 14 hp to 75 hp. Capacities range 
q ing facts reported in the Trane survey: from 5 to 2800 gpm, and heads to 650 feet. They're 
54 1) Every participating company | designed to stay on the job for years with minimum 
reported marked increases in aircon- | maintenance. 
. ditioning installations in its area, as Find out more about Motorpumps and how their power and 


measured through tons of refrigeration efficiency will improve your profit picture. Write today for 


on its lines. the latest catalog on Motorpumps for handling petroleum 
2) While the degree of increase products or see your nearest Ingersoll-Rand oil equip- 
1? & was more pronounced in the South, ment jobber. 9.2394 


the difference between other areas was 
not great, indicating that outside 
temperature alone is not responsible 


| for airconditioning’s growth. moO f U M P 
| 3) Central airconditioning systems 


| ate becoming increasingly popular for 

- tesidence applications. 

4) Commercial and industrial air | 

| conditioning are becoming a competi- | 

tive necessity in many parts of the | 

5) Power and water companies ex- 

; Pett an upsurge in the use of aircondi- | 

| ning in the years ahead and many | 
: 















: ate making plans now to meet the in- 
easing demand on their facilities. 
A highlight of the Trane survey 


was the developi d ds air- 
“Keven  iMmgensoll-Rand 


barded as outstanding markets because | 11 Broadway, New York 4, N.Y. 
of their mild climates. Northern and_ | 
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Dealers - Jobbers! 


This is the new gauge de- 
signed to meet your wants, 
according to our recent sur- 


vey. 


Tattle Lle 


vTReAoOEeE MAR K 


° Dot 7-C 
Oil Tank Gauge 


for 11/2” and 2” openings 


The new trouble-free low priced 
gauge with exclusive features not 
found in many of the highest 


priced gauges. 
7 Ways 
BETTER 








An easy-to-read 
e molded plastic top 
that laughs at the hot 


rays of the sun, 


Excellent visibility in 


e dark places. 


Designed for both 
e inside and outside 


installations. 


Heavy die-cast 
e plug. 


Spring steel flexible 


© float rod. 


Moving parts hinge 


® on brass pivots. 


Overall rugged con- 
© struction. 














1 








MR. DEALER: 


If you are one who has not 
stocked this fast-selling gauge, 
write for free sample, 








WRITE FOR OUR LOW PRICES 


homeward Products Inc. 


3420 S. W. 9th St. 
Des Moines, lowa 











central California, for example, 
showed a sharp increase for 1956 over 
figures for 1955, according to Pacific 
Gas and Electric Company. And, in 
Seattle, installation during the first 
nine months of 1956 topped those of 
the whole of 1955, according to the 
Seattle Department of Lighting. 
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March Contract Awards 
up sharply, says Dodge 


CONTRACTS for future construction in 
the United States were up sharply in 
March, as compared with the same 
month last year, according to F. W. 
Dodge Corp., New York. 

March with its 11% increase had 
a total of $3,077,997,000, probably a 
record for the month. This increase 
was in spite of a 7% decline in the 
residential category. 

Residential contracts for the month 
totaled $1,107,288,000; non-residen- 
tial building amounted to $1,092,- 
441,000, up 3% over March, 1956. 
The greatest increase was in the heavy 
engineering category, $878,268,000, 
up 69%. 

First quarter figures are as follows: 
Residential building, $2,799,340,000, 


oeeee eee ee eee eee eer eee eee eee eees 


Mr. and Mrs. Thomas Brennan and 
their eleven children, Oak Park, IIl., 
show off their matching Easter outfits 
during the CBS-TV show, “I’ve got a 
Secret.” Their secret was that Mr. 
Brennan made all the outfits. 


He is in the fueloil and oilheating 
business and sewing is just a hobby 
for him. Left to right in the picture: 
Mr. and Mrs. Brennan; Cecilia, 16; 
Aine, 17; Kathleen, 14; Rosaleen, 15; 
Margaret, 13; Thomas, 11; Patrick, 9; 
Michael, 8; Brian, 7; Sean, 5; Seamus, 

4; and Garry Moore, emcee. 


down 5%; non-residential building 
$2,826,647,000, up 9%; heavy engi 
neering, $1,912,573,000; up 14%. 
total construction, $7,538.56( ),000, up 
4%. 
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George A. Langeberg has been ap 
pointed national product manager jn 
charge of west heating systems for the 
Home Products Division, Rheem 
Manufacturing Co., Chicago. He wil 
be responsible for developing the sale 
of oil-fired steam and hot water heat 
ing boilers for both the domestic and 
commercial market. 





Warren Campbell has been ap 
pointed training supervisor of the 
American-Standard Air Conditioning 
Division Heating and Air Condition. 
ing School in Elyria, Ohio, succeeding 
Robert Wilson, who recently was 
named division product manager. 
Campbell, who joined the division in 
1954 as eastern central district cooling 
sales engineer, has served as assistant 
training supervisor since 1956, 


Chester S. Beard now heads the 
Control Valves and Actuators Engi 
neering Division, General Controls 
Co., Glendale, Calif. Previously, he 
had been with Foster Engineering Co. 
and with Ebasco Services, New York. 


Harry Hadley has been named dis 
trict sales manager, southern territory, 
for Skuttle Manufacturing Co., Mil 
ford, Mich. He formerly covered the 
Ohio territory for the humidfier and 
air filter manufacturer, and now will 
direct sales in the entire area below 
the Mason Dixon line. 
















POC CHCKCHHEC KO OSE TLC OHO HOES EMRE? 


































Ngi 
To; 


Up 


r in 
‘the 
eem 
will 
sale 
eat: 


and 


apy 
the 
ning 
‘ion 
ding 
was 
ger. 
n in 
ling 
tant 


trols 

















THE ROTARY COMPLETELY INTERCHANGEABLE 
—will replace any tuel-unit now 

FILTER THAT | 

on market 
NEVER CLOGS 
— self-cleaning — no wire mesh strainers 
no felt or paper filters. [MOUNTS IN ANY POSITION 
Here’s the fuel-unit years ahead in ) for easter changeover | [| 
operating efficiency —with years of | a MESES RR Ea a a ial [ aa 


proven know-how development behind it. 
The self-cleaning rotary filter maintains 
the same results forever . . . just as if 
you had a continually new wire mesh 


eedipeantamalie ise oo oe re 


strainer in operation. Service is no 360° roRT ARRANGEMENT 
problem — no service is required. 

No need to clean strainers periodically — } optiqnat pores jtor Leet 
there are none. Specify ServiceSavers and T 

as original equipment on your burners. serviceability, oe a 


They'll be operating as efficiently 
after four or five years as the day they 
were installed. Underwriter approved. 


Catalog data sheet A9A1 tells the 
entire story, complete with specifications, 
installation drawings, dimensions, 
rating, etc. Write for your copy. 
No obligation. 
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to know more 
about the fuel-unit 
you’d design for yourself 
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This 44 page booklet contains a 
series of articles by J. R. Lewis 
on the airconditioning market, 
specifically the opportunities in 
cooling sales as they apply to 
the oilheating dealer. 


THERE ARE... 


Valuable charts, diagrams, photo- 
graphs and tables all related to 
topics covered in the articles. 


IT COVERS... 


The cooling market . . . the refrig- 
eration cycle . . . compressors and 
condensers . . . cooling load calcu- 
lation . . . selecting the aircondition- 
ing system .. . maintenance and serv- 
ice . . . sales outlook . . . the heat 
pump... types of units, equipment 
components . . . estimating cooling 
loads . .. methods of cutting installa- 
tion costs. 


THE PRICE... 


ONLY $1.00 per copy—Postpaid. 
The price is low but the information 
high in value. Each serviceman in 
your organization should have one 
as a ready reference book. 


Send your remittance to: 


FUELOIL & OIL HEAT 
2 West 45th St. 
New York 36, N. Y. 
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shea ONE-WEEK school sessions 
are being held this spring in 
Johnstown, Penna., home port of the 
National-U. S$. Radiator Corp. The 
course is designed primarily to give 
heating salesmen a practical working 
knowledge of airconditioning. 

In looking over the printed sched- 
ule of instruction we notice that ac- 
tually only a half day is devoted sell- 
ing techniques and the balance of the 
course is on the product, its design 
and application to the home. 

The current schedule of courses 
runs from April 15 through June 9 
although future dates will shortly be 
announced. There is no cost to the 
student for the teaching or instruc- 
tional materials. However, the indi- 
vidual or his company must pay their 
own outside expenses such as trans- 
portation, hotel, meals, etc. The com- 
pany has a printed listing of such ac- 
commodations. 

The director of training for the 
school is John L. Morrison, although 
course schedule lists 16 other instruc- 
tors that take part during the week. 













Airconditioning School thrives 
at National-U.S. Radiator Plant 


John L. Morrison 


Director of Training 


Dealers or salesmen wishing to at 
tend one of the courses are asked to 
get in touch with the nearest branch 
or sales office of National-U. S. Rw 
diator Corp. 
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Efficient Service contributes 
greatly to customer Satisfaction 


by 
Arthur H. Lipson* 


HERE is very little that has not 

been said about the future of the 
oilheating Industry. Some exponents 
of safety have been rather emphatic, 
but it does not seem to sell many oil- 
burners. Others spout about the Btu 
content of oil over other forms of auto- 
matic heating, but this also seems to 
fall rather short as a major selling fea- 
ture. What then is the real basic, 
down-to-earth issue that can be put 
across to the public? 


I'm convinced that the public is al- 
ways conscious of the desire to have 
something new, something different. 
Well, there certainly is nothing new 
about gas heat, nothing radically dif- 
ferent about it and the only reason 
that people have it today, for the most 
part, is that they can afford it more 
readily than the vast majority who 
cannot. 

The chosen few who have had gas 
heat for many years tell us that it is 
cleaner, that it is extremely quiet and 
that they do not have to be concerned 
with service charges. Let us analyze 
each rather briefly, for they can be 
handled very simply. 


Any automatic heating system can 
be made to perform in an efficient 
manner with no residue left. As for 
the noise, it might seem that gas units 
ate quieter but not remarkably so and 
a8 for the charges, well, it is no secret 


es 


—” Oil Co. and secretary, Metro- 
a m Oil Burner Service Managers 
oup, Mattapan, Mass. 


that the cost of service has been in- 
cluded in the gas rates charged each 
customer. 

The industry is now using the ad- 
vertising theory that oil heat is much 
safer than other forms of automatic 
heating but people are usually not af- 
fected too much by this approach. 
Have you ever seen the large crowd of 
people waiting to board an airliner 
immediately following a news flash 
that another plane has crashed with 
staggering loss of human lives? It 
can’t happen to them, so they board 
the plane anyway. 


Well then, wherein lies the salva- 
tion of the fueloil industry? I feel it is 
in the cellar that we seem to avoid in 
our many discussions. Why do home- 
owners look to other forms of heating; 
why do they become dissatisfied with 
fuel bills and service costs? It is be- 
cause of the heating plant in the cellar, 
and not because of the advertising put 
on by our competition. Why does the 
average homeowner seek relief else- 
where from the above complaints? It’s 
for the cold matter of fact that he 
often cannot get it from his fueloil 
dealer. 


Now, I can see many angry looks 
coming my way,—we have a selling 
department that can sell new equip- 
ment—we turn in all reports from the 
burner department pertaining to old 
and obsolete equipment — recom- 
mendations are forwarded to cus 
tomers pertaining to defects in their 
heating plant and systems, etc. True, 
we all attempt to do just that but evi- 
dentally we are falling short of the in- 
tended goal. 


Any homeowner with an oilburner 
that has been properly maintained and 
who has the prctection of a burner 
contract covering parts and service, is 
the homeowner who is not interested 
in spending money to convert to an- 
other type of automatic fuel. How- 
ever, when those things are not pres- 
ent, he is ripe for a sales talk from 
anyone who happens along. 

Let us get all units into tip-top 
shape and we will not have too much 
to worry about from any competitor. 
Incidentally, I am going to get my 
burner looked into right away, been 
getting funny noises and fumes lately. 


ote 
Boston Meeting discusses 
burner Sales, 2-way Radios 


THE APRIL MEETING of the Boston 
Service Managers Chapter heard a re- 
port from Hugh McKee about the na- 
tional group’s annual meeting. A sec- 
ond topic concerned the advisability 
of salesmen seeking sales leads from 
the burner department on old or in- 
efficient installations. The consensus 
was that the oilburner division should 
be alert constantly to develop replace- 
ment or conversion burner leads ahead 
of competitive fuels. 

Concluding the meeting was an ex- 
change of ideas on two-way radios. 
Bob Clifford, Booma-Breed Co., told 
how his company leases equipment 
from the telephone company on an 
annual basis. 

aye 
Philadelphia names Officers; 
appoints committee Chairman 


NEW OFFICERS of the Philadelphia Oil 

Heating Service Managers Associa- 

tion are: George Moore, Elliott-Lewis, 
(Please turn to page 164) 
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Cooling Coil in Extended 
Warm Air Plenum. 
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2 or 3 Ton Winter Air 
Comer. Sow Conditioner with 
ound Air Plenum (V-type) 
Conditioner is Cooling Coil 
either Gas or installed in 
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5 Ton Combination 
Year ‘Round Air 
Conditioner is 
Gas or Oil Fired. 


























Winter Air 
Conditioner with 
Plenum (V-type) 

Cooling Coil 
installed in Warm 

Air Plenum. 





The unsurpassed 
Luxaire Air Cooled 
Condenser-Compressor Se eee 
Unit is installed C_)|| Winter Air 
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either out-of-doors has Horizontal 
































or in-doors with equal Cooling Coil 
ease. The cabinet is installed in 
2 or 3 Ton a Air Discharge 
Counterflow Year weatherized and has Trunk Line. 
Round Air top discharge of 
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VERSATILITY WITH WATER COOLED UNITS 


The compact, efficient 2, 3 or 5 Ton Luxaire Water 
Cooled Refrigeration Circuit is a complete unit, 
charged with Freon and sealed at the factory. It 
slides completely within the cabinet of the Luxaire 
Combination Year ’Round Air Conditioner, or is 
housed in its own separate cabinet for 3 or 5 Ton 
Add-On installations. 











EXTRA QUALITY AT NO EXTRA COST 






Extra FLEXIBILITY 
in Air Cooled Installations 


As shown at left, a single 2, 3 or 5 Ton Luxaire Air 
Cooled Condenser-Compressor Unit can be used for 
any of the Year Round Air Conditioning applica- 
tions illustrated — with the Luxaire Combination 
Heating and Cooling Unit, or added to any type of 
Forced Warm Air Furnace. Installation is easy and 
uncomplicated, consisting of connecting the Con- 
denser-Compressor Unit to one of the Luxaire Cool- 
ing Coils illustrated below. 





2, 3 or 5 Ton 
Horizontal Flow (Flat) 
Cooling Coil for 
installation in Air 
Discharge Trunk of 
Forced Air Furnace. 


Furnace-type Coolin 2, 3 or 5 Ton Plenum- 


Coil is readily installed type (V) Cooling Coil 
in the 2, 3 or 5 Ton 
Year ‘Round Air 
Conditioner,or in 

the unique 2 or 3 Ton 
Counterflow Unit. 


for installation in the 
Warm Air Plenum of 
Upflow Furnace. 





Water Cooled Add-On 
Unit as installed with 
Winter Air ; 
Conditioning Unit. 


Luxaire Water Cooled Water Cooled 

Circuit for Combination Refrigeration Circuit 

Year ‘Round Air as installed in Luxaire 

Conditioning Units. Combination Year 
‘Round Air Conditioner. 





Luxaire Cooling Units are durably built, with no 
troublesome gadgets, for extra years of service. 

Compressors are heavily constructed and are 
readily serviceable in the field. The complete cool- 
ing circuit is warranted under one of the most liberal 
Five Year Protection Plans in the industry. 


THE 
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You pay no premium for this excellence. In fact, 
you pay less, because of Luxaire’s advanced design 
and construction. 

If you want to be really competitive in cooling, 
while installing a superior Cooling Unit, see your 
Luxaire jobber now! 


C. A. OLSEN MANUFACTURING COMPANY. .« envaia, ono 


HEATING & AIR CONDITIONING UNITS 
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What’s ahead for heating Oilp 


Teamwork among petroleum Marketers means continued distillate Growth for Years 


by 
B. L. Ray* 


PUBLIC relations counselor once 
A said, “The people who know us 
best, like us best.” While this state- 
ment had reference to the public in 
general, I believe the same principle is 
applicable to the different segments of 
the oil industry. 

Now my background has been en- 
tirely in marketing, so I am talking in 
my own field. In approaching this sub- 
ject I have tried to take into considera- 
tion some of the problems facing the 
independent oilmen, particularly in 
the New England area, and in doing 
s0 I find we have many things in com- 
mon. Esso Standard could not be as 
successful as it is without the inde- 
pendent. And you independent oilmen 
have found your past relationships 
with the majors of great help in estab- 
lishing your successful businesses. This 
is part of the interdependence that 
exists between major and independent 
oil marketers, 

Yet there have been times when 
this relationship has seemed shaky— 
even antagonistic. Remember the early 
part of this year when the oil indus- 
try faced one of the most critical 
periods of its history in relation to the 
attitudes and opinions of Congress 
and the public at large. I know the 
Independent Oil Men’s Association of 
New England is keenly aware of the 
problems involved in the oil price in- 
creases established last January. 

“The Yankee Oilman” noted the 
Congresional investigations in which 
invitations were issued to President 
Rathbone of Standard Oil Company 
(N.J.), President Foley of the Texas 


Ce a 


neve’ resident, Esso Standard Oil Co. 
ene fore the 33d annual convention, 
fe endent Oil Men’s Association of New 
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a Hotel Statler, Boston, May 16, 





Company, and Chairman Jennings of 
Socony-Mobil, among others. And the 
article pointed out that the result of 
the hearings was a feeling that the 
increase in prices was not only justified 
but inevitable. 

The attitude of Congress was best 
summed up by Congressman Hesel- 
ton, of Massachusetts, who usually has 
been extremely critical of the inte- 
grated companies. He said to Mr. 
Rathbone, “It would be of great bene- 
fit to those who are responsible for 
public relations for the industry if 
they came here and heard you testify 
before this Committee, and the manner 
in which you have spoken, and the 
frankness and honesty, in my judg- 
ment, that you have contributed all 
the way through.” 

This epitomizes one of the main 
problems facing the oil industry to- 
day. It is what API President Frank 
M. Porter deplores as the “lack of com- 
munication” between the industry and 
the public. It is generally concluded 
that the fault in not having a better 
public understanding of this situation 
and others affecting the oil industry 
lies squarely at the door of the people 
in the oil industry itself. There is no 
question but that the timing of the 
price increase could scarcely have been 
worse, coinciding as it did with the 
Suez crisis and the European oil 
emergency. 

Or take another example of a place 
where communication broke down be- 
tween the oil industry and Congress. 


I am referring to the Congressional 
legislation known as S11. It was an 
innocent sounding bill, but it was 
loaded with dynamite for dealers and 
jobbers and all other marketers of 
petroleum products. If passed, this 
legislation eventually could put many 
dealers, most jobbers, and many small 
petroleum marketing companies out of 
business, and this is no exaggeration. 

You remember that an identical bill 
narrowly escaped becoming law in 
1956. This was largely due to the ef- 
forts of certain oil jobbers and certain 
independent association spokesmen. It 
passed the House by an incredible vote 
of 393 to 3, but stalled in the Senate 
in the busy closing hours of the 84th 
Congress and never came up for a 
vote. In this new session of Congress 
sponsors of the bill have tried again, 
but it looks as if it will stay in com- 
mittee. 

In a nut shell, the anti-good faith 
bill would amend that part of the 
Robinson-Patman Act which now says 
that if a seller meets a competitor’s 
lower price in good faith his action is 
justified. In other words, the proposed 
bill says that a supplier (and this in- 
cludes jobbers) should not be per- 
mitted to meet a competitive price to 
one customer without making that 
same reduction in his price to all his 
customers, if such action might effect 
competition. 

If this bill should become law, satis 
factory relationships between sup- 
pliers and their dealers would be im- 








After emphasizing the interdependence of major and inde- 
pendent marketers, B. L. Ray outlines some of the research pro- 
grams in progress and planned for heating oil. These he says will 
serve both as a means of finding more outlets for heating oil sales 
and improving fueloil’s competitive position. His talk concludes 
with this statement, “We expect that each year for many years to 
come the consumer demand for distillate fueloil will increase.” 
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possible. Esso Standard, for example, 
would not be able to help dealers with 
price adjustments during local price 
wars. The law would play into the 
hands of any operator who set out to 
monopolize a local market. 

The testimony of one member of 
Congress, who is also an independent 
oilman, was remarkable. He admitted 
voting for the bill last year in com- 
plete ignorance of the fact that the 
bill, in all likelihood, would put him 
out of business. 

So the problem remains one of get- 
ting the true story across both to the 
public and to members of our own 
industry. This is particularly true 
when you remember that some sections 
of the oil industry itself were unsym- 
pathetic to the integrated companies, 
but they did not have the understand- 
ing to see that those who would be 
hurt most would be the small inde- 
pendent dealers they were trying so 
hard to protect. It is true that heating 
oil men, at present, are not as con- 
cerned as the gasoline marketers, but 
I ask you gentlemen to remember that 
the situation might well be reversed 
Iext year. 

The story of the American oil in- 
dustry is a success story of the big 
elements of business and the small. It 
has been an outstanding example of 
what a free, aggressive, competitive 
enterprise can do. Some people think 
that the bigness of certain units in the 
industry is unnatural and unhealthy. 


Bigness is necessary 


But bigness is not an end in itself; 
it is simply a way of doing something 
that cannot be done as well on a small 
scale. In the oil business, you cannot 
go into undeveloped areas of the world 
and search for crude oil; you cannot 
construct large pipelines hundreds of 
miles long; you cannot build large re- 
fineries without substantial amounts 
of capital and big organizations. 


Take for example Jersey Standard 
with its world-wide operations of some 
50 principal affiliates, including Esso 
Standard, and hundreds of others. It 
has a total gross investment of over 
$614 billion and plans to add another 
billion dollars for capital improve- 
ments in 1957 to provide more crude 
oil, transportation facilities, refinery 
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capacity, and distribution equipment 
to meet the increasing worldwide de- 
mand for more and better petroleum 
products, 


To finance this and pay the share- 
holders a reasonable return on their 
investment, it naturally must generate 
a large sum of net income. As Mr. 
Rathbone stated recently, the absolute 
dollar figures of a company’s net earn- 
ings or profits are not in themselves 
particularly revealing or significant. 
Like most other quantities they must 
be related to other things to reflect 
their true meaning. 

For example, consolidated net earn- 
ings of Jersey and affiliates have risen 
by 31% over the five-year period from 
1951 to 1955, and gross investments 
in capital equipment—oil wells, tank- 
ers, refineries, pipelines, etc.—have in- 
creased 47%. In my opinion, one of 
the most significant ways of measur- 
ing profits is on a percentage of net 
worth. On that basis Jersey’s net 
profits have been decreasing: 19.1% 
in 1951; 17% in 1953, and 15.8% in 
1955, 


In other words, profits rose, but per- 
centage of net worth has declined. 
This is because returns on recent 
higher cost investments are lower than 
those on earlier investments. 

It is worth noting that Jersey’s earn- 
ings derived from operations outside 
the United States represented 73% 
of the consolidated total for 1956, and 
the remaining 27% were from domes 
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tic operations, of which Esso Standard 
contributed 714%. 

I should like to point out that Ess 
Standard is an operating company ep- 
gaged in refining, transportation, and 
marketing in 18 states and produces 
no crude oil. We purchase approxi- 
mately half of our crude oil require. 
ments from afhliated companies, pay- 
ing the full market price. The balance 
of our crude is purchased from 
hundreds of other crude oil producers 
and royality owners, and, here again, 
we pay the full market price. 

In recent years, Esso Standard as 
refiner and marketer has found it in- 
creasingly difficult to secure the prices 
required to give us what we consider 
even a normal return on our invest 
ment. Unlike many of our fully in. 
tegrated competitors, rising costs of 
crude oil affect our earnings. In spite 
of technological improvements and 
more efficient methods of distribution, 
we have been unable to recover in: 
creased costs and maintain a return on 
our investments. 


Investment return declines 


Perhaps you will better understand 
our problem if I tell you that our per 
cent return on net investment declined 
from 10.6% in 1951 to 5.6% in 1955. 
Fortunately, 1956 shows a little im 
provement. Our sales increased 614% 
and our return on net investment was 
7.0%. Based on data for 1955, this 
compares with 15.0% for all manu 
facturing companies (USA); 1.2 for 
steel and iron; 14.2 for lumber; 13.8 
for paper; and 29.0 for motor vehicles. 


I have gone to some length in pre’ 
senting these facts about Jersey world 
wide and Esso Standard’s domestic op 
erations. I did it in an effort to have 
you understand a little more about us 
—an understanding you can rarely 
get from the newspapers. 


Now let’s turn to areas that are also 
important to us but may strike a little 
closer home to you. Let’s look at 
few of the developments that are be 
ing undertaken by the majors which 
will directly affect the selling of ol 
in the next few years. 

New markets for oil may well i” 
clude some of the more unusual us 
that will make for a more comfortable 
and more abundant life. A typical & 
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ample is airconditioning. I think we 
are all convinced that airconditioning 
is here to stay. Certainly aircondition- 
ing requires a lot of power and this 
need will be increased throughout the 
next few years. It is estimated that the 
power required to run the aircondi- 
tioning units for a single year in 1965 
will be equivalent to 74 million bar- 
rels of oil. Now how much of this 
ultimate use will be served by oil, and 
how much of it will go to competitive 
power sources remains to be de- 
termined, Estimates hold out the hope 
that as much as 10% of this power 
will come from oil by 1965. 


Improving fueloil’s Position 


A step toward improving heating 
oil’s position has been made by Esso 
Research in cooperation with a lead- 
ing manufacturer of refrigeration 
equipment in putting on the market 
an oilfired airconditioner. It is esti- 
mated that the heating oil in an air- 
conditioning unit of this type in the 
Massachusetts area would be almost 
35% of the amount to heat the same 
house in winter. 


Other home appliances could well 
be developed that would use heating 
oil, It is not impossible to think of oil- 
powered clothes dryers and incinera- 
tors. And, actually, research on such 
equipment is progressing at a rapid 
rate due primarily to the tremendous 
demand for labor-saving devices in 
this country today. 


Heating oil is supplying the answer 
to another problem. This one causes 
great concern and terrific expense to 
northern cities and towns, particularly 
in New England. This is the problem 
of removing snow from streets in the 
wintertime. Snow removal costs city 
xovernments as much as $5 a ton under 
today’s scraping, loading, hauling, and 
dumping process. But a new device is 
being tested by Esso Research. It is 
comprised of an attractive, truck- 
mounted tank of hot water into which 
tow is continuously dumped. The 
Water is heated by a high capacity, 
Vapor-type oilburner. This would rep- 
resent a large new outlet for heating 
oil as each unit would use from 200 
0 400 gallons an hour. But the ad- 
vantage to cities is the speed and the 
low cost. The cost of the oil would be 








eloil 


around 65¢ to melt a ton of snow, 
and snow removal costs would be cut 
in half. 

Or let’s look at oilburners as they 
exist today and what is expected in 
the future. Oilburners in use in 1957 
are expected to total almost 9 million 
units—a gain of 5%. Another gain of 
4% is forecast for 1958. Of course, I 
am speaking of the United States as a 
whole. For New England, the growth 
rate of installations and conversions 
is estimated at 6.2% per year for at 
least the next 2 years. 

In New England, though some com- 
petition is expected from natural gas, 
it is not expected to affect the rate of 
growth of heating oil sales apprecia- 
bly. The total volume of heating oil is 
expected to reach 75 million barrels 
in 1958 and 80 million barrels in 1960. 


This anticipated gain is influenced 
by two factors: first, normal weather 
next winter will be about 3% colder 
than last year, (actually the 4th quar- 
ter of 1956 was unusually mild) ; and 
second, the gain will be influenced by 
the anticipated increase in distillate 
oilburners. 


Gas grows 


As increased sales of gas-fired 
home heating equipment continues to 
threaten the future of our heating oil 
markets, Esso Research is stepping up 
its efforts to improve the competitive 
position of heating oil. Our primary 
aims are to eliminate smoke and to 
improve efficiency in home heating 
equipment and in fuel quality. 


Recent laboratory studies have con- 
centrated on improving home heating 
equipment by eliminating smoke and 
improving efhiciency by better oil mix- 
ing, reducing heat losses up the 
chimney when the burner is not firing. 
Firing rates have been reduced to as 
low as 0.4 gallons per hour in small 
homes. Preliminary data show that 
average smoke number has been re- 
duced and fuel savings have been ob- 
tained. 

Exploratory studies show that 
changes in fuel properties can reduce 
smoking. This emphasis on efficiency, 
though seeming to limit the amount of 
oil actually used, will in reality put 
the heating oil man on a better com- 
petitive basis with other heating de- 


vices. Decreasing consumption of oil- 
burners, through increased efficiency, 
remember, will also be offset by the 
increase in new oil consuming devices. 


Another area of experimentation 
and change pointing to a bright future 
for oil jobbers and resellers are the 
improvements in the complex prob- 
lems of delivery. Here is an area 
where the independent oilman has 
helped the majors considerably by his 
own ingenuity, local prestige, and per- 
sonalized service. The present cost of 
home delivery is being effectively 
lowered year-by-year with new equip- 
ment and new methods designed to 
increase speed and efficiency. Pump- 
ing speed, methods of discharging, 
methods of grouping deliveries, double 
shifts, two-way radios in larger trucks, 
all have contributed to lower costs and 
improved service. 


What the Future holds 


All of these items, and new ones 
that will come along as they are 
imagined by men dealing with the 
problem, will continue to keep the in- 
dependent oilman competitive and 
prosperous. 


Just last month a fueloil salesman 
selling Esso heating oil in Westchester 
County wrote to our company asking 
a question of vital importance to him- 
self and, of course, to us. He asked, 
“What is the future of fueloil for 
heating in our market?” He pointed 
out that natural gas is increasing in 
capturing the new homes in his area. 
He said that oilburners were installed 
mainly in areas not serviced by gas 
lines. He felt that the price increase 
just about equalized the cost of natural 
gas and heating oil, and that vast sums 
spent on advertising for natural gas 
were helping to swing the buying pub- 
lic to gas heat. 

I would like to quote you his final 
paragraph. He said, “The future of 
home heating oil appears nebulous. 
Do you think I should seek employ- 
ment in another field where there is 
a brighter future? I would appreciate 
hearing your thoughts on this matter.” 

Some of our best minds went to 
work to answer these questions, for 
this is an area which touches vitally 
on your interests as well as ours, It 

(Please turn to page 162) 
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SEVENTH OF A SERIES— 


Quality Builders use oil Heat 


Berson Bros. goes after builder Business by offering a complete installation Package 


by 
William J. Stein 


sg MORE than 20 years Berson 
Bros., Inc., New Britain, Conn., 
has been a distributor of Esso fueloil. 
Although it was proud of its modest 
size business the need for expansion 
was recognized. 

The fueloil business kept the shop 
busy in the winter, but the spring and 
summer months meant a slow down. 
This seemed to be an unnecessary 
waste. Coupled with this was the in- 
creased competition for the new home 
market by the local gas utility. 

Sidney Berson and his brother were 
aware of the challenge of the gas com- 
pany and so became active in the co- 
operative plans of local oil dealers in 
an effort to retain the market for fuel- 
oil. But the brothers had to do some- 
thing for themselves. They decided to 
go out for the heating market in new 
home developments. 

A survey of local home construction 
revealed that development builders 
usually did their own plumbing and 
heating, or in some instances imported 
contractors from out of the area to do 
the work. The Bersons asked them- 
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One of Berson Bros. service trucks in the finished portion of the Birchwood 





will follow. 





Ability to conform with construction schedules has become 
valuable asset for this New Britain, Conn., company. Its repute 
tion for speed, quality and good pricing attracts builders. Once 
the equipment is in, it is a pretty good bet that the oil account 
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selves, “Why can’t we profitably do 
this work?” The answer was obvious 
and the firm was in the installation 
business. 


The purpose of the move was two- 
fold: First, as most of the new build- 
ing work is done during the warm 
months, this helped to eliminate the 
slow period of the fueloil business. 
Second, heating installations in new 
homes would bring in additional fuel- 
oil customers. 


As it happened, the past three years 
have shown the merit in this thinking. 
Now, the Bersons’ position is such 
that builders often offer them the 
plumbing and heating in a new home 


development. 

The Bersons keep their prices for 
this work competitive with other com- 
panies and by increasing the efficiency 
of their operation have kept up profits. 
Good buying practices, taking advan- 
tage of discounts, quantity buying, a 





Park development in a Hartford, Conn., suburb. All the homes have oil heat, 


installed by Berson, who will service the burners and deliver fueloil to most of 
the residences. 
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close watch on costs, efficient help that 
is assured year-round employment all 
add up to profits. 

The thoroughness of their operation 
is recognized among builders, In a 
number of instances they have been 
called in when other heating contrac 
tors failed to complete a job. Their 
ability to conform with construction 
schedules is a valuable asset. Their 
reputation for speed, quality and good 
pricing is what builders like. 

Berson Bros., Inc., generally has 
been able to persuade builder custom 
ers to install oil heat. In a gas instal: 
lation the responsibility for operation 
is shared between the gas utility and 
the builder. In an oilfired installation 
by Berson Bros., Inc., the responsibility 
for proper functioning is assumed 
completely by the fueloil company to 
the relief of the builder. 

After an oilheating installation has 
been made there is a thorough system 
of “follow-through” to get the home 
owner as an oil account. 

Attached to each new burner is 4 
ticket stating: “This burner adjusted 
for Esso heating oil. For automatic de 
livery service or oilburner service 
phone Berson Bros., Inc.” 

Also attached to the burner is 4 
ticket marked “Important!—Mail To 
day for oilburner and boiler warranty 
and for one year free maintenance. 
This is a regular business reply card 
to be mailed to the company by the 
homeowner. A_ representative 
calls and explains the operation of the 
heating plant and asks for the oil ac 
count. 

In more than 80% of their install 
tions Berson gets the account and 
has amounted to well over 500 ne# 
fueloil users a year. 
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To keep these new customers happy 
the firm offers a five-year warranty 
which includes 24-hour service for oil- 
burner and boiler. It will replace with- 
out charge any failure of chamber, oil- 
burner motor, oil pump, electrodes, 
fan, oil tank gauge and VENTALARM, 
thermostat, aquastat, relay, nozzle, 
nozzle assembly, oilburner transform- 
er, boiler and tankless heater. 

From the moment the account is 
gotten the company engages in what 
Sidney Berson calls ‘Preventive 
Maintenance.” 

Having made the installation the 
Bersons are sure of its having been 
done well. A careful CO. test makes 
certain that results are accurate and 
proper. Everything is double-checked 
before the heating plant is put into 
operation. 

Each summer in order to maintain 
the warranty, the customer must ac- 
cept a cleaning of his oilheating equip- 
ment. At that time as a matter of rou- 
tine, the nozzle and oil filter are 
changed. The customer pays the pre- 
vailing rate for the service (about 
$11), 

It is important to note that the five- 
year warranty is given only to cus 
tomers whose equipment was installed 
by Berson. Moreover, no other dealer 
may service the equipment if the war- 
ranty is to remain in effect. 


To point up the value of the serv- 
ice given under the warranty a regular 
bill is mailed to the customer after a 
service call is made. The bill itemizes 
the cost of labor and materials. Across 
the face of the bill is the notation: 





A Berson Bros. installation crew puts 

the finishing touches on a typical oil- 

heating installation in one of the Birch- 
wood Park homes. 


“No charge—this bill is paid under the 
terms of the customer’s warranty.” 


Although there is a slight bookkeep- 
ing charge involved in the making and 
sending of the “paid bill,” Berson feels 
that the advertising and good will val- 
ue is worth the cost. 


To save running time and to better 
service fueloil accounts Berson Bros. 
recently installed a two-way radio sys- 
tem in all service and fuel trucks. The 
business from new homes extended de- 
livery routes into the suburbs and more 
efficient delivery methods became es- 
sential. 

Selling oil and building business in 
the shadow of a strong gas utility re- 
quires effort. Fueloil sold at the posted 
rate can be made more economical if 
it is burned in the most efficient heat- 
ing system. 

Berson’s advice is to keep your cus’ 
tomer’s equipment at the point of 





The Farmingdale housing development, located near New Britain, Conn., con- 


sists of 229 oilheated homes, with installations made by Berson Bros. 





highest efficiency—then when he gets 
more heat for each dollar, he becomes 
your best advertisement. 

Berson feels that because of the effi- 
ciency of his organization, and also, 
because the burner installation is only 
a small part of the overall heating and 
plumbing cost, the advantage in price 
that gas jobs have is of very little im- 
portance. 

This company has built a reputation 
of small home specialists. To the 
builder is offered: ability to follow 
schedules without causing delays; plus 
a long term warranty which delivers 
the builder from future headaches. 

The program has paid off materially. 
Berson Bros., Inc., now installs the 
heating equipment in 700 to 1,000 
new homes each year. 
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Waterman-Waterbury plans 
to increase Production 


IN THE MIDST of the company’s fiftieth 
anniversary year, new majority stock- 
holders announced that production 
will be doubled within three years by 
Waterman-Waterbury Co., Min- 
neapolis, Minn. 

Harry G. Cross, chairman of the 
board, announced that the company 
had new owners, all from the Twin 
City area. They are David E. Sedg- 
wick, president, who increased his 
previous holdings; Ray J. Dervey, 
formerly general sales manager of 
American Hoist & Derrick Co.; Joseph 
E. Erickson, vice president, North- 
western Refining Co.; Arthur W. 
Carlson, president of his own financial 
advisory company; and Edward A. 
Danforth, attorney. 

Sedgwick will remain as president; 
Dervey will become executive vice 
president; and Danforth, vice chair- 
man of the board and general coun- 
sel. Cross and John D. Holmgren, sec- 
retary-treasurer, remain on the board. 

Other officers are Stuart A. Smith, 
vice president and sales manager; Roy 
L. Lonson, vice president, production; 
F. W. Legler, vice president, New 
England Division; Howard Boyer, vice 
president, foreign operations; Jack 
Searles, assistant to the president; and 
Charles A. Reichelderfer, director of 
engineering. 
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Pumps at a Price less costly 
to use than Gravity for Free 


haere of four motor-driven Ingersoll-Rand 
pumps to replace gravity loading of delivery trucks has 
enabled the Long Oil Company of Harrisonburg, Va. to 
deliver an increasing volume of fueloil and gasoline with 
two tank trucks and one tractor-trailer combination, sav- 
ing the cost of an additional truck and driver. The same 
pumps unload the company’s transports, effecting further 
savings in time and money. The entire cost of the pump 
installation was paid out of savings the first winter they 




























were in service. 


Long Oil Co. is a distributor of heating oil, diesel fuel, 
gasoline and kerosene for a broad area in western Virginia, 
delivering Socony Mobil products throughout Rocking- 
ham and Augusta Counties and to parts of Shenandoah and 


Highland Counties. Under the leader- 
ship of Hugh R. Gantt since January 
1951, the company has consistently 
expanded its sales volume. In the past 
year, it averaged 225,000 gallons a 
month of fueloil during the heating 
season. Despite every modern tech- 
nique to smooth out delivery peaks, 
this is a business subject to sharp varia- 
tions in demand and Long Oil has 
frequent periods when every facility 
is used to the utmost. 

Harrisonburg is in the Shenandoah 
Valley with mountainous country all 
about and must bring in all its products 





from Richmond, 115 miles to the south- 
east. For this purpose, the company 
operates two 
5400-gal. capacity and the other with 
6300-gal. There are six storage tanks 
at Long’s Harrisonburg bulk station to 
handle the five products stocked, in- 
cluding a 29,000-gal. and a 15,000- 
gal. for heating oil, a 15,000-gal. for 
kerosene, and a 6,000-gal. for diesel 
fuel. Deliveries to consumers are made 
with a 1,510 gal. tank truck, a 2,180 
gal. tank truck, and a 3,500 gal. trac- 
tor-drawn trailer. 


Push of a button starts a 3-in. Ingersoll-Rand pump load- 
ing this Long Oil Co. fueloil delivery truck. Loading of 
1,510-gal truck will be complete in just 7 minutes. The 
old way, using gravity, took full half hour, wasting time, 
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Four Type 3crvs Ingersoll-Rand heavy-duty, cradle-mounted, single stage cen- 
trifugal pumps handle all loading and unloading with one pump for each of four 
products handled by company: Weatherproof, 3,460 rpm pumps and 5-hp elec- 


tric motors operate in open without shelter. 


60 








Before installation of the new pump: pe 
ing equipment, transports were un trucl 
transports, one with — loaded with a pair of 2-in. pumps and pan’ 
all the delivery trucks were loaded by 
gravity flow. Loading speed depended fa 
on the level of liquid in the storage es 
tanks, On the average, it took 30 re 
minutes to load the 1,510 gal. truck, ar 
45 minutes for the 2,180 gal. truck, and 
70 minutes for the 3,500 gal. trailer. Ne 
With demand rising, Gantt could se a 
that he would soon need a fourth ‘all 
delivery truck for service during the das 
heating season. Instead, he chose to er 
utilize existing facilities and manpower Bist 
more efficiently by reducing loading W 
time. hess 
To effect this improvement, he in truck 
stalled four Ingersoll-Rand 3cRvs Long 
heavy-duty cradle-mounted, _ single’ drive 
stage centrifugal pumps driven at 3, even 


460 rpm 5 hp motors and each truck 
rated at 250 gpm at a 57 ft. head. One 








pump was provided for fueloil and — 

diesel oil, one for regular gas, one for 

premium gas, and one for kerosene 

Pumps and motors are weatherproof Un 

and operate in the open without shel’ 15) 

ter. Valves and 3-in. piping were 4 rf 

ranged so that the pumps could be 35¢ 

used both for unloading transports and 

for loading the delivery trucks. A new 

loading rack went in at the same time 

and it is now possible to load two Un 

trucks with different products at the sae 

same time. 630 
With.the new pumps, loading t™™ 

for the 1,510 gal. truck was cut bo 
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from 30 minutes to just 7 minutes, 
the time for the 2,180 gal. truck from 
45 minutes down to 10 minutes, and 
the 3,500 gal. trailer from 70 minutes 
toa mere 15 minutes. With this time 
saving, the three vehicles each could 
add a trip and during the season the 
trucks now make four trips a day and 
the trailer three trips. At this level of 
activity, time saved in loading totals 
more than six and a half hours. 

With gravity loading, it would have 
been necessary to have an additional 
truck and driver to match the volume. 
Long Oil figures truck depreciation and 
driver's wages at $6500 per year. Thus, 
even ignoring costs of maintaining a 
truck, it can be said that the pumps 


Loading complete, truck is ready for delivery run. Time 
saved at loading rack enables each of the company’s three 
trucks to make an extra delivery trip a day, saving com- 
pany the cost of an extra truck and of a driver to man it. 


are saving the company $6,500 a year 
on delivery costs. 

In appraising the value of the 
pumps, it is necessary to consider their 
service in unloading transports. Here, 
too, there has been a considerable sav- 
ing. With the old pumps, it took one 
hour and 15 minutes to unload the 5,- 
400 gal. transport and an hour and 27 
minutes to unload the 6,300 gal. vehi- 
cle. With the new pumps, the 5,400 
gal. transport is emptied in 23 minutes, 
a saving of 52 minutes, and the 6,300 
gal. transport is dry in 27 minutes, a 
full hour saving. With each transport 
making two trips daily during the sea- 
son, total time saved amounts to 3 
hours and 44 minutes. 








Loading Delivery Trucks 
oe Gravity Pump Time Saved No.Loads Time Saved 
Unit Size Loading Loading Per Load Per Day Per Day 
1510 Gal. 30 min. 7 min. 23 min. 4 1 hr., 32 min. 
2180 Gal. 45 min. 10 min. 35 min. 4 2 hr., 20 min. 
3500 Gal. 70 min. 15 min. 55 min. 3 2 hr., 45 min. 
6 hr., 37 min. 
Unloading Transports 
Unie & Time Saved No.Loads Time Saved 
nit Size Old Pumps I-R Pumps PerLoad PerDay Per Day 
5400 Gal. 1 hr., 15 min. 23 min. 52 min. 2 1 hr., 44 min. 
6300 Gal. 1 hr., 27 min. 27 min. 60 min. 2 2 hr. 
3 hr., 44 min. 

















Pumps also unload company’s two transports. Replacing a 
pair of smaller unloading pumps, the new pumps cut un- 
loading time for a 5,400-gal. transport from 1 hour 15 
minutes to just 23 minutes, allowing extra trip to terminal. 


Actually, the saving is even more 
important than the figures indicate. 
The Richmond terminal closes at 5:30 
P.M. and, with the old pumps using 
up time at Harrisonburg, the trans 
ports could not get back to Richmond 
for a second load before closing time. 
The only solution was the expensive 
one of paying special overtime rates. 
With the new pumps, the transports 
can get their two loads within normal 
working hours. 


Swift loading and unloading both 
increases productivity and improves 
working conditions. Long Oil's drivers 
say they would much rather be on the 
road making deliveries than stand in 
the cold watching a truck load up. As 
for productivity, 6,000 gal. used to be 
the peak for a driver’s day. Today, 
with pump loading eliminating waste 
time, it is common for a man to deliver 
10,000 gal. and the peaks are actually 
above 12,000 gal. 

As the company expands, more ve- 
hicles will be added to the fleet. Even 
now, Gantt is considering acquisition 
of another 6,300 gal. trailer. As vol- 
ume grows, the pumps will see even 
greater service and the dollar savings 
they effect will show a proportionate 
increase. In the oil business, man’s 
time is too valuable to wait for delib- 
erate gravity to do his work. 
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Mighty Man is He 


Hard work and greater Sales make the small Dealer a potent industry Force 


rene the larger fueloil-oilheat- 
ing companies probably set the 
pattern for most of the industry’s eco- 
nomics—the smaller companies are 
certainly no less important. 

Because they have more customers 
on service and supply oil to more 
homes the larger companies necessarily 
play a heavier role in our national 
surveys. There are, however, a lot 
nore small companies and so we went 
yack to our work sheets to isolate these 
maller firms to see how they differ 
on handling service. 

In the May issue of FUELOIL & OIL 
HEAT, the article called “We're in 
Business to serve’ examined the serv 
ice and installation side of the oilheat- 
ing industry. It is with these figures 
that we are making comparisons in 
this study. 

First, we limited the size of the 
companies to be studied to 500 active 
customer accounts. In doing this the 
small company averaged 287 service 
customers. Put another way, the small- 
er company represented 42% of the 
dealers cooperating in the study and 
cared for only 10% of the burners in 
operation. The average dealer report- 
ing in the May study had 1,591 ac- 
counts. 

These smaller companies are fairly 
typical in that they estimate that 12°% 
of their total billing comes from serv- 
icing burners—the national average 
was also 12%. 

Usually, the small company has one 
or two men doing both installation 
and service work, and the company 
pays just a little less for his labor than 
does a larger company. 

When we compare high and low 
hourly wages we are not taking the 
highest and lowest rates in the entire 
study . . . rather we are using the 
averages of high and low figures given 
us by each individual company. 

With this in mind, we find that in- 
stallers who were highest paid by the 
smaller companies got $2.46 per hour 
compared with $2.50 for all compa- 
nies; lowest paid averaged $1.99, com- 
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pared with $2.02. The spread was 
greater on servicemen: best men got 
$2.41 from the smaller company— 
$2.54 was the national average; low- 
est paid, small company, men aver- 
aged $2.02 against the national $2.12. 

When annual incomes of service- 
men were examined the smaller dealer 
paid $747 less than the average com- 
pany, or he paid $4,441 last year to 
his serviceman. The indication here 
is that with fewer accounts to take 
care of the man worked fewer hours. 
Probably, the boss did some of his 
own service work so that it appears 
that the man with a larger company 
had roughly 25 more days work dur- 
ing the year. 

One of the most interesting things 
that we discovered is that this small 
dealer—on the average—is doing a 
better job of selling equipment than 
his big brother. If we look at this in 
relation to customers, the smaller deal- 
er sold a new oilburner for every 11 
service customers. While big brother 
naturally sold more burners his pro- 
portionate average was lower: one 
burner to every 27 service customers. 

The indication here is that nearly 
25'% of the burners sold last year were 
sold by the smaller dealer doing his 
own installation work. Again, the 
service department was _ responsible 
for 14% of the sales—the same as the 
national figure. 

Fewer of the small companies offer 
service contracts. In fact, only 2% of 
their customers are on contracts in- 
cluding parts, and an additional 7% 
are on contracts 


Mid-Atlantic sections where the cop. 
tract concept is more popular, Here 
17% of the little firms’ customers are 
on contract: 3% have parts included 
on their contract; 14% do not, 

The average size of the company 
offering contracts is 311 active sery. 
ice accounts, with the smallest com 
pany having contracts listing 150 cuy 
tomers. 

Although the smaller dealer isn't 
doing as well as he might on service 
contracts, he appears to be doing a 
bang-up job on summer overhauls 
Approximately 39% of his customers 
got an annual overhaul and tuneup in 
1956. The national rate was 29%, 
However, he charged $9.50 for the 
job or $1.50 less than the national 
rate. 

He charged less for his contracts 
too: the bill for a contract with parts 
was on the average $21, and $12 for 
a contract not including parts—both 
$5 less than the national price. 

These dealers estimate that 18% of 
their service was free and that the 
minimum per charge call was $4.23. 
Both of these figures, particularly the 
free service one, vary from the nv 
tional figures. A study of all compa 
nies indicate 7% free service, anda 
minimum charge of $4.52. 

A customer being serviced by a 
small company spent $14.36 during 
last year to maintain his burner. The 
average nationally for all companies 
was $18.22. 

One of the continuing portions of 

(Please turn to page 158) 





not __ including 
parts. In the 
earlier study, we 


1 Small All 
found 27% of all Companies Compesi 
oilheating cus- Active Service Accounts sdf pide 
tomers have serv- Percent on Contract 9% 0 

Percent get annual overhaul 39% 29% 


ice contracts. 
To get a little 





Minimum Charge per call $ 4.23 $ 4,52 
“ riety sree Contracts with Parts 21.00 26.00 
picture we 1S0- Contracts without Parts 12.00 te 
Annual Overhaul (Not on Contract) 9.50 
lated the New Average customer spent last year $14.36 $18.22 
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Baltimore and the Public 


Oilheating’s Reputation has been enlarged by an active public relations Program 


by 
Robert D. Myers* 


UBLIC RELATIONS has been given 
P many definitions . . . not all of 
them flattering. The definition I like 
best is: “Public relations is the manu- 
facture and distribution of a good 
reputation.” I believe those eleven 
words describe very aptly what we 
have been trying to do in Baltimore, 
during the past year. 

When I speak here of public rela- 
tions, I do not refer to paid advertis- 
ing. In Baltimore the Oil Heat Asso- 
ciation has had an advertising program 
going for six years . . . using all the 
regular media . . . newspapers, radio, 
television, direct mail and outdoor. 
Our public relations program, while 
coordinated as closely as possible with 
our paid advertising, is distinct and 
separate from it, and has been operat- 
ing for a little over a year. 


I hope this discussion will convince 
you that public relations is not just 
free publicity either. Press agentry, 
designed to get the name “Oil Heat” 
in the newspapers and broadcast over 
the air has its place as a part of a well- 
rounded public relations effort, but it 
is only a part. 

In undertaking this program, we 
have tried to set certain specific goals 
for it, These goals are: Better perform- 
ance by our industry; Better under- 
standing of just how oil heat works; 
Greater appreciation of the cleanliness 
of oil heat; Public awareness of some 


of the weaknesses of our competing 
fuel, 


Our idea is basically very simple. 
If, through performance, through in- 
formation and education, we can trans- 
mit to the people of the community 
much of the knowledge that is mere 
grade school stuff to heating industry 
men, we will have achieved a great 
deal more understanding of our prod- 


uct than now exists. For I believe you 
ee 
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recognize it’s a fact that while a heat- 
ing plant represents the most costly 
single feature of the home . . . while 
annual fuel bills represent a substan- 
tial portion of the family budget . . . 
and while proper heat is vital to health 
and well-being . . . the average home- 
owner actually knows pitifully little 
about anything to do with home heat. 

Therefore, if by taking advantage 
of opportunities which present them- 
selves, we can help the families of our 
community to achieve a bit more in- 
telligent understanding of this won- 
derful oilheating, we can do our in- 
dustry much good that cannot be ac- 
complished in any other way. 

First, we can develop in present 
fueloil customers a real pride of own- 
ership, fortifying them against the 
false lures of competing fuels. 


stronger desire to give more conscien- 
tious service and put a better foot for- 
ward. A dirty, greasy fueloil delivery 
truck blocking a busy thoroughfare 
during the rush hour is a public rela- 
tions nightmare. Its dirtiness appears 
to give the lie to our claim that oil 
heat is clean. Its irritation to motorists 
is a far cry from the convenience we 
talk about in our sales manuals. 

We have found that the mere lec- 
turing of employees about the impor- 
tance of good, courteous, convenient 
service is not effective. We have, there- 
fore, instituted a feature known as the 
“Oil heat good neighbor of the 
month.” 

From among nominees submitted by 
our member companies, one employee 
is honored with this title at the month- 
ly luncheon meetings of the Associa- 








In addition to their well-established advertising program Balti- 
more dealers have invested in a public relations program. They 
have found that being alert to community interests and problems 
more than pays off when connected with oilheating. The expense 
hasn’t been too great and the result is a better climate among the 
people who will buy the heating equipment. 








Second, we will actually enable 
them to enjoy oil heat more because 
theyll be using it more wisely. 

Third, we will cut down on un- 
necessary service calls. 

Fourth, we will reduce greatly the 
number of calls for more frequent oil 
deliveries that result only from a 
failure to comprehend the automatic 
delivery system. 

Finally, we will be exposing non- 
users of oil heat to a steady flow of 
favorable information about our prod- 
uct and the service-minded people who 
supply it. 

So much for general principles. 
Now, I'd like to give you a few ex- 
amples of some of the things we have 
done. 

Recognizing that good public rela- 
tions must work from the inside out, 
we have attempted to instill among 
employees of our member firms a 


tion. He is awarded a U. S. Savings 
Bond, he sits at the head table and he 
has his picture taken. News of the 
award is spread through the industry 
via a bulletin known as “The Oil Heat 
Good Neighbor.” In the bulletin, for 
all to see, the winner’s good practices 
are cited as examples of the kind of 
performance that spells success. If his 
exploits are truly newsworthy, the 
award and the reasons for it are pub- 
licized in the local press and in oil heat 
trade magazines. Five Good Neighbor 
awards have been made to date. 

To be perfectly frank, we are less 
than satisfied with the success of this 
device. Strangely enough our chief 
failure appears to be our inability to 
date to get dealer management more 
than perfunctorily interested in the 
awards. We are working on this failure 
right now and have every hope that 
the award will be given the enthusi- 
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astic kind of support and attention we 
feel it merits. 

While good, conscientious service is 
basic, good public relations, we believe 
that the oilheating industry would be 
missing a good bet if it failed to let its 
customers and prospects know just 
how good this service is, and just how 
it works. When the gas interests boast 
about gas coming into the home in un- 
ceasing automatic supply, do our cus- 
tomers and prospects realize how ex- 
cellent our own automatic delivery is? 
It makes quite a story, and we've 
found newspaper and radio people 
quite interested in helping us tell it. 


News Value 


As you probably know, the weather 
is almost always in the news. . . par- 
ticularly so, during an exceptionally 
cold spell. When Baltimore has very 
cold weather, everybody talks about 
it. And we get in on the conversation, 
too. For example, we had an especially 
frigid period during January. How- 
ever, even toward the end of that cold 
wave, Baltimore degree days for the 
season to date ran about 200 below 
normal, So we wrote a story headed: 
“It’s a warmer winter, whatever you 
think.” Hitting as it did in the midst 
of bitter weather, this story struck a 
responsive chord and appeared on the 
main local news page of all the local 
papers. 

The part that should interest you, 
though, is the body of the story, which 
after devoting a paragraph or two 
to weather bureau degree-day figures, 
then went on to describe in complete 
detail just how fueloil dealers use the 
degree-day system to effect efficient, 
automatic oil delivery, without the cus 
tomer ever having to call. Thus, we 
have hitchhiked one of the most im- 
portant aspects of automatic oil heat 
to one of the top news stories of the 
day . . . and reached the reader at a 
time when he has most reason to be 
interested. 

During similar periods of extreme 
weather, we have been able to arrange 
interviews on radio between popular 
local commentators and oil company 
officials responsible for route service. 
Here, too, we have the opportunity to 
explain convincingly the workings of 
automatic delivery. 
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We have had about five degree-day 
news breaks in the past year, and 
we ve had good luck with all of them. 
In one recent one, the newspaper re- 
porter concluded his article by wonder- 
ing whimsically what would happen if 
a family were out of town during the 
winter, kept the house heated to only 
a minimum level and neglected to no- 
tify their oil dealer of the unusual cir- 
cumstances, He asked rhetorically, “If 
the oil company were calculating de- 
gree-days, wouldn't they therefore 
pump an oversupply of fuel into the 
tank and cause an overflow?” We took 
up this question in a good natured let- 
ter to the editor, describing the VENT- 
ALARM and how it protects the home- 
. thus giving Baltimoreans 
still another lesson in the satisfactions 
of oil heat. 

The weather is just one hook on 
which to hang the automatic delivery 
story. We're working on another hook 
right now. Most metropolitan news- 
papers publish a Sunday magazine, 
filled with feature stories about local 
oddities and local personalities. The 
man who drives a fueloil truck in the 
winter and a Good Humor wagon in 
the summer is a pretty interesting per- 
sonality. A story about him gives us 
another opportunity to show with pic- 
tures the workings of automatic oil 


owner .. 


delivery. 


Customer Satisfaction 


As I said before, we think it is im- 
portant for homeowners in oilheated 
homes to get the greatest amount of 
satisfaction from our product. The 
Sunday housing and real estate pages 
of the Baltimore papers have seen a 
constant stream of tips on heating is- 
sued by the Oil Heat Association and 
published as news by the editors. What 
to do if the burner doesn’t function . . . 
how to save money on fuel bills . . . 
where best to place furniture . 
what’s the proper temperature for a 
healthy home . . . are a few of the 
questions answered in these important 
little articles. 

It’s not hard to find an angle for 
these stories, because they are all 
about things that are of genuine in- 
terest to people. Take the matter of 
correct temperature for example. We 
interviewed a professor of environ- 


. . . « Baltimore's Public Relations 


mental medicine at a nearby School of 
Public Health to get the answer . 
and made all the papers with ihe 
story, in which the oil heat industry 
was given full credits. 

Then there’s the matter of the ac 
tual workings of an oilburner and the 
home heating system. How much dy 
people know about it? Do they really 
understand the relative merits of hot 
air, hot water and steam heat? We 
think not . . . so we're going to dy 
what we can to present the facts, __ 
in simple, easy-to-understand terms, 

We're working now on a booklet 
about heat and how it works. We hope 
this booklet will be distributed in the 
social studies and sceince classes of the 
Baltimore Public Schools. We have 
found that the subject is one that the 
education authorities are interested in, 
as long as we keep our material factual 
and informative. 


Homemakers Institute 


We're going to have a one-day 
Homemakers Institute for several hur 
dred women this Spring. When we in- 
vited a group of women representing 
a number of homemakers’ clubs in the 
Baltimore area to tell us what house 
keeping matters they wanted most to 
know about, the top subject on the list 
turned out to be heat and the related 
problem of cleanliness. So we will have 
speakers telling homemakers about 
heat . . . because the homemakers want 
to know about it. Obviously, oil heat 
will not come off badly in the telling 

We think this subject of cleanliness, 
incidentally, is the most important one 
our industry has to work on. Attitude 
surveys in Baltimore have shown ur 
mistakably that the utilities have done 
a fine job in selling the concept of 
clean gas heat. On the other hané, 
there now seems to be a widespread 
belief that oil heat is dirty. 

Since, whether we like it or n0t, 
we are on the defensive in this all im 
portant attitude about cleanliness, ¥¢ 
need all the ingenuity we can marshal 
to set people straight. Normal adver 
tising techniques, which flourish in 8 
atmosphere of positive sales features 
are at a decided disadvantage when # 
comes to overcoming a negative att! 
tude . .-. especially when we cannd 
state truthfully or convincingly that 
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oil heat is actually cleaner than gas 


heat. 

In Baltimore we are beginning to 
meet this problem by a variety of pub- 
lic relations devices, I'd like to tell 
you about some of them. 

Our basic approach is to get to the 
root of the problem . . . by explaining 
the facts. Because the oilheating in- 
dustry has not faced up to this situa- 
tion in the past, many women are con- 
vinced that soiled draperies, smudges 
over radiators and greasy films on walls 
are actually caused by fueloil. The 
fact that this is not a logical concept 
does not unfortunately mean that it 
is not widely believed. 


Oilheating Facts 


So we have compiled the facts. First, 
we explain what fueloil is and how it 
is used in a burner. We point out that 
oil moves from an enclosed tank 
through enclosed tubes to an enclosed 
burner, where it burns completely. We 
believe we succeed pretty well in get- 
ting our jury . . . the women of Balti- 
more... to find heating oil not guilty 
of causing dirt in the home. 

But we don’t stop there, because 
we don’t believe negative ideas make 
much of a lasting impression on peo- 
ple. So we have compiled what we be- 
lieve is a very interesting array of the 
true causes of dirt and dust. These in- 
clude cooking fats from the kitchen 
... dust rising from a sloppy cellar 

. mud tracked in on shoes... 
smudgy industrial and automotive ex- 
hausts .. . and several others. 

We explain convection . . . to show 
how dust that is allowed to collect on 
radiators will inevitably rise to smear 
walls and curtains. And we go still 
further .. . we tell the women of our 
town the simple steps they can take 
to keep a clean house, with a mini- 
mum of effort. 

Now that we have all this informa 
tion, how do we get it across to the 
million and a half people in our mar- 
ket? Here are a few of the ways we 
tell this story, 

We have furnished the editors of 
our Newspapers with a large number 
of short, one or two paragraph re- 
leases on various phases of this im- 
Portant subject. These little releases 
are used frequently by the papers as 


fillers on their homemaking and real 
estate pages. 

But our most effective approach to 
cleanliness has been a series of talks 
by Jane Cross, an attractive young 
woman, who is herself a housewife 
with a family. We worked with Jane 
to develop a 25-minute talk which is 
entitled: ““A spotless home, with time 
to spare.” The talk is illustrated with 
a simple, cross-section chart of a house 
which shows graphically where dirt 
comes from. At the conclusion of each 
talk, Jane gives every member of the 
audience a four-page pamphlet sum- 
marizing the things she’s said. 

We sent a bulletin announcing the 
availability of our speaker to several 
hundred women’s clubs . . . home- 
maker’s clubs, church groups, garden 
clubs, neighborhood associations and 
others. Already, Jane has delivered our 
talk to about 40 groups. She is booked 
well ahead. 

Here again, we have struck a re- 
sponsive chord by focusing attention 
on a subject about which people have 
a vital and natural curiosity. It has re- 
quired no high pressure selling to in- 
terest newspaper editors and women’s 
club program chairmen in our message. 
Quite to the contrary, the project has 
earned dividends beyond anything we 
had hoped for. 


Newspaper Dividend 


When we told the editor of the 
Baltimore Evening Sun Women’s Page 
about the talks being given, the editor 
sent a photographer and reporter 
around, The result was an illustrated 
feature story about Jane and her sub- 
ject occupying almost a full newspaper 
page. We have reprinted the story 
and are using the reprints to interest 
additional organizations in booking the 
talk. Several of our members are fur- 
nishing their servicemen with supplies 
of the reprints, to leave with house- 
wives, when service calls are made. 

Another dividend: Jane appeared 
recently as a guest on the most popu- 
lar television women’s show in town 

. and got in some very effective 
plugs for oil heat, as well as telling 
her dirt and dust story. 

We believe this educational project 
among women’s groups will pay us 
rich rewards. We feel it is public rela- 





tions in the best sense of the word .. . 
because it corrects a misconception 
that could be very harmful to us. By 
giving people solid, useful informa- 
tion, we are winning their respect and 
their friendship. And we are proving 
to people that oil heat is indeed clean 
heat. 

Our public relations effort has not 
overlooked the specialized interests of 
the building and allied trades .. . 
builders, architects, engineers and 
plumbing and heating contractors, and 
financial institutions, 


Wooing Builders 


I'm sorry to say that oil heat equip- 
ment sales to speculative builders in 
Baltimore have been few and far be- 
tween in recent years. As a result, our 
member companies have pretty much 
lost all contact with the builders. There 
isn’t too much we can do that will di- 
rectly cause builders to come back to 
oil . . . but we can at least keep re- 
minding them that ours is still a flour- 
ishing industry, with a product in 
healthy demand. Consequently we 
send a regular bulletin to the building 
trades. We call the bulletin “Housing 
Tips,” and in it we tell about new 
developments in heating, about build- 
ers who have installed oil recently, and 
who have merchandised it successfully 

. and we let the builder know what 
we're doing in the way of promotion. 
We certainly can’t claim any great 
success for this effort, but at least 
we're letting our builder friends know 
we're still alive. 

To keep further contact with build- 
ers, with key trade association people, 
with city officials, with civic leaders, 
with press, radio and television peo- 
ple, we had our first annual oil heat 
Christmas party during the Christmas 
holiday season. This was simply a very 
pleasant cocktail party, at our leading 
hotel. We called this party the “Oil 
heat housewarming party”. . . to give 
it a cheerful identification with our 
product. We invited city officials, civic 
leaders and press, radio and television 
people as guests of the Oil Heat Asso- 
ciation. Builders, contractors and other 
large fuel users were invited as guests 
of our individual member companies. 
Several hundred people attended. 

(Please turn to page 160) 
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Union Contract with Incentives 


Toronto Agreement for hourly Pay or gallonage Rate, whichever is higher 


QO” CANADIAN NEIGHBORS to the 
north have been able to show us 
quite a few innovations in the oil- 
heating and fueloil industry. This has 
been due primarily to their coming late 
into the business and growing at a very 
fast pace under today’s most modern 
conditions. 

At the close of World War 11 there 
were fewer than a hundred thousand 
oilburners in all of Canada; today 
there are near a million and a quar- 
ter. Half of those are located in the 
province of Ontario and half of those 
in turn are in metropolitan Toronto. 

Some big fueloil businesses have 
been born and grown to manhood 
here in a brief ten years. Perhaps be- 
cause the unions are new in the pic- 
ture too they have taken a more mod- 
ern, enlightened viewpoint than in 
some of our older situations where 
tradition stands in their way. 

Whatever the reason, Toronto has 
a fueloil drivers union happy to share 
in an incentive contract that rewards 
the individual for superior perform- 
ance. 

This information came through a 
visit with Fred W. Birch, sales man- 
ager of Elias Rogers Co., Ltd., which 
is one of the few larger oil companies 
that works with a union organization. 







Rogers, Ltd., has been 90 years in 
the coal business, came into fueloil 
after World War u. Yet today it 
serves 50,000 retail fueloil customers 
and has 89 oil delivery trucks. A third 
of these oil accounts came through its 
own sales of oilheating equipment. 

This company has so many inter- 
esting facets that we hope to tell you 
more about them at a later time. The 
few pictures are just by way of in- 
troduction. This time it’s the union 
contract that holds our interest. 

Before looking at the details, let’s 
notice some results. Rogers, Ltd., with 
89 fueloil trucks has an average of 83 
on the streets through the winter; 
typically a half dozen are laid up for 
service. 

At last winter’s peak the 83 trucks 
were delivering 550,000 Imperial gal- 
lons a day. This is equivalent to 660,- 
000 U. S. gallons or just about 8,000 
gallons a day per truck. That is ex- 
ceptional performance but the winter 
average for the half dozen coldest 
weeks is 90% of that. 

What is it in a union contract that 
keeps drivers enthusiastic under such 
work loads? It’s a chance to make some 
good money for their families through 
sincere best efforts. 

The specific article in the contract 


that sets this forth reads as follows: 

Effective October Ist, 1956, unti 
September 30, 1957, employees wil 
be paid on the basis of the following 
hourly rates or gallonage rate where 
it exceeds the hourly rate of payment 
in respect of the total number of hours 
worked on any day: 


Drivers $1.70 per hour 
Fueloil maintenance 
men—$1.65 per hour 


Gallonage Rate 
Rate per 100 gals. 


TRUCK delivered 
(1) 1,500 gals. or less 40¢ 
(2) 1,501-2,200 gals. 36¢ 
(3) reac gals. 34¢ 
(4) Over 2,700 gals. No gallonage rate, 


but hourly rate ap 
plies 

It is important to notice that the 
gallon here is the Imperial, not the 
U. S. On the basis of U. S. gallons the 
figure above would apply to deliver 
ing 1,200 gallons. For example, in the 
second truck size, if the whole thing 
were changed to U. S. gallons it would 
read: (2) 1,801 to 2,640 gals.; rate 
per 100 gallons delivered 30¢. 

It is important also to recognize that 
Canadian wage rates average a little 
below those in the U. S., but that is 
beside the point. If your wage rate 


Showroom on Yonge St. This is on the ground floor 0} 
a large building with the head offices occupying one of 
the upper floors. Oilheating equipment sales in the pas 
ten years have brought in a third of the firm's fit 
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thousand fueloil customers. 
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higher per hour you can still figure 
a ratio between it and the Toronto 
sale and then get a corresponding 
ratio to the Canadian gallonage rate. 

The contract provides that for the 
second year starting September 30, 
1957 the hourly rate will be 10¢ high- 
er, but the gallonage rate remains the 


same. 
The contract of course includes 


overtime pay rates, weekend and holi- 
day rates, but to a considerable degree 
these are inoperative because the gal- 
lonage scales provide more income. 

Because we believe you will be in- 
terested in seeing the full retail of a 
labor contract as enlightened as this 
one, we reproduce it in full. 


THIS AGREEMENT made and entered into 
at Toronto, Ontario, as of the first day of 
October, 1956. 
by and between: 

The Elias Rogers Company, Limited 

Toronto, Ontario 
(hereafter designated as “the Employer’’), 
of the first part, 
—and— 

Fuel & Ice Drivers And Helpers, Local 
ae S52.- VB, OF L., Lk. Ls 
(hereafter designated as “the Union”), 

of the second part. 


ARTICLE | 
Purpose of Agreement 


1.01 The Employer and the Union each 
represent that the general purpose and 
intent of this Agreement is to promote co- 
operation and harmony, to recognize 
mutual interest, to provide a channel 
through which information and problems 
may be transmitted from one to the other, 
to formulate rules to govern the relation- 
ship between the Employer and the Union, 
to promote efficiency and service and to 
set forth herein the basic agreements and 
understanding covering rates of pay, hours 
of work, grievance procedure and condi- 
tions of employment. 


ARTICLE 2 


Recognition and Coverage 
2.01 The Employer recognizes the Union 
as the exclusive collective bargaining 
agency with respect to all matters arising 
under this Agreement for its fueloil drivers 
and fueloil maintenance men. 
2.02 The word “employee” or “em- 
Ployees” wherever used in this Agreement 
mean any or all of the employees in 
the bargaining unit as defined above unless 
the context otherwise provides. 
2.03 The Employer agrees not to enter 
into any Agreement or Contract with his 
employees, individually or collectively, 
ich in any way conflicts with the terms 
and provisions of this Agreement. 


ARTICLE 3 
aonttervation of Management Functions 
1 e Union acknowledges that it is 
usive function of the Employer to 
\4) Maintain order, discipline and ef- 


(b) hire, discharge, direct, classify, 

€t, promote, demote and suspend or 

the t discipline employees, subject to 
homed of this Agreement; and 

€) generally to manage the industrial 








Fred W. Birch, sales manager, has 
helped build Canada’s largest retail 
oil volume in any single market for a 
firm that first sold fueloil 10 years ago. 


enterprise in which the Employer is en- 
gaged and, without restricting the gen- 
erality of the foregoing, to determine the 
operation, extension, limitation, curtailment 
or cessation of operations, the kinds and 
locations of machines, tools and equipment 
to be used, the right to study or introduce 
new or improved methods or facilities and 
the right to establish and maintain rules 
and regulations covering the operation of 
the employer’s business. 

3.02 The Employer agrees that these 
functions will be exercised in a manner con- 
sistent with the provisions of this 
Agreement. 


ARTICLE 4 


Relationship and Check-off of Union Dues 

4.01 The Employer agrees that there will 
be no. discrimination, interference, re- 
straint or coercion exercised or practiced 
by it with respect to any employee because 
of his membership in, or connection with 
the Union. The Employer further agrees 
to give Union labour preference when 
hiring new employees, provided that con- 
sideration may also be given by the Em- 
ployer to the skill, competence, efficiency 
and general character of applicants for 
jobs. 
4.02 The Union agrees that there will be 
no intimidation, interference, restraint or 
coercion exercised or practised by any of 
its members or representatives either in ob- 
taining new members or in persuading any 
of the employees to participate in its 
activities. 

4.03 The Union further agrees that there 
will be no solicitation for membership, col- 
lection of dues, or other Union activity 
on the premises of the Employer except 
as wpeciicalie permitted by this Agreement 
or by the Employer. 

4.04 No employee shall refuse or refrain 
from performing his normal work with re- 
spect to deliveries to or from a firm or 
customer which may or may not be under 
agreement with any union. 

4.05 Violation of this Article shall render 
any employee liable to discipline or dis- 
missal. 

4.06 The Employer will, upon receipt of 
a properly authenticated authorization card 
voluntarily signed by an employee in form 


satisfactory to the Employer, but not other- 
wise, deduct from the last pay of such em- 
ployee due to him in each calendar month 
while such authorization is in effect the sum 
authorized by the employee for his monthly 
union dues and remit the same by cheque 
to the Union prior to the end of the month 
in which the deduction is made. Any such 
authorization shall be given to the Em- 
ployer in writing and shall be signed by the 
employee in the presence of and shall be 
witnessed by a Steward or other officer of 
the Union. Such written authorization 
shall not be required from new employees. 
If an employee is on vacation at the time 
of the regular deduction of his Union 
dues and has not sufficient earnings to his 
credit to cover the full amount thereof, 
such Union dues shall accumulate and be 
deducted from his earnings upon his re- 
turn to work. 

4.07 No employee shall be obliged to sign 
an authorization card for the check-off of 
Union dues or to join the Union. It is 
understood, however, that the Employer 
will automatically deduct from the last pay 
due each calendar month to each employee 
engaged hereafter (without any written 
authorization therefor) Union dues of such 
amount as the Union officially advises in 
writing from time to time are the prevail- 
ing Union dues after such employee has 
completed thirty days employment with the 
employer. 

4.08 The Employer agrees to inform all 
new employees that an amount equiva- 
lent to the Union dues will be deducted 
from their pay each month, after com- 
pletion of thirty days employment, and 
transmitted to the Union. 

4.09 The Company will, at the time of 
making each remittance hereunder to the 
Union, supply a statement showing the 
name of each employee from whose pay 
such deduction has been made. 


ARTICLE 5 
Union Representation 


5.01 The Union shall have the right to 
appoint or elect one Shop Steward in each 
yard to assist employees of such yard in 
presenting their grievances to the 
Employer. 

5.02 Employees shall not be eligible to 
serve as Shop Stewards unless they have 
been in the Employer's continuous employ 
for at least one year. The Union shall 
notify the Employer of the names of the 
Shop Stewards before the Employer shall 
be required to recognize them. 

5.03 It is understood that the Shop 
Stewards have their regular work to per- 
form and that if it is necessary to service 
a grievance during working hours they 
will not leave their work without obtaining 
ther permission of their foreman. When 
resuming their regular work they will re- 
port to their foreman and, if requested, 
give a reasonable explanation as to their 
absence. With this understanding the Em- 
pre agrees to pay for any time used 
y the Shop Stewards in servicing a 
grievance as provided above, during work- 
ing hours. 


ARTICLE 6 
Grievance Procedure 


6.01 Any complaints, differences or dis 
putes arising in connection with the inter- 
pretation or application of the contents of 
this Agreement shall be adjusted as quickly 
as possible through the following Steps: 

Step No. 1. By the aggrieved employee 
with the Foreman. The employee may be 
accompanied by the Shop Steward if he 
desires his assistance. The Foreman shall 
render his decision within two full work- 
ing days. Failing settlement, then: 
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Step No. 2. Within three full working 
days following the decision in Step No. 1: 


By the Steward and the Superintendent 
or otner designated official of the Employer 
at which time the matter shall be presented 
in writing and the decision given in writ- 
ing within three full working days. Fail- 
ing settlement, then: 

Step No. 3. Within three full working 
days following the decision in Step No. 2: 

By an official or officials of the Union 
and the Management of the Employer, at 
which time the written record of the 
grievance shall be presented. The decision 
shall be given in writing within five full 
working days. 

Step No. 4. Failing a settlement under 
Step No. 3 of any difference between the 
parties arising from the interpretation, ap- 
plication, administration or alleged viola- 
tion of this Agreement, including any 
question as to whether a matter is arbitra- 
ble, such difference may be taken to abritra- 
tion as hereinafter provided, and if no 
written request is received within ten full 
working days after the decision in Step 
No. 3 is given, it shall be deemed to have 
been settled or abandoned. 

6.02 No complaint, difference or dispute 
may be submitted or considered under the 
grievance procedure unless it has been pre- 
sented within thirty working days from 
the time of its occurrence. 

6.03 Any complaint, difference or dis- 
pute arising directly between the Employer 
and the Union shall be originated under 
Step No. 2. 

6.04 Any grievance concerning or affect- 
ing a group of employees shall be origi- 
nated under Step No. 2. 

6.05 All decisions arrived at between the 
representatives of the Employer and of the 
Union shall be final and binding upon the 
Employer, the Union and the employee or 
employees concerned. 

6.06 Nothing in this Agreement shall 
prevent any employee from_ personally 
presenting any of his grievances direct to 
the designated representative of the Em- 
ployer without the intervention or as- 
sistance of the Shop Steward or any other 
representative of the Union. 

6.07 It is understood that the grievance 
procedure applies to all employees except 
with respect to the discharge of any em- 


ployee having less than sixty days’ con- 
tinuous service who, it is agreed, may be 
discharged for reasons less serious than 
would justify the dismissal of an older 
employee and accordingly, the Arbitration 
Procedure shall not apply in any such case. 
A claim by an employee having sixty days’ 
or more continuous service with the Em- 
ployer that he has been unjustly discharged 
shall be treated as a grievance if a written 
statement of such grievance is lodged with 
his foreman w:thin five working days after 
the employee ceases to work. Such special 
grievance may be settled under the 
Grievance Procedure by: 

(a) confirming the Employer's action 
in dismissing the employee; 

(b) reinstating the employee with full 
compensation for time lost; or 

(c) by any other arrangement which 
may be deemed just and equitable. 


ARTICLE 7 
Arbitration 


7.01 When either party requests that a 
difference be submitted to arbitration as 
hereinbefore provided, it shall notify the 
other party in writing and at the same 
time nominate an arbitrator. Within five 
full working days thereafter the other 
party shall nominate an arbitrator. The 
two arbitrators so nominated shall meet 
immediately, and if within three full work- 
ing days they fail to settle the grievance 
they shall attempt to select by agreement 
a Chairman of the Arbitration Board. If 
they are unable to agree upon such a Chair- 
man within a further period of two full 
working days, they may then request the 
Minister of Labour for the Province of 
Ontario to assist them in selecting a Chair- 
man, provided that the Chairman shall be 
selected from other than the Civil Service 
and shall be chosen having regard to his 
impartiality, his qualifications in interpret- 
ing collective bargaining agreements and 
his familiarity with industrial relations. 
7.02 No person may be appointed as an 
arb‘trator who has been involved in an 
attempt to negotiate or settle the grievance. 
7.03 No matter may be submitted to 
arbitration which has not been properly 
carried though all previous Steps of the 
Grievance Procedure. 


7.04 The Arbitration Board shall not be 





Coal is big too—for Elias Rogers Co., Ltd. in Toronto, after 90 years. 
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authorized to make any dec’sion incon- 
sistent with the provisions of this Agree- 
ment, nor to alter, modify or amend any 
part of this Agreement. ’ 
7.05 The proceedings of the Arbitration 
Board will be expedited by the parties 
thereto, and the decision of the Chairmar 
of such Board will be final and binding 
upon the parties thereto. 

7.06 Each of the parties hereto will bear 
the expenses of the arbitrator appointed 
by it, and the parties will jointly bear the 
arbitrator appointed by it, and the parties 
will jointly bear the expenses, if any, of 
the Chairman of the Arbitration Board _ 


ARTICLE 8 
Strikes and Lockouts 
8.01 The Union agrees that during the 
term of this Agreement there will be no 
strike or other interference with or inter. 
ruption of the normal operation of the 
Employer's business. The Employer agree: 
that there will be no lockout during the 
term of this Agreement. 


ARTICLE 9 

Wages 
9.01 (a) Effective October Ist, 1946, un- 
til September 30th, 1957, employees will 
be paid on the basis of the following hourly 
rates or gallonage rate where it exceeds the 
hourly rate of payment in request of the 
total number of hours worked in any day: 

Drivers $1.70 per hour 
Fuel oil maintenance men $1.65 per hour 


Gallonage Rate 
Rate per 100 gals. 


TRUCK delivered 
(1) 1,500 gals. or less 40¢ 
(2) 1,501-2,200 gals. 36¢ 
(3) 2.201-2,700 gals. 34¢ 
(4) Over:2,700 gals. No gallonage rate, 


but hourly rate ap 
plies 


(b) Effective October Ist, 1957, for the 
remainder of the term of this Agreement, 
employees will be paid on the basis of the 
following hourly rates or gallonage rate 
where it exceeds the hourly rate of pay: 
ment in respect of the total number 0 
hours worked in any day: 

Drivers 
Fuel oil maintenance men 
Gallonage rates 


$1.80 per hour 
$1.75 per hour 
Same as pro 
vided under 
paragraph 
9.01(a) 
9.02 A driver will be paid on an hourly 
basis until his gallonage earnings exceed 
his hourly earnings on the foregoing basis 
It is understood, however, that a driver wil 
be paid the greater of his earnings on the 
gallonage basis set out above, or his earth: 
ings for the total number of hours worked 
in any day, calculated at the rate of $1.70 
per hour until September 30, 1957, and a 
the rate of $1.80 thereafter for the 1 
mainder of the term of this Agreement, t 
being also understood that where, on the 
foregoing basis, the gallonage rate applies 
to the first nine (9) hours work for the 
day concerned, then such gallonage rate 
will also apply to work performed in & 
cess of such hours; and, alternatively. 
where, on the foregoing basis the hourly 
rate applies to such first nine (9) hours 
work, then the hourly overtime rate as Pf 
vided under paragraph 10.02 hereof 
apply to work performed in excess of suc 
hours. In the event that breakdowns o 
other troble beyond the control 0 4 
driver cause delay in deliveries, then 
driver will be paid on an hourly basis. 
9.03 It ‘is further understood that s# 
(Please turn to page 166) 
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Arthur Krock of the “Times” 


looks at Texas Natural Gas 


This editorial is reproduced by spe- 
cial permission of The New York 
Times. We first saw it in the Sun Oil 
publication, Our Sun, where it was 
also credited to the Times. 


66 ATURAL GAS” are two bad 
N words in American politics 
in consequence of the methods em- 
ployed by some lobbyists for large 
producers to induce favorable action 
by the last Congress on the bill to 
free the “finders” from Federal price 
supervision. But study in this produc- 
tion area of the situations, current 
and prospective, created by this su- 
pervision could lead an observer to 
the conclusion that this is another in- 
stance where the opponents of legis 
lation should take a second look at it 
in behalf of the very interest they 
sought to serve by their opposition. 


Fifty per cent of the natural gas 
that is marketed in Texas is consumed 
inside the state. The other 50 per cent 
provides heat and power for private 
and industrial consumption in other 
states. But there is a growing dispo- 
sition among Texas gas finders to quit 
searching for gas and hold what they 
have found until one of two develop- 
ments occurs. The first is the arrival 
of a state market for as much gas as 
Texas can yield. The second is the 
abolition of Federal control of prices 
for gas sold at the wellhead to the 


companies which put it into interstate 
commerce, 


If the small independent finders of 
natural gas, awaiting the first devel- 
opment and despairing of the second, 
follow the policy of some of the large 
companies, it is entirely possible that 
within a few years—maybe ten—the 
outside communities that are depend- 
ent for heat and power on natural 
gas will become hardship cases. The 
Humble Company, for example, has 
“apped hundreds of billions of cubic 
feet (thus withholding this from the 
interstate market). And many inde- 
Pendent finders, buried under the 
nountains of paperwork they must do 
for the Federal Power Commission 





loil 


before they can get permits to sell 
their gas to the interstate pipeline 
companies, and with their financing 
costs mounting meanwhile, are fol- 
lowing suit. One small independent 
finder weighed the documents he was 
required to send to Washington for 
one proposed transaction, and the 
scale registered thirty pounds. 

Yet, according to statistics of certi- 
fied accuracy, while 89 cents plus is 
the national consumer average price 
for 1000 cubic feet of natural gas (it 
is $1 to $2 in New York, Massachu- 
setts, Illinois and New Jersey and has 
been $2.42 in New York City), the 
finder is paid an average of 8.5 cents 
at the wellhead and the interstate de- 
liverer gets 23.5 cents. Moreover, the 
average production cost for the finder 
in Texas is 7.8 cents. 


In this situation it is inevitable that 
he will look hopefully to a freer and 
easier market, relieved of Federal su- 
pervision, and this market the petro- 
chemical industry appears to be cre- 
ating. Great manufacturers of its 
large array of products are building 
more and more plants in Texas, and 
some have transferred their entire 
activity from other parts of the coun- 
try. A petrochemical plant at Sea- 
drift uses twice as much natural gas 
as Connecticut. At Bishop a plant 





One of the most respected members 

of the Washington corps of news- 

paper men, Arthur Krock has twice 

been awarded the Pulitzer Prize for 

outstanding reporting. He is Wash- 

ington correspondent for the New 
York Times. 


uses One and one-half times the 


amount consumed in Rochester. At 
Texas City the use is more than that 
of Philadelphia. And the Texas find- 
ers and gatherers who supply this gas 
can make these trades subject only to 
collective bargaining and the super- 
vision of a state commission. 


The seventy petro-chemical plants 
already operating in Texas, sixty of 
which are along the Gulf Coast, make 
80 per cent of all the organic chemi- 
cals manufactured in the United 
States. At the end of 1955 Texas led 
the nation in new construction in this 
industrial field, with sixty-six proj- 
ects, at an estimated cost of $414.8 
million, that were completed, under 
way or scheduled. At this rate, and 
there are no signs of slackening, Tex- 
as industry conceivably could furnish 
the market for all natural gas find- 
ings within the state that did not go 
to private houses, stores and public 
buildings. And, with the demand 
growing outside, this presages the 
possibility of a natural gas famine. 


Texas is the best laboratory for a 
study of the problem of which the 
natural gas bill in the last Congress 
is the center. In 1930 only 26.6 per 
cent of the gas produced in Texas 
was marketed within the state. But in 
1955 this percentage was 51.2, and 
of the entire 1955 state gas produc- 
tion only 26.6 per cent was fed to 
the interstate transmission lines. And, 
the intrastate market is expanding. 


If the latter absorbs a much larger 
percentage, and it is to this market 
that both the big and little finders are 
looking, the Supreme Court might be 
confronted by the user communities 
and industries outside Texas with a 
proposition without legal parallel. 
This would be to rule that under the 
welfare clause of the Constitution, 
Texas must supply a certain propor- 
tion of its natural gas yield to inter- 
state pipelines at prices regulated by 
the Federal Government. But if the 
court so ruled—and its decisions in 
the so-called tidelands and New River 
cases make such a ruling not incon- 
ceivable—the Southern resistance to 
the school desegregation order would 
appear by comparison to have been 
compliance. At least that would 
probably be the reaction in Texas. 
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Films for Training 


Nine strip Films by ont Accessory Division Members further dealer Education 


UST ABOUT a year and a half ago 
J at the January 1956 directors 
meeting of the Oil-Heat Institute of 
America the Domestic Education 
Committee within the Accessory Di- 
vision proposed a sound-slide film pro- 
gram for dealer education. 

B. T. Wiechers, Webster Electric 
Co., chairman of the committee at 
that time announced a plan for in- 
dividual accessory manufacturers to 
prepare strip films to demonstrate the 
application and servicing of their 
products. The films were to be objec- 
tive, not of the sales type. 

Almost immediately a number of 
manufacturers indicated their willing- 
ness to participate and by the follow- 
ing summer a total of seven films were 
completed and made available for 
showing. Designed primarily for train- 
ing servicemen, these seven were 
joined by two additional films. 

Distribution of the films is arranged 
by the Institute’s Distribution Divi 
sion and to date ten of the larger 
chapters have been given complete 
sets of projection, sound tape and 
screen equipment, another set is kept 
in the Institute office for rental or 
emergency use. 

Wicechers also is working on an ex- 
tension of the program which would 
equip a sizable number of Distribu- 
tion Division chapters with recorder, 
projector and screen equipment. 

Progress to date can be evaluated 
from a report by Charles H. Burk- 
hardt, national secretary of the Dis- 
tribution Division, who says that, “We 
estimate that our nozzle film has been 





- Burkhardt 


Wiechers 
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viewed by 3,700 people in the indus- 
try. Almost 75 prints of this strip 
alone have been distributed. There are 
at least 15 copies of all of the other 
strips in circulation and some have as 
many as 20 prints in circulation.” 

Here are the titles and brief de- 
scriptions of the presently available 
film strips: 

@ Nozzle Servicing and Operation. 
This strip, in color, lasts approximate- 
ly 32 minutes. It covers the operation, 
function, handling and servicing of 
high pressure oilburner nozzles. Ex- 
cellent for service and installation per- 
sonnel, it supplies much valuable tech- 
nical information not generally known 
and thoroughly clarifies the situation 
concerning hollow and solid cone 
sprays. 

@ Breakthrough for Profit. This 42- 
minute color strip covers the increase 
in efficiency and reduction in costs 
that can be obtained by mechanizing 
office procedures. Four successful heat- 
ing oil dealers, ranging in size from 
500 to 20,000 accounts, appear in this 
film and tell their story. Shots were 
actually made on company location 
and in the offices of the individual 
heating oil dealers. An excellent film 
strip on improving the efficiency of 
dealer operations. 

@ Lady in Distress. An excellent 
technical strip in color, lasting about 
30 minutes on service and installation 
procedures for Minneapolis-Honey- 
well controls. Tracing a serviceman’s 
complete operation on a call, it also 
covers wiring of complete systems for 
hot water, steam and warm air. 

@ Sundstrand Pumps, Servicing and 
Installation. A 30-minute strip in color, 
covering all phases of servicing and 
installation, one and two-pipe systems, 
as well as a simplified explanation of 
the principles of hydraulics involved 
in the operation of high pressure oil- 
burner pumps. 

@ Oils Well That Ends Well. A 
color strip lasting approximately 25 
minutes dealing with all phases of 
servicing and installation of Webster 


June 


pumps. Also deals with hook-up for 
one and two-pipe systems and cop. 
tains many valuable service hints, 

@ It All Depends on You. Running 
about 25 minutes in color, this strip 
covers the service and installation of 
General Controls with special empha 
sis on the primary control (relay). 
Practical explanations for service and 
installation men. 

@ What About Thermostats. Forty. 
two minutes in color, this film thor 
oughly and extensively covers the field 
of thermostats. Produced by the Penn 
Control Company, it deals with the 
design, function, application, installa 
tion and adjustment of thermostats 
Excellent and complete coverage of a 
single subject. 

@ The Best Years. Twenty-six min 
utes in color, this is the story of the 
substantial and optimistic future 
awaiting the heating oil and oilheating 
equipment dealer. Produced by Fuzt: 
OIL AND O1L HEAT magazine, it tell 
of the resurgence of oil as a fuel in 
several markets where it had suffered 
from the competitive inroads of nat 
ural gas. An excellent film strip for 
dealer meetings, as well as for lifting 
the morale of personnel employed by 
dealers in areas undergoing extensive 
promotion by the natural gas inter 
ests. 

@ Humidifiers. A strip in black and 
white, produced by the Humidifier 
Association, it primarily concerns tt 
self with the function and sale of hu 
midifiers. Lasting 22 minutes, it pre 
sents a complete and simplified 
planation of humidity and tells of the 
profits to the dealer and the addi 
tional comfort to the consumer, toh 
cbtained from humidifiers. 

The film strips sell for $30 each, 
including the sound tape, or caf be 
rented for $12.50 per showing. ln 
sets of six or more, the price is $2) 
each. All are 35mm and requite ’ 
35mm film strip projector with a) 
standard tape recorder to amplify th 
sound ‘track; all sound tracks are ® 
V4” magnetic tape. 
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Need for Action 





Unrealistic rules on fueloil meters call for revision by Bureau of Standards 


By 
T. E. Carson 


sINGULARLY ENOUGH, a very confus- 
ing dilemma has been slowly reaching 
a crisis within the past year or so con 
cerning the proper and legitimate type 
of meter and recording devices now 
being used by the fueloil industry 
throughout the country in making de- 
liveries to individual consumers. 

Handbook 44-2d Edition was issued 
by the National Bureau of Standards 
i. 1955, superseding Handbook 44 
issued in 1949. There is one significant 
regulation in the Revised Handbook 
44, which is particularly pertinent to 
the industry. 

Paragraph $.11.2. RETURN TO 
ZERO.—The primary indicating 
elements shall be readily return- 
able to a definite zero indication. 


New Regulation 


The foregoing portion of the Code 
concerns itself with roll-back meters, 
and there is no authorization granted 
anywhere in the Handbook 44 to per- 
mit the use of cumulative type meters. 

Another regulation or section of 
the Code is shown on Page 97, 
§.21.1.1. which reads as follows: 


§.21.1.1. TERMS OF INDICAT- 
ING—Meters shall indicate in 
terms of gallons. The value of the 
smallest unit of indicated delivery 
on a meter used for retail de- 
liveries of liquid fuel for domes- 
tic use shall not exceed 1 pint, and 
on other meters shall not exceed 
| gallon. Fractional parts of the 
gallon shall be indicated in terms 
of either decimal or binary sub- 
divisions, 

The essence of the foregoing re- 
quires printing evidence to the con- 
‘umer showing the delivery into frac- 
tions of a tenth of a gallon. 

} The Handbook 44 issued by the Na- 
tional Bureau of Standards was de- 
veloped by the Conference Commit- 
tee on Specifications and Tolerances in 
‘operation with the Office of 
Weights and Measures of the Bureau, 


| ' 
etoil 


and revisions thereto must be con- 
ducted through the same channels. 

Reports from a good many sections 
of the country would indicate that the 
industry has been using a large num- 
ber of cumulative type meters in ad- 
dition to the roll-back, despite the fact 
that the Handbook makes no provision 
for the use of the cumulative type 
meters. Both meters provide the same 
result to the consumer, namely, the 
recording of the ticket down to the 
tenth of a gallon. 

The Committee on Specifications 
and Tolerances has taken the position 
that the roll-back meter, requiring 
zero starts, lessens the calculative ef- 
fort on the part of the consumer to 
learn the precise quantity delivered, 
since there is no need to check the sub- 
traction which is required where the 
cumulative type meter and duplicator 
are used. The Specifications and 
Tolerances Committee has held that 
they are not interested in allowing 
meters to be used for the benefit of 
the experts in the business and are 
more concerned with making it easier 
for the consumer to. discover the exact 
quantity delivered without the effort 
of substraction. 


Many cumulative Meters 


On the other hand, the industry has 
held that the cumulative type meter 
provides a more accurate accounting 
for the quantity in the vehicle, and 
for the quantity in the vehicle, and es 
especially in the event particular de- 
livery tickets are lost. Distributors, if 
my information is correct, have 
equipped a large number of the trucks 
in use throughout the county with 
cumulative type meters and printers. 

This question has been brought 
sharply to light in view of the action 
taken by the head of the Bureau of 
Weights and Measures in the State of 
Virginia, who issued an order in 1956, 
to the effect that cumulative type 
meters would be illegal for use in the 
State of Virginia. He has deferred the 
actual enforcement of this order pend- 


ing an appeal from the industry which 
is to be presented to the National Con- 
ference on Specifications and Toler- 
ances at their Convention in Wash- 
ington, D. C., on June 3, 4, 5, 6 and 7, 
1957. 


Virginia Decision 


Naturally, this decision in the State 
of Virginia seriously affected distribu- 
tors operating from the District of 
Columbia and from the State of Mary- 
land, since there is a tremendous in- 
terchange of fueloil business in these 
The Director of the 
Bureau of Weights and Measures in 
the District of Columbia and similar 
authorities in Maryland are not dis- 
posed to take the position of the 
Bureau in Virginia and have so ex- 
pressed themselves, despite the provi- 
sions in the Handbook 44. This same 
position has been shared by a number 
of various Bureaus of Weights and 
Measures throughout the country, all 
based on the ground that both meters 
should be allowed, since the consumer 
receives the same amount and suffers 
no injury. 


three areas. 


However, the time has come when 
this question should and must be set- 
tled. Machinery to accomplish this 
purpose has already been set in motion 
at a meeting held in Baltimore, Mary- 
land, on the night of April 29, 1957. 
Present at this meeting were: K. W. 
Birkin, chairman, American Petroleum 
Institute Weights and Measures Com- 
mittee; J. Hollis B. Albert, chairman, 
Oil-Heat Institute, Distribution Di- 
vision, weights and measures commit- 
tee; A. J. McCaffrey, vice president, 
Brodie Meter Co., representing the 
meter manufacturers and W. Gifford 
representing the National Oil Jobbers 
through the Empire State Petroleum 
Association. 

Also present at this meeting were 
A. Graham Shields, managing direc- 
tor, Oil-Heat Institute of Greater 
Washington, and T. E. Carson, ex- 
ecutive secretary, Oil Heat Associa- 
tion of Maryland, plus the Directors 
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of Weights and Measures Depart- 
ments of Baltimore City, the District 
of Columbia and the State of Mary- 
land. 


At this meeting, it was agreed by 
all present that the Handbook 44 
should be amended so as to permit the 
optional use of either roll-back or 
cumulative meters and recorders. The 
meeting resolved to establish a com- 
mittee with Birkin as chairman, which 
committee will prepare the proper 
resolution and present said restlu- 
tion to the Committees on Speci- 
fications and Tolerances of the Na- 
tional Conference at a special hear- 
ing on Sunday, June 2, 1957, with 
the hope and expectation that the 


Specifications and Tolerances Com- 
mittee will give approval and present 
the resolution before the Conference 
at its general Convention following 
on June 3, 4, 5, 6 and 7, 1957, at 
Washington, D. C. A suitable delega- 
tion from all phases of the Industry 
will appear at this special meeting on 
June 2, at which time the resolution 
will be presented by A. Graham 
Shields. 

In the meantime, arrangements 
have been made by the Committee to 
ask all segments of the Industry, es 
pecially the 60 Chapters of the Oil- 
Heat Institute throughout the coun- 
try, to acquaint the local Directors of 
Weights and Measures, who will at- 





Jet Planes bring new Refractory 
to the furnace Industry 


by 
William Clark* 


— HAVE BEEN many advance- 
ments made in the oilheating in- 
dustry to arrive at our present high 
level of comfort and convenience, yet 
major improvements have been rather 
scarce in certain phases. 

We have made a discovery which 
may well fit into the category of a 
major contribution to the industry. 
This new product is a revolutionary 
type of “felt” combustion chamber 
which replaces the traditional fire- 
brick or stainless steel chambers. The 
name of the new product is “Ceram- 
iflex.” 

We have felt for several years that 
there was an increasing need for a 
completely assembled and wired fur- 
nace requiring little or no installation 
labor and costs. It is a definite advan- 
tage to the dealer, particularly in new 
home work where there are multiple 
units requiring fast, efficient and uni- 
form installation, with a minimum of 
labor costs. This meant the combus- 
tion chamber must be installed at the 
factory and withstand shipment with- 
out damage. 





*Development Engineer — Armstrong 
Furnace Co. 
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For years the conventional refrac- 
tory firebrick of one form or another 
has been more or less the standard of 
the industry. 


Various grades of stainless steels 
have also been introduced to some ex- 
tent. All these materials have done 
an adequate job as combustion cham- 
bers and should not be criticized. 
However, we have felt there should 
be a better material for such applica- 
tion. This should be a material easier 
to handle and not subject to breaking; 
one which would give high combus- 
tion efficiency; one which would give 
quieter combustion. In short, we felt 
this was a good field for research for 
an improved product. 

Therefore, in beginning our search 
we set up several requirements which 
were deemed necessary: 

1. It must withstand high tempera- 
tures. 


2. It should be light weight. 
3. It must be a good insulator. 


4. It must be unbreakable in ship- 
ment. 

5. It should have good sound dead- 
ening properties. 

6. It should lend itself to easy as 
sembly and replacement. 


7. It must give good combustion 
efficiency. 








June 
1957 


tend the National Conference ang 
have power to vote, with the facts 
and the reasonable desires of the Ip, 
dustry, in order that this equitable 
measure shall receive favorable ap 
proval and adoption. 

The industry committee, under the 
Chairmanship of Birkin, took the Posi. 
tion that it would offer no opposition 
to the stipulation in the Handbook 44 
and the desires of the Weights a 
Measures people, to record fueloil de. 
liveries down to the tenths, While this 
brings in its wake some calculatiye 
problems in the field, the Committee 
felt that there were practical ways 
and means of handling the calculative 
problem successfully. 


8. It must be impervious to the 
products of combustion. 

9. It must be economically practi 
cal. 

This is quite a rigid set of require: 
ments. However, we believe we have 
found a material which will even 
surpass these expectations. We owe 
much of our success indirectly to the 
aircraft industry. With the tremen: 
dous advancement into high speed jet 
aircraft; it became necessary for the 
manufacturers of insulation materials 
to keep pace by developing newer 
and better insulating materials. 

Several manufacturers have suc’ 
ceeded in developing a new type of 
high temperature refractory material 
in the form of a flexible, felt-like mat. 
Several different materials are prey 
ently in existence, but they all fall 
into the same class and their proper’ 
ties are very similar. They were de 
veloped primarily for lining the e 
haust chamber of jet engines and 
other similar applications, The need 
was for something which would help 
deaden the noise and withstand the 
gruelling punishment of the exhaust 
flames. 

While none of these “felt-like” © 
fractories had previously been used 
for combustion chambers in domestic 
furnaces or boilers, it seemed to us” 
be a material application, since the 
requirements were so similar. 

The material we have selected 
withstand temperatures from 2000°F 
to 2300°F and still retain its fom 
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and insulating properties—even un- 
der continuous exposure to actual 
fame impingement. The reason for 
this is that the fibers of the material 
are made up of the same basic high 
temperature refractory material as 
better grade firebrick—only they are 
spun by a new process into very fine 
fbers. The fibers are essentially vitre- 
ous material, containing Aluminum 
Oxide and Silica. Small amounts of 
other oxides such as Titanium, Sodi- 
um, and Magnesium are also in some 
of the various types as well as small 
amounts of synthetic, or organic bind- 
ers, They are all basically identical, 
however, in that the fibers are inter- 
woven into a light weight homoge- 
neous felt. The average diameter of 
the fibers is about three microns. 


The material weighs only about 
5% as much as conventional firebrick 
in an equal sized combustion cham- 
ber. This means we can reduce the 
weight of a furnace approximately 
25 to 40 pounds. 

“Ceramiflex” has good insulating 
properties. It has a very low thermal 
conductivity especially at high tem- 
peratures. This is caused primarily by 
the fact that heat transmission due to 
radiation is reduced because of the 
opacity of the fibers to infra red. At 
high temperatures, radiation repre- 
sents a large portion of the total heat 
transfer, 





Armstrong employee demonstrates the 
bliability of the new combustion cham- 

". Ueramiflex is light enough for a 
voman to handle, although, we doubt 
if it will be necessary. 


loil 


We found we could reduce the 
thickness of refractory to only one 
third that required for firebrick and 
retain the same insulating value. We 
wanted approximately the same tem- 
peratures on the surrounding steel 
heat exchanger so this heating surface 
could be utilized effectively for heat 
transfer, 

The new refractory is unbreakable. 
The material is in the form of a felted 
mat, resembling low temperature in- 
sulation mats in physical appearance. 
The problems of breakage and crack- 
ing are completely eliminated. 

The material has good sound ab- 
sorption qualities due to the nature 
of the felted mat, with its thousands 
of fine refractory fibers interwoven so 
as to form myriads of tiny air pock- 
ets. It definitely met our requirements 
on this point. 

“Ceramiflex” is easy to handle. It 
is pliable enough to be bent to fit a 
contour, yet it is rigid and stiff 
enough to be self-supporting. Once in 
place it won’t move, sag or slump. 
Field replacement, if it becomes neces- 
sary, can be made easily with no 
mess. 

The new material will give high 
combustion efficiency. It has the fa- 
vorable property of coming up to 
temperature and “glowing” almost 
immediately, yet it will lose its heat 
within a few seconds after shut down. 
This means flame temperatures and 
temperatures in the combustion zone 
are at a maximum during practically 
all of the “on” cycle time. 

We are extracting the maximum 
Btu content from the oil in each 
combustion cycle with high COs, and 
low stack temperatures. 

Another desirable condition occurs 
as temperatures in the combustion 
area drop off immediately upon shut 
down, rather than rising. This elimi- 
nates the condition that causes forma 
tion of “gum” and “varnish” on the 
nozzle, which tend to plug it. 

With the use of our new material 
we believe we have gained the ad- 
vantages of both firebrick and stain- 
less steel without introducing any in- 
herent disadvantages, 

The exact life of “Ceramiflex” in 
our furnaces is not yet known. How- 
ever, sufficient life test data has al- 


ready been compiled to insure its be- 
ing at least equal to that of firebrick. 
Our test results were verified by the 
Underwriters’ Laboratories and the 
material is listed by them for use in 
in our new furnaces. 
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York Shipley buys Furnace 
Division, Jackson & Church 


THE FURNACE DIVISION of Jackson & 
Church Co., Saginaw, Mich., has been 
purchased by York-Shipley, Inc., 
York, Pa., according to an announce- 
ment by S. H. Shipley, president. 

The purchase agreement covers all 
assets of the Division including de- 
signs, patents, trade marks, copyrights 
and franchise agreements. Also ac- 
quired was the Furnace Division, 
Timco Corp., Tawas City, Méich., 
wholly owned subsidiary of Jackson & 
Church. 

Jackson & Church has manufac- 
tured three basic types of furnaces— 
suspended, floor and direct fired used 
primarily for commercial-industrial 
applications. 

Richard J. Hoover is manager of 
the division, F. C. Adams is sales man- 
ager and F. E. Young, assistant sales 
manager. The field sales staff of 12 
men will continue with York-Shipley 
selling the Jackson & Church line. 
Other key employees have been moved 
to York, Pa., where the equipment 
will be manufactured. 

Howard K. Beck, who until now 
was president of Timco and Jackson & 
Church Furnace Division is remaining 
with Jackson & Church and has been 
appointed executive vice president. 

Another merger recently announced 
is combining Humble - Mundis Co. 
with York-Shipley to form the Ship- 
ley Humble Division. 

The two divisions, Shipley-Roose- 
velt Oil Service and Shipley Cooling 
and Heating Service, and the Hum- 
ole-Mundis Co. have supplied fuel- 
oils, heating and cooling service in 
the area for 28 years. 

Officers of this new division are 
Charles H. Lecrone, manager; George 
L. Humble, manager of heating fuels 
department; George H. Mundis, traf- 
fic manager; James J. Carr, admin- 
istrative assistant; and W. E. Snyder, 
service manager. 







73 

















AN THE END of World War II the 
oilheating was dis 
turbed over the prominence of cata- 


industry 


lytic cracking effects on home heating 
oils. New adjustments were needed, 
new fittings for burners, sometimes 
blending of No. 2 with lighter oils. 

The catalytic fuels had more Btu 
but more difficult ignition and flame 
propagation. 

After the tight supply winter of 
1947-48 most of the larger refiners 
started building up the quality of 
their oils and the improvement since 
then has been very pronounced all 
along the line. 

Yet the dealers still kept looking 
back to those prewar fuels with con- 
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Hydrogenation improves Fueloil 


Visitor to Gulf Oil Co. Laboratory learns about less sulphur, carbon, sludge 


siderable nostalgia and wishful think- 
ing. Today, praise be, we’re moving 
much closer to duplicating them. Be- 
fore the war, most of us had never 
cared about the “hydrogen-carbon ra- 
tio; then we learned that a decrease 
in hydrogen had brought some of our 
troubles. Why not, then, just put 
some hydrogen back in, if it could be 
done at a price. 

You'll remember that in 
years the diesel people were getting 
more hydrogen to hold up their ce- 
tane ratings, which had to do with 


those 


ignition characteristics, We were of- 
ten tempted to buy diesel fuel for our 
oilburner because it typically cost 
only a little more, but of course there 





Test Burner 















was never enough for the huge de 
mands of oilheating. 

Now we discover that the hydro 
gen is being put back in, which is 
probably an_ oversimplification but 


anyway that’s the effect. Gulf’s new 
“Gulfining” process does essentially 
that. The company has built a large 
new unit at its Port Arthur, Texas, 
refinery for the primary purpose of 
hydrogenation of distillate fuels. 

Some of the results are shown in 
TABLE 1. 

The comparisons here are limited 
to the more commonly known yard: 
sticks. Notice that we have taken 
three fuels and shown first their orig 
nal state and then the change after 
hydrogen is introduced. 

First, the API gravity is lighter, par’ 
ticularly so on the cat-cracked and 
the blend. Viscosity is changed but 
very little. The flash point is much 
better on the straight catalytic vat’ 
ety, and some better on the straight 
run and blend. The odor is improved 
all along the line. 

But now we come to a big improve’ 


Seven pilots, one observer. Photo- 
graphed at the interesting visit to the 
Gulf laboratory, from the left: R. P. 
Gilmartin, Gulf Oil Corp., Dr. H.4 
Ambrose, John Scarr, Dr. W. A 
Horne, B. R. Walsh, all Gulf Research 
€ Development Co.; then C. * 
Kramb, Gulf Oil Corp; Robert Gr) 
FuEtom & Om Heat; and E W. 
Kramer, Gulf Research & Develop 
ment Co. 
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Pigmy-sized oilburner developed in the lab for testing fuels. efficiency . . . maybe a water heater possibility. On right 
Here it is rigged with glass cover to try for clean burning. is a fuel weight scale developed to check absolute firing 
A small rotary burner, 4/2” in diameter, it burns No. 2 rates and similar needs. It is now made by Pam Mfg. & 
oil, as low as half a pint an hour with high operating Sales, Inc., under license from Gulf. 
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Fiterability Test Apparatus. They use a synthetic sludge of No. 2 oil filtered. On the right is a plan view of fuel 
and plot a curve of degree of filter plugging vs. gallons weigher with the cover removed. 

























‘dl ment... . notice what happens to the cult fuels on this point have carried 
. sulphur content. The hydrogen eats so much free carbon that the neigh- 
co it up—or throws it out or anyway bors complained of fly-ash. 
jh gets rid of it. That’s a real help to Then the cetane number, or igni- 
+ bt the internal parts of the oilburning tion indicator, moved up on the 
ear system. straight cat-cracked by quite a mar- 
var Look at the carbon residue, that gin. It improved a little on the 
rah! perennial builder-up of sludge. It’s straight run, stayed the same on the a —_ 
a almost gone. Some of the most diffi- blend, although it was already high. Blade adaptor for mixing air and oil. 
prove TABLE 1 
Some Properties of various No. 2 Fueloils and Blends, showing Hydrogen Effects 
Kuwait Kuwait 
Photo Hydrogen Sweetened Hydrogen Blend Hydrogen 
, Fluid Treated West Texas Treated 70% S. Run, Treated 
to we Catalytic Catalytic Straight Straight 30% Cat. Same 70-30 
R. P. Cracked Cracked Run Run Cracked Blend 
H. A yo. Gravity: °API 22.6 26.0 39.6 40.3 33.6 35.7 
cA iscosity SUV: 100°F. 36.5 35.4 32.3 32.5 35.2 35.1 
search Flash, P-M: °F. 208 184 164 161 176 174 
Color, astm Union Qs 1— 1.5— 1 3 2— 
Cc, £ 
Gr é Odor Poor Good Fair Good Fair Good 
YT Catbon coia,,, Sulphur: % 2.10 0.36 0.71 0.11 1.47 0.18 
E,W. n residue, 10% bot. 0.23 0.04 0.17 0.01 0.21 0.03 
ryelop’ ie _Cetane number 24.5 27.1 46.4 47.5 48.0 48.0 
istillation, 10% at °F. 469 449 407 405 437 438 





90% at °F. 607 512 513 605 599 
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Any diesel engine would love to burn 


this blend. 


One other significant point is 
brought out in TABLE 2. Here we see 
the result of hydrogenation on straight 
and blended fuels in storage stability, 
or what happens in the customer 
tanks. The untreated cat-cracked oil 
built up quite a deposit; hydrogen 
treatment kept it clean. The straight 
run was clean and hydrogen made it 
more so. The blends look fine on this 
point, especially the last one. The 
color is also much more dependable 
under treatment . . . where hydrogen 
is used it darkens no more than one 
point in six months storage. 


Robert Gilmartin of Gulf, who is 
also chairman of the Technical Div. 
of OHI, has said that there’s no good 
excuse for more than one burner serv- 
ice call a year, and we're moving in 
that direction. 

The Gulf oilheating laboratory is 
part of a huge park-like development 
of lawns and buildings a few miles 
out of Pittsburgh where almost every 
variety of oil technology is explored. 
In the combined group of buildings 
are 1,300 workers, discovering new 
things, improving old. 

The oilheating lab is being en- 
larged about 50% as its importance 
grows. The scientists are working 
with several prominent burner manu- 
facturers, observing performance of 
their units, making suggestions. This 
gets into heavy oil as well as light. 


Then they are doing some original 
research on oilburning. One item is a 
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turbulation adapter with a hole to slip 
over the nozzle. It has vanes that set 
up a turbulation right at that point. 
This fitment, if perfected, can be ap- 
plied to old burners now in use. Then 
they're working to get a temperature 
control for tobacco barns that will 
work properly without electricity. 


They have a new small laboratory 
burner for testing clean burning 
properties of oils . . . it looks like a 
dream for a water heater manufac- 
turer. 


The most significant impression you 
get in spending a few hours in a ma- 
jor oil company laboratory is a defi- 
nite assurance that they like the 
looks of oilheating’s future. They’re 
spending big money in laboratory 
and refinery to be sure of getting at 
least a good share of the business of 
fueling the homes of America. Big 
money companies and men are not 
too often wrong. 


This refinery unit at Port Arthy 

Texas, was designed and built express. 

ly for the hydrogenation of fueloils 

Below, is the miniature unit in the 

laboratory where the hydrogenation 

process was first developed through 
research, 


Heavy burners, too. Here Walsh starts 
a big one on No. 5 oil as Gray and 
Dr. Ambrose hope for the best. 


TABLE 2 
Storage Stability of No. 2 Oils and Blends 


Storage, 
Months 


Untreated, cat-cracked 


Hydrogen treated, cat-cracked 


Untreated W. Texas 

straight run 

Hydro treated W. Texas 
straight run 
3LEND: 51% hydrogen treated 
cat-cracked; 49% untreated 
straight run 

BLEND: 51% cat-cracked, 
49% West Texas straight 
run, both hydrogen treated 
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Nozzle spray Patterns 


by 


Stanley Czarnecki* 


PRAY CHARACTERISTICS standard- 
rion by manufacturers of oil- 
burner nozzles has for many years 
been a favorite subject of discussion 
by members of the oil heat industry. 
The six companies comprising the pri- 
mary manufacturers of fuel nozzles 
realize that a more comprehensive 
method of standardization is desirable, 
and have discussed with each other 
the various aspects of the problem on 
numerous occasions. 

The recent OHI film strip, composed 
and released by this group, is a step 
toward clarification of this problem 
and is indicative of their desire to tell 
the industry as much about nozzle de- 
sign, manufacturing, and performance 
as possible. Definite steps have been 
taken over the past few years to en- 
lighten and educate the industry rela- 
tive to nozzle applications, and fur- 
ther progress will be accomplished. 

Of primary importance in studying 
the standardization aspect of the noz- 
ue industry is the realization that six 
individual manufacturing concerns are 
involved. Although cooperation is ef- 
fected in many ways between these 
companies, each is a separate entity 
and as such each has developed, over 
a period of years, their own ideas con- 
cerning the most satisfactory methods 
of producing and testing nozzles. This 
i$ a fundamental characteristic of 
‘very manufacturer, regardless of the 
Product; and is vital to progress and 
competition in all industries. 


As a result of the varied internal 
eg 


*Eddi : 
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design of nozzles between manufac- 
turers, each has a different basic spray 
characteristic. This in turn results in 
the possibility that nozzles of different 
makes, although identified as the same 
spray pattern and angle, will produce 
varied results when applied to the 
same oilburner. The only possible way 
to obtain identical spray characteris- 
tics would be for each manufacturer 
to produce nozzles of identical inter- 
nal construction. This, of course, is 
not possible nor is it desirable. 

Spray patterns are normally di- 
vided into solid and hollow categories 
and any number of variations in classi- 
fications between, called semi-hollow 
or semi-solid. The basic concept of a 
hollow nozzle is one which directs 
practically all of the fuel to the out- 
side of the spray cone. A solid nozzle 
directs the fuel particles consistently 
throughout the spray cone. A semi- 
hollow or semi-solid nozzle directs the 
fuel particles in patterns between the 
solid and hollow characteristics. 

This indicates that a varying de- 
gree of “hollowness” or “solidness”’ is 
possible between nozzles of different 
manufacture. Some makes of hollow 
nozzles have a broader band of fuel 
spray on the cone edge than others. 
Some direct fuel into the center of the 
cone and would be classified as hollow 
by one manufacturer and semi-hollow 
by another. Each has its advantages 
for particular applications, as does 
every nozzle type produced by the six 
companies responsible. 

Close cooperation between the noz- 
zle manufacturers and the oil heat 
equipment manufacturers has resulted 
in greatly improved operation efh- 
ciency and serviceability of their 


equipment over the past few years, 
and the industry is continuously be- 
coming more aware of the necessity 
for producing increasingly efficient 
systems. As a result, most burner 
equipment manufacturers specify the 
make and type nozzle most suitable 
for their units, and this information 
is readily available to their dealers. 

If, however, the dealer does not 
have this information, or prefers to 
use a nozzle different from that make 
recommended, then he must proceed 
with combustion tests. In order to ob- 
tain maximum efficiency results, the 
burner should be tested with various 
nozzle types within the flow capacity 
required. Hollow, semi-hollow, and 
solid with 60° or 80° spray angles are 
the most common combinations, but 
others may produce better results in 
certain instances. 

The nozzle industry has made sub- 
stantial improvements in their nozzles 
to provide increased efficiencies and 
serviceability to the industry, and will 
continue to cooperate in every way 
possible. The number of nozzle types 
and spray angles has greatly decreased 
over the past 15 years, and standard- 
ization has been a definite goal. We 
also feel that the heating equipment 
industry is doing much to decrease 
confusion in nozzle selection by being 
more specific in the recommendations. 
There is a limit to standardization, 
and this limit is based on the favor- 
able individualistic concepts of our 
nozzle and oil equipment manufac- 
turers, vital to the improvement of 
products and competitive spirit of our 
industry. 










































Boston ready with double Treat— 


OHI Convention, oil heat Exposition 


ies WEEK of June 3 in Boston 
affords the oilheating industry 
the unigue opportunity of attending 
the annual meeting of the Oil-Heat 
Institute of America, June 3 to 6, and 
the 1957 Biennial Eastern Exposition 
of oil Heat and domestic Cooling, 
June 4 to 7. 

OH!'s convention takes place in the 
Sheraton-Plaza Hotel, as outlined in 
the accompanying schedule of meet- 
ings; the Exposition, under the aus 
pices of the Oil Heat Institute of New 
England, open June 4 at the Hotel 
Statler and runs through June 7. 


After Institute meetings, including 
Divisions and committees, on June 3 
and 4, the remaining two days of the 
convention are devoted largely to 
Dealer Management Conferences dur- 
ing the morning of June 5 and 6. The 
two Conference sessions provide 70 
round table gatherings, arranged so 
that one person can attend three each 
morning, six in all. All phases of heat- 
ing oil, oilheating and cooling equip- 
ment are to be covered. 

The ballroom of the Sheraton-Plaza 
will be divided into 35 rooms, each 
seating up to 30 persons. Each is to be 
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Schedule of Meetings 


35TH ANNUAL OHI CONVENTION 
Sheraton-Plaza Hotel 
Boston, Mass., June 3-4-5-6 


MONDAY, JUNE 3 


Retiring Distribution Division Board 
Annual Meeting Distribution Division 
Annual Meeting Accessory Division 
. Annual Meeting Technical Division 
M. Retiring OHI Board of Directors 

. Annual Meeting of OHI 
Mfgr.—Acces. Membership Committee 
Mfgr. —Access. C-I Sections Meeting 
Domestic Education Committee 
New Dist. Div. Executive Committee 
New Dist. Div. Board 
C-I Engineering Committee 
New OHI Board of Directors 


TUESDAY, JUNE 4 


Technical Division Symposium 
Heating oil Quality by R. P. Gilmartin, Gulf Oil Co. 
The Handling and Use of domestic heating Oil, by E. 
W. Cole, Texas Co. 
Oilfired Airconditioning by R. W. Sage, Esso Research 
& Engineering Co. 
‘“Weathertrix” by D. H. Bottrill, Oil-Heat Institute of 


Pulsation in oilfired Equipment by Abbot Putnam, 
Batelle Memorial Institute 

Field Testing of improved home heating Equipment by 

eeks, Esso Research & Engineering Co. 
Technical Side of good burner Servicing by T. R. 

Loizeaux, T. R. Loizeaux Fuel Co. 

C-I Education Committee 

Market Research Committee 

Domestic Engineering Committee 


Old Timers’ Club Jamboree, Red Coach Grill 
WEDNESDAY, JUNE 5 


Dealer Management Conferences 


THURSDAY, JUNE 6 


Dealer Management Conferences 
Domestic Manufacturers Management Conference 
Annual OHI Luncheon 


R. L. W 
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moderated by an expert on the specific 
subject, who, after short introductory 
remarks, will conduct an open discus 
sion for the remainder of the hour ay 
signed to the topic. 

Fred Heaney, national chairman of 
the Distribution Division, is general 
chairman of the convention program 
committee, with Pat F. Caputo, Long 
Island, and Everett Elliott, Danvers, 
Mass., co-chairmen of the Distribution 
Division’s convention program com 
mittee. 

Fred N. Beckwith, is manager of 
OHI of New England’s exposition, 
which opens to the trade on June 4 
from 1:00 to 10:00 P.M., repeats 
these hours on June 5 and 6 and opens 
from 1:00 to 5:00 P.M. on June 7, 
the final day. 
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List of Exhibitors 


Eastern biennial Exposition of 
oil Heat and domestic Cooling 


Space No. 


Adelta Mfg. Co., Inc. (242) 
(Ray Westlund, Jr.) 


Air Conditioning Engineering Co. (262) 


American Aluminum Window (146) 
Corp. 


American-Standard Air (272) 
Conditioning Div. 

Attending: F. Cascone, F. Hichey, W. 
Sheehan, H. Rossell, J. Cook, T. Low, 
P. Kenney, A. Bresnick, E. Bennett, 
Jr. 

Exhibiting: Central air-cooled aircon- 
ditioning units; new home comfort 
payment plan; dealer aids. 

New Products: ACP-20. 


American-Standard Plumbing (140) 
and Heating Div. 

Attending: R. A. Baker, L. Bell, S. F. 
Campbell, J. Cronin, J. Driscoll, F. 
McGrath, B. Nagle, W. Nethercote, 
L. Pierce. 

Exhibiting: Factory assembled pack- 
aged unit and boiler unit; oilburner 
with one adjustment; year around 
airconditioning system. 

New Products: Arcoleader oilheating 
unit; Residential Remotaire; PH oil- 
burner, 


American Tube Products, Inc. (131) 

Attending: C. H. Kirk, C. H. Kirk, Sr., 
J. Jones, R. Boswell. 

Exhibiting: Tankless hot water heat- 
ers; heating specialties; expansién 
regulator. 

New Products: Expansion regulator. 


Amory Aluminum Corp. (125) 


Applied Mechanics Co. (125) 

Attending: H. J. G. Rudolf, W. G. 
Burbo, 

Exhibiting: Guardian gauge; Fil-thru; 
Galonage. 

New Products: Guardian gauge. 


Automatic Devices Co., Inc. (270) 
Attending: H. T. Kucera, D. Horan, J. 
McAdams, H. MacVicar. 


Exhibiting: Residential type Weather- 
Flo controls. 


Bacharach Industrial (214) 
nt Co. 
Bascom Co., Inc., George R. (245) 


Atending: A. J. Isgur, H. Osterhandt, 
Exhi J. Hurley, W. S. Sanders. 
biting: Automatic oilburners: 
ting and airconditioning units. 


€w Products: Permaglas furnaces and 
airconditioners, 


Pre & Gossett Company (253) 
nding: J. A. Ivester, G. Koenig, W. 


Hotel Statler, Boston 
June 4 to 7, 1957 


Space No. 


S. Warner, S. C. Jacobs, Jr., W. G. 
Sharpe. 
Exhibiting: Complete line of B & G 
specialties for heating and cooling. 
New Products: B & G System-Saver. 


Bogardus, W. O. Co. (138) 


Boston Machine Works Co. (109-110) 

Attending: R. L. Dennis, H. C. Walters, 
I. M. Nelson. 

Exhibiting: Ideal nozzle extractor, 
Clearview oil tank gauges, Boston 
draft stabilizers, Instant-Glo combus- 
tion chambers, Apthorp nozzles, Bos- 
Maco-Apthorp nozzle service kits, 
Boston chrome steel hang down baf- 
fles, Wigwam-Thermcaps, Boston 
Breese horizontal burners. 


Burnham Corp.—Boiler Div. (142-143) 

Attending: F. R. Brophy, C. F. Hill, R. 
G. Prue, A. MacGregor, F. Sannella, 
W. P. Benson, P. Barrett. 

Exhibiting: Pacemaker cut-away sam- 
ple oilburning boiler, Pack-King oil 
boiler; Base-Ray cast iron radiant 
baseboards; Hide-Away cooling unit. 

New Products: Pace-Pak crated oil- 
heating unit. 


Burroughs Corporation (229) 


Carlin Co., The, (237-238) 
U. S. Burner Div. 

Attending: B. C. Lindberg, J. C. Carls- 
berg, B. Watling, H. B. Hastings, Jr. 

Exhibiting: High pressure gun type oil- 
burners with burner mounted con- 
trols. 

New Products: 5005-35; 650 and burner 
mounted controls on models 8005-4 
and 2000. 


Char Gale Mfg. Co. (234) 

Attending: E. Rudden, W. DuBord, J. 
La Tuff, G. B. Sprick. 

Exhibiting: Galvanized and aluminum 
ducts and fittings for heating and 
cooling applications. 

New Products: Standardized ducts, 
fabricated and vapor-sealed insu- 
lated. 


Chicago Steel Furnace Co. (136) 


Cleaver-Brooks Company (259) 

Attending: J. V. Resek, H. J. McCoy, 
W. J. DeMuth, H. L. Fitzpatrick, T. 
M. Walczak. 

Exhibiting: Combination oil-gas burn- 
ers, oilburners for No. 5 oil; Air 
atomizing burners for No. 6 oil. 


Columbia Boiler Co. of Pottstown (209) 

Attending: E. C. Beswick, J. J. Meade, 
H. J. Loughney, F. I. Boarman, J. G. 
Howley. 

Exhibiting: Low pressure steel heating 
boilers; Columbia oilburners; Colum- 
bia baseboard radiation. 


Space No. 


Combustion Control Div., (258) 
Electronics Corp. 

Attending: L. D. Sibley, P. K. Ryder, 
W. S. Tallon, J. G. A. Mitchell, G. 
Lind, F. Leake, J. Gill, T. Houlihan. 

Exhibiting: Fireye flame safeguard 
controls and control systems for com- 
mercial and industrial burners. 


Commercial Filters Corporation (254) 
Attending: H. A. Wilson, J. R. Chis- 
holm, R. L. Fielding, R. Rockett. 
Exhibiting: Oilburner and bulk plant 

filters. 
New Products: Honeycomb filter tube 
4-FO. 


Crane Company (203) 


Dale, John (115-116) 
(Watts Regulator—Kek) 

Attending: J. Dale, W. T. Ferguson, 
F. L. Fowler, S. Dick, L. J. Shiebler, 
C. T. Grace, J. Dale, Jr., W. R. Dale. 

Exhibiting: Watts Regulator Co., 
plumbing and heating safety devices; 
Anderson Products, Inc., Vent-Rite 
air and vacuum controlled venting 
valves; Kenite Laboratory, Kek boil- 
er conditioner and Rep boiler repair. 


Delco Appliance Div., (147) 
General Motors Corp. 

Attending: W. J. Wagner, J. T. Tighe, 
T. J. Affleck, H. M. Caulkins, R. L. 
Riddell, W. C. Woodhouse, P. E, Carl- 
son, J. K. Stedman, R. B. Swift, V. H. 
Duxbury, A. J. Tickell, G. H. Diehl. 

Exhibiting: Oil furnace; oilburner; oil 
boiler; 3 hp. remote airconditioning 
units; 2 hp. stow-away Conditionair. 

New Products: Boiler and aircondition- 
ing equipment. 


DeWolfe, James L., (265) 
(Stone Base Tank Lining) 

Attending: J. DeWolfe, H. DeWolfe, J. 
McGillis. 

Exhibiting: McGillis stone-base oil tank 
liner. 


Dielectric Products Co., Inc. (231) 

Attending: H. T. Carey, P. Krueger, 
L. F. DeNicola. 

Exhibiting: Complete line of ignition 
electrode assemblies. 


Dole Valve Company (224) 
(T. G. Colter) 

Domestic Engineering (123) 

Exhibiting: Publication. 

Duc-Pac, Inc. (223) 


Attending: R. F. Swett, V. S. Hurd, M. 
Landau. 

Exhibiting: Prefabricated fittings and 
ducts for warm air and aircondition- 
ing installations. 

New Products: Round fittings for 
perimeter system featuring the “2 
Basic Fitting” system. 
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Space No. 
(211) 


du Pont de Nemours, 
E. IL. & Co., Inc. 

Attending: W. E. Bettoney, F. C. Ar- 
nold, W. T. Robinson, W. D. Bertol- 
ette, L. L. Berkan. 

Exhibiting: Fueloil additive No. 2. 


Duro Dyne Corp. (124) 

Econo Products Co., Inc. (103-104) 

Attending: J. F. Glump, J. C. Hartley, 
D. Doane, B. Brennen. 

Exhibiting: Hot water circulators; flow 
control valves; low water cut-offs; 
Electro-Larm boiler protector; air 
valves for hot water and steam sys- 
tems. 

New Products: Zone-A-Trol valves. 


Electric Furnace-Man, Inc. (130) 

Attending: G. Hewitt, A. Floyd, A. En- 
nis, G. Lanza, E. A. Emmert. 

Exhibiting: Oil-fired warm air furnace; 
oil-fired boiler-burner unit; conver- 
sion oil furnace. 

New Products: Packaged hot water 
boiler-burner unit. 


Embassy Steel Products, Inc. 

Attending: Irwin B. Nelson. 

Exhibiting: Complete line of convector 
radiators; baseboard radiation; in- 
dustrial and institutional finned tube 
and steel boilers. 


(266) 


Everhot All-Copper, Inc. (240) 


Evis-Northeast Company (232-A) 

Attending: M. Agins, W. S. Coy, Jr. 

Exhibiting: Water and fueloil condi- 
tioner. 

New Products: Fueloil conditioner. 


Field Control Division, (241) 
H. D. Conkey & Company 
Fitzgibbons Boiler Co., Inc. (207) 


Attending: R. K. Addams, G. E. Olsen, 
G. Nelligann, F. W. Harmer, D. D. 
Rindner, J. Gadzuk, K. Badger. 

Exhibiting: Residential package units 
in four sizes, two jacket styles, com- 
pletely fitted up and wired with low- 
voltage controls. 

New Products: New 7700 series of resi- 
dential package units. 


Fostoria Pressed Steel Corp. (139) 

Attending: T. J. Urell Co.; representa- 
tives from New England distributor; 
J. J. Sweeney, E. W. Kuhn. 

Exhibiting: Improved C-R Dynapump, 
“high head” water circulator. 


Fuel Oil News (269) 
Exhibiting: Publication. 
Fueloil & Oil Heat (220) 


Attending: R. Gray, B. Dunphy, J. W. 
Schulz, A. G. Winkler, L. Steedle, D. 
Raymond, J. Becker, G. Farrell. 

Exhibiting: FUELOIL & OIL HEAT maga- 
zine; Oilburners by Steiner; The Sell- 
ing Man; Better Oilheating; Vapor- 
izing Oil Burners; Reprint booklets: 
Installing the domestic Oilburner; 
Oilheating Snags; Heading off 
Trouble; Profits in Cooling; Wall 
Flame rotary Oilburners; Fundamen- 
tals of oilburner Controls; Commer- 
cial-Industrial Oilburning. 
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Space No. 


General Automatic Products (268) 
Corp. 

Attending: H. J. Hughes, R. E. Lee, R. 
M. Hodgdon. 


Exhibiting: Floor level baseboard radi- 
ation; oil-fired boiler burner unit— 
series “LO.” 

New Products: LO boiler. 


General Electric Company, (210) 
Heating Division 
General Filters, Inc. (111) 


Attending: R. G. Gregory, F. E. Bot- 


General Fittings Company (257) 


Attending: J. J. Cotter, V. Goodling 
R. F. Hull, E. H. Neilsen. 


Exhibiting: Tankless water heaters, ex. 
ternal and built-in types; fueloil pre. 
heaters; heating specialties, 


New Products: Thermostatic boiler 
unions; Perma-cushion water ham. 
mer silencers. 


Gerwin Industries, Inc. (136) 




















tiger, W. B. Roscoe. : Gross Furnace Mfg. Co., Inc. (235-23) 
Exhibiting: Fueloil filters; warm air 
humidifiers; Clean-Right soot re- 
mover; Unifilters; water traps. Gulf Oil Corporation (263-264) 
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Space No. 


Hall Equipment, Inc. (127) 
(Marlow Pump) 7 ; 
Exhibiting: Oil dispensing equipment. 


d Oil Burner Corp. (250) 
Suies: R. W. Campbell, R. Sklad- 
zien, R. H. Deehan, R. Devereux, F. 
ippert. 
slanting: Rotary atomizing oilburn- 
ers; pressure burners. k 
New Products: Rotary atomizing oil- 
purner—220 V—50 cycle for export. 


Heat-Timer Corporation (108) 


Heil Co., The (232) 

Attending: J. S. Huber; F. Zwanzig, c. 
Kahl, Jr. 

Exhibiting: Conversion oilburner; oil 
furnace and airconditioning. 

New Products: Package airconditioner. 


Hoff Mfg. Co. (267) 


Hy-Test 303 Corp. (126) 

Attending: J. Valk, Jr., P. M. Calos, 
J. J. Burns. 

Exhibiting: Fueloil additive and dehy- 
drator; Hy-Test merchandising pro- 
gram. 

New Products: Erie dehydrator. 


Iron Fireman Mfg. Co. (218) 
Attending: R. J. Greene, R. G. Duncan. 
Exhibiting: Oilburners. 


Kaustine Furnace & Tank Corp. (128) 


Landau Associates (136) 

Attending: W. E. Duffy, O. Berg, A. L. 
Yeager, L. C. Cotts, B. King, D. Cul- 
lom, E. P. MacDonald, M. Landau. 

Exhibiting: Mor-Sun furnaces and air- 
conditioners; Chicago steel furnaces; 
Thermo-Base warm air baseboard; 
Malco tools. 


Lexington Corp. (202) 


Lima Register Co. (212) 
Attending: B. Armour, A. Jevons, W. 
Franks, 

Exhibiting: Registers; grilles; diffus- 
ers; Windmaster draft controls. 
New Products: Airconditioning regis- 
ters; lever-operated registers; new 
round Windmaster draft regulator. 


Lordan & Edwards Co. (101-2-3-4-5, 
113, 114) 
Lynn Products Co. (121) 


Attending: W. G. Chapman, E. C. 
Leach, E. K, Priest, D. Russell. 

Exhibiting: Power-burners. 

New Products: Model 55. 


McDonnell & Miller, Inc. (206) 


Attending: R. Be i 
oR. rry, R. Fitzgerald, W. 
Fitzgerald. . 


Exhibiting: Water feeders and cut-off 
Combinations; pump _ controllers; 


make-up water feeders for receiving 
lie » Pressure and temperature re- 
te valves; combination pressure- 
mperature relief valves; float oper- 
ated switches 
Witches, 


and valves; flow 





Space No. 
Massachusetts Trades Shops (230) 
School 
Attending: R. A. Potter, W. J. Horton, 
M. P. Marston, K. G. Finlay. 
Exhibiting: Training program informa- 
tion. 


Matthews, A. M. & Co., Inc. (228) 


Modern Equipment Corp. (324) 
(See Char-Gale) 


Morrison Steel Products, Inc. (136) 


Morse-Smith-Morse Co., The (217) 

Attending: R. P. Johnston, J. C. Diesel- 
man, E. B. Lingel. 

Exhibiting: Firomatic products, fusi- 
ble valves, non-fusible valves, tank 
and tank filter valves, thermal 
switches, fueloil filters, vent caps, fill 
boxes and caps. 


National-U. S. Radiator Corp. (204-205) 

Attending: E. W. Rule, F. P. Darcy, 
D. T. Edwards, W. Lawlor, J. E. 
Matheny, W. MacQueen, W. L. Nelli- 
gan, L. Kenworthy, F. Cerutti, R. H. 
Welch. 

Exhibiting: Cast-iron boiler; base- 
boards; convectors; airconditioning 
equipment. 

New Products: Sunray IV cast-iron 
packaged boiler; Mark III steel 
packet. 


New England Equipment Dealer (271) 
Exhibiting: Publication. 


New England Technical Institute (225) 

Attending: P. Godlove. 

Exhibiting: Slides and catalogs per- 
taining to oilheating, airconditioning. 


Oil Equipment Mfg. Corp. (129) 


Paco Industries, Inc. (105) 

Attending: A. Bloom, R. Cohen, R. 
Mesavage, L. D’Amico. 

Exhibiting: Rebuilt automatic heating 
controls and fuel units of all leading 
manufacturers. 


Parke-Hill Chemical Corp. (132) 


Pullman Vacuum Cleaner Corp. (213) 

Attending: E. A. Green, R. Berns, H. 
Goodwin. 

Exhibiting: Never-Clog vacuum clean- 
ers. 


PurOlator Products, Inc. (239) 


Quality Specialty Co., Inc. (112) 

Attending: C. Jay, B. Jay, J. Jay, T. J. 
Urell, S. Schwartz, A. Beck. 

Exhibiting: Control valves; air and 
water separators; air eliminators; 
tank drains, separators. 

New Products: Purge and balancing 
valves, Ventflo control valves, live 
demonstration of air and water sepa- 
ration for hot water domestic heat- 
ing systems. 


Quiet Automatic Burner Corp. (106-107) 


Space No. 
Radio Corporation of America (219) 


Rheem Mfg. Co. (260-261) 


Richmond Plumbing Fixtures Div. (128) 

Attending: G. B. Chandless, Jr., L. S. 
Maehling, R. Shelton, J. W. Shea, M. 
J. Holmes, Jr., J. T. Simpson, L. B. 
Havican, J. A. Jacksina. 

Exhibiting: Oilfired warm aircondition- 
ing units; oilfired boiler. 


Rochester Mfg. Co., Inc. (227) 


Scaife Company, Timken (233) 
Silent Automatic Div. 


Scully Signal Company (221-222) 

Attending: F. P. Scully, Jr., R. G. 
Scully, A. Gray, M. Reis. 

Exhibiting: VENTALARM signals and 
gauges, FasFill connector, Unifil sys- 
tem; nozzle, swivel, Throtlator, Scull- 
trol, Ventafil, spout, safety vent cap, 


gauges, Shurproof tester, Faslite 

pilot torch, signals, Failsafe. 
Slant-Fin Radiator Corp. (141) 
Smith, H. B. Co., Ine. (243) 


Attending: P. R. Williams, T. C. O’Con- 
nor, W. Farrell, R. Leggett, A. 
Barnes. 

Exhibiting: Boiler-burner unit. 


Spi-Rol-Fin Corporation (101-102) 

Attending: F. R. Attwood, J. Lordan, 
D, Edwards, S. Schwartz. 

Exhibiting: Residential packaged boil- 
ers; baseboard radiation, zone con- 
trol valves. 

New Products: Packaged boilers com- 
plete with: zone control; hot water 
valves. 


Steinen, Wm. Mfg. Co. (113-114) 

Attending: W. F. Steinen, J. Tankel, 
R. W. Hundley, C. Jensen, Jr., J. T. 
Lordan, D. J. Edwards, M. Eldrich, 
C. Kramer, M. Moore, M. Chinitz, L. 
Cobin. 

Exhibiting: Nozzles, draft regulators, 
electrodes, mirrors, nozzle kits, adapt- 
ers, porcelains. 

New Products: New RD series draft 
regulators 6 in. through 32 in. 


Stewart-Warner Corporation (201) 


Sun-Ray Burner Mfg. Corp. (251-252) 
Taco Heaters, Inc. (117-118) 
Thatcher Furnace Company (247-248) 


Attending: M. C. Beard, S. B. Leigh, 
C. J. Ludwig, E. W. Hanley, W. L. 
Donnelly. 

Exhibiting: Airconditioning units; Oil- 
master 56 boiler. 

New Products: Packaged air-cooled air- 
conditioner. 


Toridheet Division, Cleveland (208) 
Steel Products Corp. 

Attending: R. J. Lucas, D. W. Rouse, 
L. D. Clough, and distributor repre- 
sentatives, 

Exhibiting: Boiler and burner units; 
airconditioning units. 

New Products: ORB round cast-iron 
wall flame boiler unit. 

















Space No. 

Utica Radiator Corporation (122) 

Attending: H. N. Jones, C. J. Koehler, 
T. S. Rafferty, E. F. Kelly. 

Exhibiting: Cast-iron Starfire oilburn- 

ing boiler; Starfire “Ace” crated boil- 


er; baseboard radiation; radiant 
radiation; midget radiation. 
V & E Products, Inc. (137) 


Attending: R. P. Brenton, H. Ohs, E. 
R. Stephens, V. Drowne, J. S. Eu- 
banks. 

Exhibiting: Wall flame boilers. 

New Products: Therm-Oval tube boiler 
unit. 


Walker Mfg. & Sales Corp. (246) 
Attending: L. Bartholomew, A. H. 
Ziph, R. Denning, E. Colley, E. S. 
Cushing, V. B. Kathe, S. H. Burt, 
B. L. Rushton, H. G. Johnson, B. W. 
Kirby, W. W. Miller, F. Parker, W. J. 
Schonfeld, H. J. Nicholson, R. Blitzer, 
R. Michel, G. Mitchell, E. H. Price. 
Exhibiting: Draft controls; chimney 
caps; draft inducers for flue pipe. 
New Products: Shur-Flo draft inducer; 
BBG-Double swing regulator. 


Waltham Oil Burner Co., Inc. (255-256) 

Attending: S. C. Paterson, C. A. Cook, 
Jr., C. E. Jolliffe, S. Morse, T. A. 
Dibble. 

Exhibiting: Furnaces; oilburners; cast- 
iron boiler unit. 

New Products: Constant Flo furnace; 


Constantaire 80 furnace; cast-iron 
boiler unit. 
Weatherall Engineers, Inc. (244) 


Attending: P. W. C. Gunning, D. J. 
Blair, W. L. Cummings, A. J. Max- 
field, H. Bennett, F. W. Stierhoff, C. 
N. Sutton, E. Dillon. 

Exhibiting: Automatic light and heavy 
oilburning units; warm air furnaces; 
airconditioning units. 

New Products: High pressure atomiz- 
ing heavy oilburner. 


Weil-McLain Company (215) 


Williams Division, Eureka (249) 


Williams Corporation 


York-Shipley, Inc. (133-134) 
Jackson & Church Furnace Div. 


o, 
“9 


Warren Tauber has been appointed 
district representative for American- 
Standard Air Conditioning Division, 
New York, N. Y., is northern New 
Jersey, replacing Walter L. Bradshaw, 
who recently resigned to become man- 
ager of the airconditioning depart- 
ment, United Plumbing Supply Co., 
Plainfield, N. J., a distributor for the 
American-Standard Air Conditioning 
Division. 
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Arizona Builder pares airconditioner 
installing Time to 20 minutes a Unit 


i of a single-package, pre-wired 
and precharged refrigeration 
system is enabling a Phoenix home 
builder to supply his homes with air- 
conditioning at the rapid-fire pace of 
one every 20 minutes. 

John F. Long, Arizona’s largest 
home builder who is noted for his ap- 
plication of assembly-line construction 
techniques to the building of quality 
homes, streamlined conditioner instal- 
lation work in order to provide this 
luxury feature on a mass scale in his 
1,800-home Maryvale development in 
Phoenix, Ariz. 

The Maryvale development consists 
of homes of 46 different elevations 
with nine different floor plans, all com- 
pletely ducted for both heating and 
cooling. Buyers have the option of 
water-type evaporative coolers or re- 
frigerated airconditioning. When re- 
frigeration is specified, Long installs 
Vornado residential airconditioning. 

Installations are subcontracted to a 
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local firm, Bates Sheet Metal Works, 
headed by Landon Bates. The units i 
put into place with these few steps: 

Small crane lifts the 500-pound unit 
from the ground. Four men set it into 
previously-installed mounting brackets 
on the roof, couple the unit into the 
cooling ductwork, and make electrical 
installations. 

The Vornado units, which are pre- 
wired and pre-charged with refrig 
erant, are supplied through Electrical 
Equipment Co., Phoenix. Vornado 
units have twin compressors and twin 
high-capacity evaporator blowers, re 
sulting in a twin system of refrigera 
tion that delivers up to 1,600 cubic 
feet of air per minute. 

The one-every-twenty-minutes pace 
of conditioner installations is routine 
at the Maryvale development. The 
record was set recently by a crew of 
four men who zipped through installa 
tions in one block of 15 homes in jus 
four hours. 


Streamlined meth: 
ods allow aircon 
ditioner installa 
tions to proceed 
in Maryvale de: 
velopment, Phoe- 
nix, Ariz., at 4 
one - every twen’ 
ty-minutes pace. 
Builder John F. 
Long (in light 
coat, right) and 
aircondi:’ 
tioning contractor 
Landon Bates (far 
right) watch 
four-man Bates 
crew make instal 
lation. 
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What’s the Scorer 


Cost Studies show where Profits are or where They are being dribbled away 


NE OF THE most valuable man- 
O agement tools is the cost of op- 
erating expenses measured against in- 
come. But unless the study is ex- 
amined by someone who knows the 
field well, it is relatively useless. 

To help its members recognize their 
strengths and weaknesses the Oil 
Heat Institute of Washington, Seat- 
tle, has issued a report on five firms 
cooperating in a study. 

Robert G. Elmslie, manager, coor- 
dinated the reports from participating 
firms into averages for specific areas 
so that each company could deter- 
mine where expenses were above 
what they should be. This is how the 
Institute analyzed these companies 
and here are some of the suggestions 
that were made. 

After the figures are averaged man- 
agement attention is indicated in cer- 
tain spots. For instance, selling and 
delivery expenses of company 1 are 
higher than the average. When sell- 
ing costs are further broken down it 
spends an extremely small amount on 
advertising, but an inordinate amount 
on other sales expense. 

Further examination of the records 
showed that the company was spend- 
ing a lot on repairs. The company’s 
delivery costs need closer study. 

When compared to the overall 
average Firm 2 has the highest costs 
for delivery. When these costs are 
broken down it is evident that the 
company is paying its drivers too 
much, and is not getting good dis- 
patching. Its bulkplant costs are also 
out of line. 

A look at administrative expense 
shows that the officer salaries are too 
low, and that office taxes appear high 
—this might be because the location 
$ too expensive for the company’s 
volume, 

Another soft spot is the bad debt 
record indicating that the credit 
Sranting policy should be reviewed. 

In this group, Firm 3 appears to 
ave the most sound accounting prac- 
"ees. While its selling expenses are 
high they are apparently effective. 


Fricloil 
oilhear, 


All other costs appear to be in line 
and under, proper control. 

Apparently Company 4 is giving 
away fueloil or losing product. While 
it is probably not spending enough 
money for sales for a balanced op- 
eration, it seems to be in line on 
truck costs, driver costs and deprecia- 
tion. From the balance sheet the de- 
livery segment looks like a sound op- 
eration. 

This company’s books show that 
officer salaries are high and office 
workers’ salaries low. This is another 
firm that should examine its bad debt 
policy—perhaps, more office help 
might spend profitable time on this. 

Buying disadvantages reduce total 
possible gross margin for Company 
5. It probably needs more sales ef- 


fort because all money is spent on 
straight advertising costs—some of 
this should be diverted to a sales force. 

When delivery costs are broken 
down, Company 5 appears to be pay- 
ing too much for repairs. The de- 
preciation suggests reasonably new 
equipment running too far over bad 
roads. Driver wages are in line, but 
bulkplant expense appears high. 

At the end of the 1954 season 
Elmslie prepared a similar report on 
15 companies, and it is interesting to 
compare averages. 

Margins have increased 2.2%, but 
total expenses have increased 2.7%. 
Most of this increase in expense was 
in administrative departments—both 
selling and delivery costs are relative- 
ly constant. 


Operating Ratios 


(Percentages of Net Sales) 
COOPERATING COMPANIES 


1953-54 
1 2 3 4 5 Avg. Avg. 
Net Sales 100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 
Cost of Sales 69.3 68.9 69.1 Thek 75.8 69.3 vA Pe 
Gross Margin 30.7 31.1 30.9 27.9 24.2 30.7 28.5 
Expenses 
Selling 3.9 3.4 3.6 Bee 2.4 3.4 14.5 
Delivery 11.9 12.6 9.7 8.3 10.3 10.5 . 
Administrative 11.8 10.6 10.5 11.9 12.0 11.8 8.5 
Total Expense 27.6 26.6 23.8 ot Bg 24.7 25.7 23.0 
OPERATING PROFIT 3.1% 45% 711% 5.4% (.5)% 5.0% 5.5% 
Condensed Statement of Profit & Loss, 1955-56 
(Dollars per 100 gallons) 
———— COOPERATING COMPANIES 
1953-54 
1 2 3 4 5 Avg. Avg. 
Net Sales 
Stove Oil 17.69 17.59 17.68 17.64 16.66 17.60 17.25 
Fueloil 15.23 15.18 15.30 14.72 15.26 15.20 14.90 
Total Sales 15.91 15.78 16.29 15.20 15.65 15.80 15.55 
Cost of Sales 
Stove Oil 12.00 11.31 11.76 12.87 11.90 11.75 
Fueloil 10.65 10.73 10.90 11.48 10.85 10.80 
Total Costs 11.02 10.87 11.26 10.96 11.86 11.00 11.05 
Gross Margin 
Stove Oil 5.69 6.28 5.92 3.79 5.70 5.50 
Fueloil 4.58 4.45 4.40 3.78 4.40 4.10 
Total 4.89 4.91 5.03 4.24 3.79 4.80 4.50 
Expense 
Selling .62 54 58 36 37 54 215 
Delivery 1.90 1.98 1.58 1.26 1.62 1.62 
Administrative 1.88 1.6 1.71 1.80 1.87 1.80 1.45 
Total 4.40 4.20 3.87 3.42 3.86 3.96 3.60 
OPERATING PROFITS .49 71 1.16 82 (.07) .74 .90 
83 





















Portland, Ore., OHI plays Host 
at Pacific Northwest Meeting 


DURING the last week in April the 
fueloil people and the oilburner in- 
terests of the Pacific Northwest went 
to town. Literally the OHI which could, 
but does not actually, mean the Oil 
Heating Industry of Washington, 
British Columbia, Idaho, Nevada and 
more remote points, went to the City 
of Portland, Oregon, where the Oil 
Heat Institute of Oregon was the host 
this year. 

In some sessions of this type, mem- 
bers of an industry group get together 
and pat each other on the back. They 
also frequently indulge in a certain 
amount of self-analysis, which is good 
if taken seriously. 

At Portland, there was plenty of 
good advice extended by those in the 
industry who were in a position to 
know what they were talking about. 
A glance at the official program would 


Miss Oil Heat made the awards: She presents plaques in 
recognition of outstanding service to W. G. Warrington 
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leave the impression that those oil and 
burner people were really sticking 
their chins out. Leaders in the many 
professions concerned with the use of 
oil for heating, and also competitors, 
were asked their opinions, and they 
let the oil boys have it, straight from 
the shoulder. 

Don’t get the idea that the four days 
in Portland were tragic. There were 
delightful luncheons with brilliant 
speakers, golf tournament, cocktail 
parties (official and private), the an- 
nual banquet, and_ entertainment 
galore. 

Much credit is due the OHI of 
Oregon for an interesting, instructive, 
and entertaining program. A long 
roster of names could be listed of those 
who were responsible for the outstand- 
ing success of the convention. With 
full awareness that all who were 


Five OHI Presidents attended the an, 
nual convention: From le{t—George 
Basta, Reno, Northern Nevada OHT- 
Ralph Rudolph, Boise, Southem 
Idaho OHI; Fred Macdonald, Pop, 
land, Oregon OHI; Flavian Croteqy 
Spokane, Inland Empire OHI: ang. 
W. G. Warrington, Washington, 





Appearing on the program were 
(left) Charles H. Burkhardt, national 
secretary, Distribution Division, OHI, 
and Fred C. Burroughs, associate di- 
rector, Oilheating Market Reports. 
Between them is Pat Filer. 


worthy cannot be mentioned, no one 
denies that a report of the convention 
would not be complete without special 
mention of the tireless efforts of Dale 
Josephson, his assistant Dick Kluzek 
and the OHI staff. As Co-chairman of 
the Program Committee, Moderators 
and Toastmasters, Al Loucks and 
James Yeomans were completely in 
control of all situations at all times. 

Next year the Annual convention 
of the Pacific Coast Distribution Divr 
sion of the Oil Heat Institute of 
America, Inc. will be held in Var 
couver, B. C. 


we he 


(left) and Henry C. Auld, Jr. As winner of the gu | 
tournament H. W. Govargue receives the trophy. 
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How to modernize Jobs 
by applying Electronics 


Part I—Why all the big Burners you service need modern Electronic safety Controls 


by 
J. W. Schulz 


AY A DEALER or serviceman, you 
are vulnerable, you can be 
criticized witheringly and you can- 
not present a defense for yourself 
which is not laughable—if up to now 
you have not recommended electronic 
combustion-safety controls to every 
burner owner you know, who has a 
commercial-industrial burner not now 
safeguarded by electronic controls. 

Here’s a run-through covering what 
happened on an installation equipped 
with a 20 gph burner. The accompa- 
nying photographs were taken on the 
job while it was being modernized and 
made ultra-safe. The burner is a Ray. 

The big point is that a consulting 
engineer talked for only 15 minutes 
to the officials responsible for the in- 
stitution heated by this burner, and 
at the end of the 15 minutes the de- 
cision was made to switch at once 
from old-style combustion-safety con- 
trols to modern, electronic combus- 
tion-safety controls. 


Why was this decision reached so 
quickly, after the burner had oper- 
ated safely for 18 years safeguarded 
by the controls installed with the 
burner 18 years ago, and considered 
then to be safe and adequate controls? 

The reasoning pertinent to reach- 


ing this important decision within 15 
minutes applies pointedly to every 
commercial-industrial oilburner in- 
stallation in use today, which lacks 
safeguarding combustion controls of 
the modern, electronic type. 

For 18 years, things had been safe, 
peaceful, and uneventful in the boiler 
room of this institution. Then, a few 
months ago, the burner proved that 
throughout the 18 years it had teeth 
which it simply had not used before. 
Occupants of the institution heard a 
big bang which emanated from the 
boiler room. For the first time in 18 
years, the burner had “puffed.” 
Quickly arranged discussions with 
the excelient serviceman who's been 
taking care of the burner, and with a 
representative of an insurance organ- 
ization, caused the executives of the 
institution to conclude the burner 
was not safe enough. The insurance 
organization recommended in writing 
that electronic combustion-safety con- 
trols be installed. 

The head of the building commit- 
tee, whom we'll call Mr. W. here, 
summoned a consulting engineer he 
had known for years. 

“I know you are good at solving 
control problems of big, complicated 
air-conditioning systems,” said Mr. 
W. “but are you also good at hand- 
ling oilburner safety problems? Can 
you make this oilburner safe?” 








The reason many dealers are afraid to start working on elec- 
tronic controls is they don’t know what they are getting into—in 
short, they’re afraid of electronics. This article spells out blow-by- 
blow fashion some common sense type of problems actually in- 
volved in installing electronic controls. Only thoroughness and good 
judgment are needed to install such controls. Probably 95% of the 
work has nothing whatsoever to do with electronics. 


The concluding portion of this article will contain specific in- 
structions on aiming properly the cell monitoring gas-pilot and 
main-flame on this type of installation. 


Since the oilburner had puffed and 
had done no small amount of damage 
in the building, it developed, thoy 
occupying the building did not fe, 
safe. They felt that at any minute the 
oilburner might puff again —anj 
whether or not the next puff would 
be more powerful than the first was 
feared to depend on sheer chance, or 
on many factors over which nobody 
had any control. 

“That first puff was bad enough,” 
said one occupant proving he had 
latched on to oilburner men’s termi 
nology, “but from what I hear peo 
ple say and what I read in the news 
papers, I’ve learned a puff can k 
worse. Suppose the burner was jus 
warning us that first time, and nett 
time it really will show what it ca 


do!” 


Be 


In each of these three drawings, a lit 
tle circle shows the all-important 
location which the lead-sulphide cel 
is sighting. During an oilburner star 
up, the cell must first see a good, strong 
gas-pilot flame extending out as far as 
this circle, thus well able to reach and 
ignite atomized fueloil when it stars 
coming from the burner’s atomizing 
cup. After ignition is cut off, the ctl 
sees the oil flame at the same location 
—shown by the circles, Certain ev 
ceptional horizontal-rotary oilbumers 
which have been in use for years att 
found to give gas-pilot flames too we 

and undecided to give good signals t 
lead-sulphide cells. Only occasionall) 
does a dealer encounter such « bumer 
When he does, he has found defmit 
proof that the gas-pilot flame m 
for years simply has not been ns 
a good job. He should take up with 

oilburner manufacturer the proven 
of fitting the burner with a better 'g” 
tion system—which provides 4 #1 
healthy gas-pilot flame that ant 
proved by a lead-sulphide cell, 
cell actually provides an exceedin 
strong signal, of greater intensity” 
is needed to work the Protector” 





flames of ordinary ignition 
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After sizing up the situation quick- 
ly, the consulting engineer (called in 
by Mr. W., the head of the institu- 
tion’s building committee) had this to 
say to Mr. W.: 

“I'm honored to be called in to 
possibly give advice about this im- 
portant, respected institution. 

“Candidly, it so happens that I am 
well qualified to handle the combus- 
tion-control problem. Like many other 


heating engineers specializing at oil- 
burners, particularly high capacity 
burners, in recent years I’ve studied 
electronic oilburner safety controls of 
all types. I've lectured about them, 
written articles on them, and had 
them installed on many of my clients’ 
installations,” 

The consulting engineer explained 
that the safety controls installed 18 
years ago to safeguard this burner 


were the best controls available at 
that time. They had to be considered 
safe enough by building-code men, 
safety organizations, and insurance 
authorities because no safer oilburner 
controls were available. 

“Your boiler has a flame monitor- 
ing device on its smokepipe now,” 
the engineer explained. “During an 
oilburner start-up, if this stack device 
does not feel smokepipe heat within 
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HOUSING — heavy- 
gauge, deep-drawn 
steel for rugged, in- 
dustrial use. 


for 


TRANSFORMERS — 
heavy duty — mois- 
ture resistant coils. 


RELAYS — moisture 
proof coils — over- 
size electrolytic fine 
silver contacts — 
heavy pressures. 


trol for 1 
volts AC. 


LINE PLUG — in- 
stantly adapts con- 


SAFETY LOCKOUT RESET BUTTON — ¢,, 
SWITCH — tempera- startup after flame 
15 or 230 ture. compensated failure, 






for positive action. 
























CONTROL CHASSIS — 
plug-in construction 
maximum ac« 


cessibility. 


eo HINGED COVER — 


rubber gasketed, 
dust tight. 
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TEST JACKS — DC 
voltmeter provides 
complete operating 
check. 
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CONDENSERS — oil- 
filled, sealed, steel- 
jacketed for long 
service life. 


TIMER—high-torque, 
synchronous motor- 
driven — life-time 
lubricated. 











Ta, 


ST TT La , 


SET KNOB — pro- 
vides manual con- 
trol of firing cycle 
for test. 


| mma 
f 
: | 
| im, 
INDICATOR — easy- | =~ LATCH “ lever typé 
to-read dial shows ~ — positive open 
position of firing as close action. 
cycle. / ty, 


=~) 
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CABLE — flexible 
armor, high-tem- 
perature insulation 
protects scanner 
leads. 


SCANNER — rugged, 
compact, sealed — 
fits /2 pipe — sees 
all flame! 








Amazingly compact ScANNER 
cuts installation costs — screws 
on end of 12” pipe. Single 
scanner detects both pilot and 
main flames. 


flame-sensitive Cett — 
lifetime construction — 
’ 
wears out. Sees through 
itt, soot, smoke. 


Readily accessible TERMINAL 
Panet — clearly marked termi- 
nals for easy wiring — ample 
trough space. Allows for extra 
operating controls and alarms. 


Piuc-IN CHaAssis removes in 
seconds without disturbing wir- 
ing — simplifies installation, 
maintenance, replacement. 
Husky guide pins, self-aligning 
sockets insure reliable contact. 


ver type 
e@ open 


: Why 


ire 


e is the standard... 


for flame failure protection and automatic 
programming of industrial oil burners. 


9 out of 10 new package burners are Fireye FP-2 
equipped. Ruggedness and performance features 
brought about this overwhelming acceptance... 
and they‘Il make a hit with you too! 


Proved in 50,000 installations, the FP-2 Control 
provides safe programming for any burner appli- 
cation —is easy to install and service — gives 
long-time dependability with minimum mainte- 
nance. Components are of superior industrial 
quality — withstand moisture, vibration, high tem- 
perature — give continuous peak performance. 


® 


Every unit is cycle-tested equivalent to one month’s 
operation before leaving the factory. 


A single, compact scanner provides positive flame 
failure protection through electronic supervision 
of both pilot and main flames. Never wears out. 
Can be used with combination oil/gas burners 
too, because it sees all flame! 


From every angle, Fireye FP-2 is designed and 
built to save you time and trouble. Write today 
for full information. Combustion Control Division, 
Electronics Corporation of American; Dept. C20-6, 
77 Broadway, Cambridge 42, Mass. 


FIRST AND FOREMOST IN INSTANT 
FLAME FAILURE PROTECTION 


assembled Timer — 
Faction cam contacts — 
Mt phospher bronze leaves 
mever need adjustment. 
tad dial indicates pro- 


Laminated core Master RELAY 
has vacuum impregnated coil, 
electrolytic fine silver contacts 
with extra-heavy contact pres- 
sures. Built to outlast the burner 
installation. 





Convenient Test Jacks permit 
use of inexpensive DC voltmeter 
for complete system check with- 
out interrupting operation, 





Factory Mutuat and Unoer- 
WRITERS’ LABORATORIES approv- 
al attest to excellence of design 
and ruggedness. Accepted by 
all industrial insurance organi- 
zations and the U.S. Navy. 
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90 seconds, the burner stops ‘on safe- 
ty. Then you have to re-set a button 
on the wall-mounted safety-control 
panel to re-start the burner. 
“Suppose the flame does not light 
up immediately, after the burner mo- 
tor starts and atomized fueloil starts 
filling the firebox. True, in 90 seconds 
the burner will stop—if your 18- 
year-old control system still works 
properly every time the burner starts. 
“But in 80 seconds, or 10 seconds 
before your old safety-control system 
will stop the burner, the atomized 
fueloil collected in the boiler may be 
touched off. It can be touched off by 
a defective ignition system—which 
was dead when the burner started, 
and which comes to life 80 seconds 
later. Or it can be touched off by heat 
from firebrick of the combustion 


chamber. If these firebrick are still 
red-hot from a previous oilburner op- 
eration, they'll touch off atomized 
fueloil in the firebox quickly—when 
the burner starts and its ignition sys- 


boxy 





Jim Tapkas, Minneapolis-Honeywell engineer, is using a Simpson 260 testing 
instrument here to make certain the gas-pilot flame and the main oilburner flame 
give signals of sufficient strength to the lead-sulphide cell that monitors both 
flames. The DC voltmeter, which must be used for this test, is quickly and easily 
connected to the Minneapolis-Honeywell R478B Protectorelay in the photograph. 
A DC voltmeter which reads up to 150 volts is suitable. Here, however, the 
Simpson 260 is set to read up to 250 volts. Its next lower voltage range is up to 


. « « Modernizing with Electronics 





tem is not working. But brick not hot 
enough to light the atomized fueloil 
quickly under these conditions can 
light off the atomized oil in, say, 50 
to 80 seconds after the oil starts com- 
ing into the firebox. 

“The worst puff is the puff you al- 
most missed. It occurs within seconds 
of the 90-second timing of your old 
safety control. You would have 
missed it, if only the burner motor 
had stopped 10 seconds earlier, say. 

‘During normal operation of the 
oilburner, after it has been running 
more than five minutes and its igni- 
tion system has been turned off by 
your old control system, your burner 
will stop if its flame goes out. But it 
will stop only when the smokepipe, 
and the signalling control on the 
smokepipe, start to cool off because 
the flame failed. That may take five 
minutes. 

“Suppose the firebox is not ex- 
tremely hot—the burner’s been run- 
ning only five minutes following a 
start with the boiler and firebox stone 
cold. For some reason, atomized oil 
stops entering the firebox and the fire 
goes out. The burner now will run 
five minutes before your old safety 
control system stops it. During those 
five minutes, atomized fueloil. starts 

a / 4 


only 50; it has no scale for 150 volts. 


90 


entering the firebox again at its regu: 
lar rate. Heat from the moderately 
warm firebox ignites the fueloil, be. 
fore your old, slow-acting safety-cop, 
trol system has time to act and stop 
the burner. Again, you get a puff, 

“All this amounts to: If the flame 
goes out with the burner Operating 
normally otherwise, to play safe the 
flow of atomized fueloil into the fire. 
box must be stopped quickly—in q 
matter of seconds. Otherwise atom 
ized fueloil may start flowing into the 
firebox again, may accumulate there 
for minutes, then may be touched of, 
ignited, by heat from a firebox which 
is warm, but not hot enough to light 
off atomized oil promptly. 

“Burners equipped with old-style, 
slow-acting safety controls have 
puffed while running out of oil. Their 
pumps stopped getting oil for a min 
ute or two because their fueloil tanks 
were running dry. Then their pumps 
managed to get hold of a few gallons 
of oil again spasmodically.” 


Modernization was easy 


This institution was lucky, the con 
sulting engineer went on, because it 
could easily install modern, electronic 
combustion-safety controls. The cost 
would be under $400, a small sum 
considering (a) the value of the er 
tire heating system in the institution, 
and (b) the value of the protection 
given by new, ultra-safe electronic 
controls. 

These new electronic safety con 
trols do many things, listed by the 
engineer, not done by the old contrd 
system which permitted the sary 
puff, Just for examples, they provide 
pre-ignition purge, and _post-purge 
following flame shut-down, two fe 
tures highly advantageous in them 
selves. 

_ But the two most important fea’ 
~ tures of the new controls are: 

First, they do not permit flow of 
atomized oil into the firebox until aft 
er an electronic check-up shows that 
the gas pilot of the oilburner is but 
ing—and is big enough and strom 
enough for instant ignition of th 
fueloil. 

Second, if the flame goes out with 
the burner running normally, % 
after the burner has been running fv 
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‘Idea no. 4 from Parracoil 
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COLD FUEL OIL IN 


PARACOIL TUBULAR TYPE 


FUEL OIL HEATER ——_—__—_—_—__-» 


SECONDARY 
STEAM IN 


a? HOT FUEL 


Olt OUT 





PRIMARY HTHW RETURN 














PRIMARY HiTHW SUPPLY 





How to use secondary steam to pre-heat no.6 
oil in a High Temperature Hot Water system 


Paracoil engineers know that the first con- 
sideration in the design of an oil pre- 
heating system for an HTHW installation 
must be absolute freedom from the possi- 
bility of oil leak contamination of the main 
HTHW stream. A completely isolated oil 
preheater circuit is recommended. This 
can be accomplished by means of a secon- 
dary heat transfer circuit that does the 
actual heating. In this way, only the sec- 
ondary circuit is exposed to possible con- 
tamination — the main HTHW circuit is 
protected at all times. 

One of the ways that this isolation is 
achieved is illustrated above. Additional 
isolation circuits wil] be commented upon 
in future “Idea Sheets”. Watch for them! 


How to design a protective circuit 


1. Install a steam generator. Use a Paracoil Heating 
Element with the HTHW main energy-stream as its 
heat source. With water at 350° F, steam at 25 
psig (267° F) can be easily generated in an eco- 
nomically sized unit. 


2. Use the steam thus generated . . . to heat the fuel 
oil in a Paracoil Tubular Oil-Type Fuel Oil Heater.* 
This type heater provides the highest rate of heat 
transfer — more than three times that of the con- 
ventional straight tube type. 


3. The condensate from the oil heater . . . may be re- 
turned to the steam generator or sent to waste 
depending upon plant policy. If the re-use of the 
condensate is important, absolute surety of its 
quality can be obtained through the use of the 
Paracoil Oil Leak Condensate Inspection System.* 


Paracoi] engineers have designed and built many oil preheater 
protective systems for both stationary and marine installations. 
They now offer their experience and know-how to all who are in- 


volved in HTHW activities. 


*Write for complete data. 


DAVIS ENGINEERING CORPORATION 
30 Rockefeller Plaza, New York 20, New York © Circle 6-5650 
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minutes and its ignition system has 
been turned off—then the new elec- 
tronic controls will stop the flow of 
atomized fueloil into the firebox with- 
in four seconds of the time the flame 
went out. 

An electronic device is keeping an 
eye on the oilburner flame, after the 
ignition system has been turned off. 


. « « « Electronic Modernization 


If the flame goes out, the flow of 
atomized oil into the firebox is cut off 
within four seconds. 

The consulting engineer quickly 
clinched his recommendations by tell- 
ing Mr. W.., head of the institution’s 
building committee: “If this 20 gph 
oilburner were being installed now, in 
1957, it would have to be safeguard- 
ed by electronic combustion-safety 
controls. Today, such controls must 
be used for such a burner to have the 
installation safe according to the re- 
quirements of the Underwriters’ Lab- 





Make it 


GENERAL 





for a complete line of oil burner refractories 


Your nearby General Refractories Warehouse keeps a complete line of 


oil burner refractories on hand at all times to insure a minimum of delay 


between order and delivery. Any time, day or night, you can be assured of the 


right materials for your toughest emergency jobs. 


Among the top quality products stocked are SALINA-40 and BRIKLOK-A. 


Heavy Oil Burner Contractors tell us that SALINA-40 brick are the best 


you can buy for the money by far. They give top performance where others 


fail. They insure the greatest number of hours of trouble-free operation at 


no premium in cost. 


BRIKLOK-A is GREFCO's popular high-temperature bonding mortar. Pos- 


sessing strong air-setting characteristics, it has as its base carefully selected, 


high quality flint clay, BRIKLOK-A is a wet mortar, ready for immediate use. 


GENERAL REFRACTORIES CO. 


In New York City 
34-40 Laurel Hill Bivd. 
(Maspeth) RA-9-5353-4-5 


In Elizabeth, N. J. 
1180 East Broad St. 
EL-2-5324 


In Philadelphia 
2950 East Tioga St. 
GA-6-6432 


Also in Chicago, Los Angeles, Detroit, and Troy, N. Y. 


Similar services available from many GREFCO dealers located in the U. $. and Canada. 


eee ee ee ee ee 
Fill out this coupon for your free slide rule which figures 
for you the right amount of plastic, castable, or ramming 
mix for any job. No obligation, of course. 


GENERAL REFRACTORIES COMPANY (Sales Promotion Div.) 
1520 LOCUST ST., PHILA. 2, PA. 


FIRM NAME 





ADDRESS 





MY NAME AND TITLE 
ee ee eee ee ee 
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Lead-sulphide cell assembly. Con 
sidering the big, important job it does 
in monitoring first the gas-pilot flame, 
then the main oilburner flame (on in 
stallations of this type) the cell itself 
is amazingly small. Its diameter is 
roughly equal to that of an eraser ons 
lead pencil! 


oratories, Inc., the National Board of 
Fire Underwriters, and all insurance 
organizations concerned.” 

To prove his point without a shad 
ow of a doubt, the engineer showed 
Mr. W. the UL book “Standards for 
Safety—Oilburners, UL 296, Third 
Edition, December, 1955.” He alw 
showed Mr. W. the feature article on 
the new UL book, which appeared ia 
the March, 1956 issue of FuELOIL 
Or HEat. 

This article includes these words: 
“Thus one of the results of the ap 
pearance of the new book should be 
a tremendous wave of oilburner mod 
ernization projects, aimed to make all 
installations 100% safe in terms o 
the UL thinking which is given in &e 
tail in this book.” 

As the result of the 15-mintue cof 
ference, Mr. W. declared that mod 
ern, electronic controls could not be 
installed fast enough. The burnt 
must be made as safe, he said, as 2 
similar burner newly installed 8 
1957. The other executives of the ™ 
stitution agreed heartily. Those 0 the 
building many hours a week breathed 
sighs 6f relief; they were overjoyed t 
learn that burner controls entirely 
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SAFETY SWITCH 


THAT SHUTS OFF FUEL 
IF BLOWER FAILS 


Protection 
for 
Oil Burners 
@ 


industrial 
Ovens 
® 


Power 
Gas Burners 


WHAT IT DOES 


The Dewey Safety Air-Flow Switch protects against 
opening of fuel valve until fan is up to speed. 

Insures purging of furnace before fuel valve opens. Closes 
fuel valve if fan slows up or stops. Flashes danger signal 
if fan or fuel stops. Safeguards against danger from gas 
fuel failure when used with safety shut-off valve. 
Thousands sold. Factory Mutual and Underwriters 
Laboratories Approved. Standard equipment on leading 
products. Write for prices and literature. 


DEWEY GAS FURNACE CO. 


100 E. Baltimore Detroit 2, Mich. 





FAEE 


CIRCULAR | 


weer ¢ Distributor: Ontor Laboratory, Ltd. 
Leswyn Road, Torente 10, Ont. 





(QOPAL srrety AIRFLOW SHITCH 

















Here's An Expert— 


THE COMMERCIAL INDUSTRIAL 
OILBURNING BOOK 


Computing boiler load 


Selecting burner size 


Combustion volume 


Boiler types 


Firebox construction 


Water cube boilers 


Selection of burner 








ONLY $2.00 A COPY! And other valuable information 


Contains a series of articles of particular value to 
you, including 12 features by Kalman Steiner on 
the “Design of the Industrial Installation.” 


ORDER YOUR COPIES TODAY! 


2 West 45th Street 
New York 36, N. Y. 
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for use with NATURAL GAS WITH LP STANDEY 


CAN BE 
SIMPLE 


yet provide the ulti- 
mate in performance 
and safety 







Power Combi-Matic 


DUAL FUEL BURNERS 






DUAL FUEL ee 







A complete line of factory-wired, flame-tested 
oil/gas burners. Fit any heating plant—easily in- 
stalled. It’s the amazing FGO series by Siemon. Six 
fully automatic burner models). AND LOOK AT 
THESE BONUS BUILT FEATURES: 


1. Completely Factory Assembled 
less “on the job” time required. 


2. Use Standard Valves and Con- 
trols, no special gadgets to stock. 


3. Balanced Combustion on Both 
Fuels, comparable efficiencies on 
gas or oil. 


4. Each Fuel Has Its Own Ignition 
System, eliminates nuisance shut 
downs on fuel changeover. 


5. Automatic Air Adjustment, sim- 
ply set... then forget. 


6. Combustion Air Proving Device 
serves dual function — proves air 


9. 
FLAME 


supply and assures fuel unit lubri- 
cation. 


7. Standard Simplified Contro $e 
tem avoids ‘comp ication an sry 
sible error in installation. 


8. Manual or Automatic Change. 
over by flip of a switch or by 
outside temperature change. 


Completely Factory-Wi and 
E-TE STED, on “the ol per- 
formance omued with both fuels. 


10. Delivers Up to 3,500,000 BTU 
no matter what the ‘need, one of 


the 6 FGO series burners will fit 
the job, using all gases and light oil. 


The FGG and BFGG series dual-fuel burners let you 


offer a complete line to fill any need .. 
INDUSTRIAL. For heating, 


. COMMERCIAL ... 
power or processing. 


. RESIDENTIAL 


Power-Flame Dual-Fuel Gas Burners come completely 
assembled with controls factory-wired and mounted. In- 


stallation is simple. 


Series FGG: 85,000 BTU to 500,000 BTU 
Series BFGG: 450,000 BTU to 9,000,000 BTU 


A FREE SERVICE te save yeu time and work 
Siemen’s Application Engineering Department 


Now Siemon offers you the services of its APPLICATION 
ENGINEERING DEPARTMENT. Simply wire, phone or 
write your problem with specifications and other pertinent 
facts to this department and you will receive an engineer’s 


report showing the most suitable burner for the job. 


Siemon Manufacturing Co., 1203 Main St., Grandview, Mo. 
Send the following at no obligation to me: 
() Complete literature, 
specifications on the 
FLAME, COMBI-MATIC and VERTICAL 
FLAME burners by Siemon. 

( Also send me further information on the free service of your 
APPLICATION ENGINEERING 





information and 
famous POWER- 


DEPARTMENT, that I may 


take advantage of it, at no obligation to us. 


MY NAME 
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ADDRESS 





STATE 





CITY. 






ZONE 






























ELIMINATE 


erusting 
emaintenance 


eworry about 
wind or storm 


| e poor combustion 
| from variable draft 


eunsightliness 


| INSTALL A WING DRAFT INDUCER 
L.J. Wing Mf9.Co. 66 Vreeland Mills Rd., Linden, N. J. 
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| L. J. Wing Még. Co., 
| 66 Vreeland Mills Rd., Linden, N. J. 


| Please send copy of Draft Inducer Bulletin FO-6. 
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different from their old ones had been 
developed and were readily available 
and had the blessing of every author. 
ity on oilburner safety. 

The foregoing line of thinking ap 
plies to every commercial-industria| 
oilburner installation in use today 
and lacking electronic combustion 
safety controls. To be safe in terms 
of today’s thinking, as spelled out by 
Underwriters’ Laboratories, Inc, and 
all other authorities on  oilburner 
safety, these existing oilburner instal. 
lations must be equipped with elec 
tronic safety controls. 

Dealers and servicemen fall short 
of performing their duties to the pub 
lic, and are wide open to criticism, if 
they do not inform owners of all the 
commercial-industrial burners they 
service that today these burners are 
considered safe only when safeguard: 
ed by electronic controls. 

Drawings which accompany this 
article cover a highly interesting and 
important part of installing an elec 
tronic control system. This part iv 
cludes locating and aiming a lead 
sulphide cell which monitors the gas 
flame on an ignition system, first on 
a burner start-up—and which mony 
tors the main oil flame of the burner 
after the ignition system is turned of. 

The follow-up to this discussion wil 
appear in the July issue, covering spe 
cific instructions on positioning and 
aiming the lead sulphide cell that first 
monitors gas pilot flame then checks 
on the main oilburner flame. 

age 

Albert J. Rosado has been named 
export manager of Cleaver-Brooks Co 
and Cleaver-Brooks Western Hemr 
sphere, Ltd., to take charge of all for 
eign operations in the sale of the com” 
pany’s steam generators, road machi 
ery, burners and distillation equ?’ 
ment. A former resident of New Yo 
City, he formerly was associated with 
the Notcor Mfg. Co. in charge of & 
port work. 
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Fine example of 
the modern ar- 
chitectural trend 
to functional de- 
sign is seen in 
the 445-room 
Hartford Hotel 
Statler, Lar ge 
glass areas give 
spaciousness and 
light to interi- 
or, Aircondi- 
tioning through- 
out is independ- 
ently controlled 
for each room. 


Modern heating 
plant, consisting 
of three rotary 
To tk - Shipley 
oilburners firing 
18-hp Keeler 
water-tube boil- 
supplies 
steam for all 
O- water re- 
quirements and 
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Three rotary Oilburners heat 
new Hartford Hotel Statler 


N KEEPING with the ultra modern new Hartford Hotel Statler 
in Connecticut's capital city which boasts the latest in archi- 
tectural design, large glass areas for a light and airy interior 
and individually controlled airconditioning for each of its 445 
rooms, is the automatic, oilfired heating plant. 


The plant consists of three 185-hp Keeler water-tube boilers 
fired by three horizontal rotary York-Shipley oilburners 
equipped for automatic firing with heavy fueloil. Flame modu- 
lation in response to automatic control is provided throughout 
the entire burner range. 


This equipment supplies steam to heat a total floor space of, 
roughly, 180,000 sq. ft. The plant has a capacity of 35,000 
lb. of steam per hour. Steam for heating the building is passed 
through an indirect heater which converts heating 
system for building to forced hot water for the 

guests and for kitchen, 
laundry and valet service. 

The load is quite variable, 
but the control panel en- 
ables quick response to sud- 
den load changes. The latest 
in combustion control equip- 
ment (Hays) and boiler 
feedwater control (Copes- 
Vulcan) are included. Com- 
pletely automatic firing re- 
quires very little attention 
from a combustion stand- 
point. However, daily chem- 
ical tests of boiler feedwater 
must be made to assure that 
the boilers remain in proper 
condition. 

Two 18,000-gallon tanks 
store the Bunker “c” fuel. 
The oil is preheated by a 
steam fueloil heater and a 
safety heater (electric ele- 
ment) at each burner. Two 
rotary pumps, each having 
a capacity of 420 gph, de- 
liver the oil from the stor- 
age tank to the burners. A 
500-va transformer is used 
to ignite a gas pilot, which 
in turn ignites the Bunker 
“c” fuel. 

In two years of opera- 
tion, the Statler people re- 
port, the service record of 
this automatic heating 
equipment has been ex- 
tremely satisfactory. 
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Technicians in the Making 


Two-year Course at Springfield Trade High 
trains qualified oil combustion Technicians 


iS ey OIL-HEAT and Power Tech- 
nician Course conducted at the 
Springfield (Mass.) Trade High 
School is the only one of its kind in 
the country. 

The two-year course is approved'by 
the State of Massachusetts and its 
education level of training is on a par 
with that in junior colleges and tech- 
nical institutes. Its establishment in 
1955 as an OHI project in conjunction 
with the school resulted largely from 
the efforts of Dave Bottrill, tech- 
nical secretary, Oil-Heat Institute of 
America. Perry M. Best is course di- 
rector. 

All training equipment has been 
provided by manufacturers, plus 
which a minimum of 30 lectures are 
provided by industry representatives. 
The photo at the top of the page was 


School set-up for the oilheating course 
at Springfield Trade High School con- 
sists of three rooms, complete with 
equipment mock-ups and panels which 
can simulate virtually any kind of op- 
erating condition. The photos convey 
some of the appearance of classrooms. 
Two of the control lay-outs (top and 
bottom left) are included; the one at 
the top is a Cleveland Draft control- 
lab. unit, designed and developed by 
R. C. Reeve and B. Vanderlip. At the 
top right of the photos is the boiler 
room, where John Sullivan, the 
School’s chief engineer conducts 
regular classes. And, at the bottom 
right is a look at the burners on hand 
for instruction—just a small portion 
of the total amount of burners and 
accessory equipment donated by man- 
ufacturers for use in the school. 
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taken while Verne Resek, Cleaver- 
Brooks Co., talked to a group. 
Sixteen second-year students are 
graduating this June and during the 
summer the first-year students will be 
placed with manufacturers to absorb 
practical factory and field experience. 
Admission requirements include 
high school diploma or equivalent, a 





Left: Edmond P. Garvey, principg, 
Springfield Trade High School, 

Right: Perry M. Best, director, Qj) 

Heat and Power Technician Coury 


background of three years English, ow 
year geometry, 2 in algebra and oy 
in either physics or chemistry, pre 
erably both. Admission follows ; 
personal interview. 

During 39 weeks for each of tw 
years the course covers English, mathe 
matics, industrial physics and chemiy 
try, social science, mechanical draw: 
ing, electronic, machine design, shop 
equipment skills, oilburner lecture 
and industrial tours, oilburner labory 
tory and installation and firing in 
school’s boiler room. 
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Builders of fine Oil Burner Equipment since 1903 








JOHNSON FORCED DRAFT PACKAGE-UNIT BURNERS 


Completely Assembled & Wired at Factory 


For firing with Oil only .. . Gas only . . or com- 
bination Oil or Gas. They are assembled, tested 
and wired at the factory ready for easy, inexpen- 
sive attachment to any boiler or heat receiver. 
They provide smoother, more efficient combus- 
tion regardless of stack conditions and firebox 
pressure variations. 


Powered by the world famous Johnson Model 53 
Burners, these “packaged” units are available for 
any heating need, in sizes from 25HP to 500HP. 
If you want the last word in heating efficiency and 
economy, investigate these new Johnson Forced 
Draft Package Unit Burners. 


S. T. JOHNSON CO. 
940 Arlington Ave., Oakland 8, Calif. 
Church Road, Bridgeport, Pennsylvania 











YOU DEAL IN. 

Combustion Equipment — 
ees ee en 
You Should SELL Draft Fans 


the Induced 
BECAUSE Draft Fan: 


@ Is Rapidly Superseding the 
Natural Draft Chimney 














@ Supplies the Final Link in 
the Chain of Automatic Firing 





@ Belongs in the Combustion 
Family 


WHITTY 
INDUCED DRAFT FANS 


18 Sizes for every C-I Need 









SEND FOR BULLETINS: 
86 Western Avenue 


WHITTY COMPANY INC. Boston 34, Mass. 


BUILDERS OF BOILER DRAFT EQUIPMENT SINCE 1929 
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WH anupaclurers of 
PRECISION PRODUCTS for 
HOME + FARM 
INDUSTRY 






Automatic Oil Burners | 


ELECTRONICALLY 
CONTROLLED 


Electronic 
Combustion Safe 
Guard Controls 
¢ 3to 30 G.P.H. 
capacities 
¢ Fully mounted & wired 
¢ Less controls. ..more 
protection... 
greater flexibility 
¢ Safe start—no puffs— 
no flare back—no 
unburned oil 
Successful record of 
installations 


The speed and sensitivity-of electronics makes possible 
immediate recycling along with fast and positive 
response. The Radiant Electronically Controlled oil 
burners are designed to meet the safety and protection 
required for industrial and commercial use. 





Writé fcr complete literature on all Radiant products. 


RADIANT UTILITIES CORP. 


8817 18th Ave., Brooklyn 14, N. Y: 





















Q. Lam looking for information on 
No. 6 fueloil in the Philadelphia ter- 
ritory. We are getting a soot condi- 
tion which we are told is asphalt. We 
have tested four companies’ oil and 
both horizontal rotary and steam 
atomizing burners. We would be in- 
terested in knowing something about 
this condition in other parts of the 
country and if anything can be done 
about it, or what we can do about it. 


: L. W., Philadelphia 
Keaders Prob lems A. Switch your thinking to terms 
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—- SEPARATIO 
POSSIBLE!! 


Tests prove that oils blended with Proportioneers TC Blender do not 
separate. A user of Proportioneers TC Blender, Vice President H. E. 
Davenport of Pocahontas Fuel Company Incorporated, Salem, Mass. 
writes: 

“We have found that there is NO SEPARATION even after six 

months standing. The Proportioneers in-line blender produces 

the #5 oil our customers want, and it’s absolutely uniform 

gallon-after-gallon.” 


WY 


Here is another example of expanded operational scope without addi- 
tional tankage. Stock only #2 and #6 and deliver any intermediate grade 
of oil directly to your tank trucks. Savings up to 2¢ per gallon 
* extremely accurate + high repeatability + available immediately - 
simple to install * easy to operate (by present personnel) + 36 instal- 
lations now in service. 


Install a Proportioneers 
TC Blender now to put 
more profit into next 
year’s heating season. Ask 
our sales engineers to pro- 
vide you with complete 
data. Write Proportion- 
eers, Inc., 543 Harris Ave., 
Providence, R. I. 









PROPORTIONEERS, INC. 


B-I-F INDUSTRIES Qi: 
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of whether or not the No. 6 fuelj 
giving you the trouble conforms ¢) 
the current Commercial Standari, 
specifications for fueloils. If you tey 
ed the No. 6 fueloils of four com 
panies, probabilities are that you 
learned the oils are better for oilbum, 
ers than the heaviest oil that can ty 
termed No. 6. That can be guess 
only, since you do not give the num 
bers that resulted from your labor 
tory tests. If you have not made such 
tests, of course you cannot discus 
realistically and numerically the prop 
erties of the No. 6 fueloils that do no 
please you. 

The situation which displeases yu 
prevails in many cities. It relates t 
the fact that up to now most fueloi 
delivered as No. 6 has been much 
lighter and easier to burn clean tha 
the heaviest oil that can be terme 
No. 6 according to the CS specifica 
tions. Now, much heavier No. 6 fuel 
oil is being delivered. 

You want your burners using No. 
6 oil to receive much lighter, easier 
to-burn, oil than can be delivered 
properly as No. 6. 

To obtain fueloil which is lighter 
and easier to burn clean than the 
heaviest oil properly termed No. 6,0! 
course No. 5 fueloil can be ordered. 
Following that course increases fuel 
oil bills 30% to 50% in many cities 

The alternative is to improve the 
installations which are supposed 1 
burn No. 6 oil, but which give trov 
ble after the delivery of oil which s 
heavy and difficult to burn clean, but 
which properly is termed No. 6 by 
the oil supplier. Though properly 
termed No. 6, this oil is much heaver 
and much more difficult to burn prop 
erly than the No. 6 oil delivered 
the past. 

To burn the new, heavier No. 6 
oil properly, many old installatios 
need additional fueloil heating ® 
prepare the oil for pumping and com 
bustion. Old jobs often need ne 
carefully designed fireboxes, burner 
parts that improve atomization, #0* 




































POSITIVE PROTECTION ... 
NO NUISANCE SHUT-DOWNS! 
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© SAFE START-UP 
@ LOW DRAFT 
CUT-OFF 


guessed ¢ TIMED PRE-PURGE 
num: © TIMED POST: PURGE 
Lilien © SIGNAL LIGHT 

© ABSOLUTELY FAIL-SAFE 
de such © ADJUSTABLE CUT-OFF POINT 
discuss 


le prop 


; do not 15 standard models available. Other units and special ranges engi- 


neered to meet all Heating, Ventilating and Air Conditioning needs. 
FREE LITERATURE! FREE ENGINEERING SERVICE! 
Se$ you 


lates to 

fueloi 
. much 
in. than 
termed 
ecifica 


WRITE TODAY, for detailed information. 
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|| OIL BURNERS 
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5 6,04 Sell Easier & Profit You 


















dered Here's why! 
s fuel: 
- cities Here is a gun-type burn- 
we the er you at sell to your 
a, commercial and small in- 
dustrial customers. Our 
> trou new #5 oil burner pro- 
hich is vides them with: 
in, but © we lecloll coats 
hy . " — 30 to Model 
) ‘ XLNT-5 
opetl ® a fueloil containing 
yeavier more heat units per SEE OUR NEW BURNER 
| prop gallon. AT BOOTH #244, OHI 
“1, oe SHOW IN BOSTON 
cost #4 oil, JUNE 4-5-6-7 
No. 6 
lations By eliminating complicated parts, we can now offer you a new 
tp gun-type #5 oil burner which will save you time and money on 
ng installation and service. AND BEST OF ALL you can sell Weatherall 
| com competitively! 


new, WRITE FOR DETAILS TODAY 


yume WEATHERALL ENGINEERS INC. 


, aus’ 478 Smithfield Ave. . Providence 4, R. |. 
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HEAT-TIMER Geist) 


Heating Controls and Valves 
* guaranteed, unconditionally, 


TO INCREASE HEATING EFFICIENCY; 
REDUCE FUEL COSTS as much as 40%; 
MAKE SYSTEMS FULLY AUTOMATIC. 


No heating installation is 


eA e Ttece fully automatic without 
a omg ce), i fomere], aa ie) & 





The Heat-Timer Elec- 
tronic Outdoor Weather- 
head signals tempera- 
ture changes as slight 


as 1 degree. 












HEAT-TIMER 





Automatically times heat supply to 
outdoor weather; provides 24-hour 
electronic precision control; starts and 
shuts off heat as needed. Saves hours 
of fuel waste; cuts heating costs as 
much as 40%. 









RA OR AIR VALVES 


ADIAT 


solve the heat distribution 
problems on 1-pipe steam 
systems. 


HEAT-TIMER THERMOVALVE dials 
for exact temperature desired in any 
room. Saves fuel in rooms that tend 
to overheat. No interference with 
existing controls. Angle or straight 
shank, 


Precision-made: long-life, brass chromeplated; yet 
cost little more than ordinary radiator air valves. 


HEAT-TIMER VARIVALVE gets heat 
fast to remote radiators, mains and 
risers. Stops unnecessary overheating 
and fuel waste. Venting orifice vari- 
able 0” to 4’. No hissing, clicking 
or spitting. Angle or straight shank. 


MOTORIZED VALVES 


High- or low-pressure, pilot- 
operated and 3-way. Iron 
or brass body. 


Completely automatic, in sizes to fit 
any steam main. Used extensively, 
also, for control of ventilating and air 
conditioning systems and control of 
mediums to coils of sprays in proces- 
sing and other industrial applications. 
Controls flow of any non-corrosive 
steam or liquid. 


Write for complete Heat-Timer Catalog FO. 


Territories still open. . 


. Mfgrs. Reps. write for complete details. 
See Actual Demonstrations of Heat-Timer Controls at 


Boston Oil Heat Show—Booth 108 
HEAT-TIMER CorRPORATION 


657 Broadway, New York 12, N. Y. - AL 4-5380 
Mfrs. of HEAT-TIMER Electronic Controls, Thermovalves, 


Varivalves, Motorized Valves; 


Smoke-Eye Smoke Alarm; 


Robot-Eye Electronic Combustion Control, Heat Recorder 
+ Totalizer and other outstanding products. 
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eliminate 
filter replacement 
costs and 

supply problem 


~Kraiss| separators 
“completely eliminate 
costly replacement of 
expendable-type filters 
—and reduce your 
critical supply prob- 
lem. No tools needed 
to restore original effi- 
ciency, within minutes 
— bronze wire-cloth 
masket is instantly and easily 
removed for cleaning, keeping 
maintenance costs to minimum. 
Specify Kraissl separators on 
your next installation—design 
Kraiss| economy into your own 
burners .. . for any practical 
degree of separation — from 
straining to filtration. 

Complete range of sizes—from 
14" to 6"; pressures to 500 
psi. Cast-iron, bronze, steel, 
stainless-steel, aluminum, monel 
or special metals to your speci- 
fications. 


KRAISSL* 


295 Williams Ave., Hackensack, N. J. 


Bulletin A-1214 gives full data— 
write for your copy foday! 


. . « « Readers’ Problems 


iliary pump-sets, draft inducers . 
and even new burners of modern de- 
sign geared to the characteristics of 
the new, much heavier, No. 6 fuel- 
oils. 


Q. I enjoyed very much the Jean 
Dupuis articles in the last November 
and December issues of FUELOIL & 
Om Heat. Perhaps the more because 
I had “evolved” a similar set-up for a 
Ray. 

The whole set-up is fine, but I would 
add an idea we are using. 

We found the small piping through 
the hinges of the burner caused ex- 
cessive pressure on the belt-drive 
pump-set, so we ran a full-size line 
from a pipe-tee just right of “Gc” and 
left of the P-v gage—to “I,” the return 
line close to the burner. (See Diag. 2 
on p. 76 of your November 1956 is- 
sue, or Diag. 2 on p. 70 of your De- 
cember 1956 issue.) 

In this line we put a check valve 
and a globe valve so that we can by- 
pass through the burner reservoir 
whatever part of the total output of 
the pump-set we want to, for keeping 
hot the reservoir and the viscosity 
valves. The line pressure on our sys- 
tem is 6# to 7#. We raise it on the 
P-v gage by 1# using the globe valve, 
and by-pass the rest to heat the return 
line and suction bell: 

We usually run our pump-set con- 
tinuously 24 hours a day, as we find 
this provides a uniform heat for the 
viscosity valves that provides a more 
uniform fire. 

Many thanks again for your excel- 
lent article. It probably will help many 
fellows out of trouble. 





H. A. J., Pontiac, Mich. 


“COMMERCIAL ¢ 
INDUSTRIAL 
oilburning = 










A. Your by-pass arrangement js 
based on sound engineering, it relates 
to a basic precaution which should ke 
observed in adding auxiliary pumps tp 
rotary-cup burner installations: Avoid 
having the pump-set put higher prey 
sures on hinge packings or seals, or 
other burner parts, than were ap 
ticipated by the designers of the 
burners. 

Working according to Diag, ) 
which you identify, a burner expert 
should at least provide two spare 
plugged pipe tees, one close to and 
to the right of pipe tee “G,” and the 
other in return line “1” and close to 
the burner, and — where the re’ 
turn line size is maximum (usually 2’ 
or 2%”). Having done this, he can 
easily install the by-pass line you de: 
scribe, with its globe valve and check 
valve, if the P-v gage indicates the ad- 
visability of using the by-pass. Where- 
as certain installations do not need 
your by-pass idea, others definitely 
need it for the reasons you outline 
very clearly. 


Q. Please tell me what to do now. 
To increase the gph firing rates of 
several usual rotary-cup burners heat 
ing apartment houses, without produc 
ing the smoke that was produced 
otherwise when I fired harder, I added 
big motor-blower units to provide the 
secondary air, instead of having the 

(Please turn to page 104) 



















Non-Adjustable—Angle Type for convenient in- 
stallation. Heavy Bronze Construction. Approved 
by Underwriters’ Labs., Inc. 
TYPE A—114,” to 3”. Maximum capacity to 1000 
G.P.H., with #5 and #6 oil. 
TYPE B—3,” and 1”. Maximum capacity to 100 
G.P.H., for #1 to #5 oil. 
TYPE C—%” and >”. Maximum capacity to 30 
G.P.H. of #1 to #3 oil. 

Write for Bulletin 1619 


1860 BROADWAY Dept. OH 
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Preferred Anti-Syphon Valves 
Meet Every Code 


PREFERRED UTILITIES MFG. CORP. 
















tance to: 


2 W. 45th St. 
NEW YORK 23, N. Y 








You Can Improve Your Selling Technique ..-. 


“THE SELLING MAN” 


BY W. A. MATHESON 


The one who reads this book, whether he is just starting 
or whether he has been selling for many years, can gail 
knowedge of sales techniques. Each hard fact is based upo 
tested sales principles. Only $4.00 per copy. Send remit- 
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nnd.ease of installation... 


ARCOLEADER 






















































Nt 1s 
elates 
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1ps to 
Avoid 
prey ff 
Is, or 
e@ any 
f the 
«:| New packaged Arcoleader takes onl 
e? ew packaged Arcoleader takes only 
Spare e e 
ra 12 minutes from crate to connection... 
id the 
ose to HERE is the fastest, simplest cast iron oil heat- jacket design. The jacket itself is rugged 20- 
he re: ing unit to install. Shipped packaged, it gauge steel finished in smart, new gray. The 
illy 2" comes with controls, accessories and tankless Arcoleader has zero clearance in back and 
e can water heater mounted. It’s easily removed on left side. All controls in front for fast, 
ou de- from crate and ‘“‘walked”’ into place without easy maintenance. Arcoleader also is avail- 
iat pipe rollers as a result of new ‘“‘floating’” able as boiler-burner unit. 
he ad- 
Vhere- ? iaiaiiaih 
Be EASY TO INSTALL, MODERN | ARD HEATING PANELS 
0 now. 
ates of 
s heat 
yroduc’ 
oduced 
added — 
ide the Reali ° 
mg the Model 75-B Heatrim (front view) 
MATRIM panels of lightweight but sturdy construc-  RADIANTRIM cast iron panels for forced hot water or 
hin for forced circulation hot water heating. One- two-pipe steam systems. These handsome new panels 
piece top and back plus 4’, 5’, 6’ and 8’ stock lengths are ideal for rooms with high heat loss. Available in 
* Profit-killing waste. Conveniently packaged 12’’, 18’ and 24” lengths for easy, economical sizing 
ee enclosure, heating element and one set of of runs in 6” increments. Accessories include a regular 
ining pieces. Three models available for every and a special extended inverted corner cover for 
Ype Job. filling odd-inch breeches. 
SEE your distributor or American-Standard sales representative, or write today for com- 
plete information on the new, modern, fast way of installing heating systems. AMERICAN- 
per: STANDARD, PLUMBING & HEATING Division, 40 W. 40th Street, New York 18, N. Y. 
upon 
emit- 
1. ¥. 
a! 


PLUMBING AND HEATING DIVISION 
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. . « « Readers’ Problems 


natural draft draw in the secondary 
air through the firebox floors in the 
usual manner. 


That worked out beautifully on 
three jobs. On the fourth, it produced 
plus pressure over-fire so great the fir 
ing doors became red-hot, parts of the 
burner were ruined by high heat—in- 
cluding the ignition system, air snoot, 
and cup. Firing at the increased rate 
I promised the owner for his increased 
load, the pressure is greatly plus even 
in the smokepipe. I’ve got to produce. 

C. L., Millville, N. J. 


A. We hope the greatly increased 
gph rate you promised the owner does 
not produce a ridiculously high stack 
temperature. If it doesn’t, this job cer- 
tainly needs a draft inducer. Though 
this may be sad news for you, nothing 
else will do the trick. 


Q. I have been doing work for a 
new motel and they had baseboard 
convectors put in, but for the past 
two winters they have not had enough 
heat in the rooms because the job 
was undersized. 








to give you 


PROFIT REASON #1 — Now you can enjoy the 
multiple advantages of two great products com- 
bined into one assembly for EASIER HANDLING on 
oil installations, 


PROFIT REASON #2 — COMPACT DESIGN speeds 
installing, even in “tight” quarters where head- 
room is limited . . . saves you time working out 
close fits. 


PROFIT REASON #3—PERFORMANCE-GUARANTEED 
King Fill Alarm-Gauges are Underwriters Laboratory- 
approved and factory-certified to provide adequate 
tank-filling safety. 


PROFIT REASON #4 — Factory-assembled, two- 
roducts-in-one makes possible (1) LOWER COST, 
) SAVINGS IN TIME on-the-job, (3) SAVINGS IN 

EFFORT with less handling and easier installation. 


Fig. #600-1 with 142” bottom (male) and 14” 
top (female) openings and Fig. #600-2 model 
with 2” bottom (male) and 144” top (female) 
openings are designed for vertical 42”-44” and 
horizontal 26”-27” tanks. 


NOTE: King Fill Alarms and King Leakproof Tank 
Gauges are available individually, too. Write for 
Bulletins FA 500-257 and TG 14-257. 





for Bulletin KAG 657 








171 Derby Ave. 


5 ACCURATE resin. 





For complete details, WRITE OR PHONE ~ 
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To change and add more feet of 
radiation involves quite a job and it 
also calls for heating unused rooms 
resulting in fuel wasted. I am won 
dering what would be the most pra | ,~ 
tical method of adding more hea 1 
without upsetting the system, already ' 
in and heating each room separately 
as needed. Your opinion will be 
greatly appreciated. 

A. B. B., Vineland, X, J 
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A. Consideration of the entire 
layout of piping and radiation is 
needed to solve your problem, If yoy 
add radiation, you may overload the 
boiler. With great luck, you will be 
able to add a standing or recessed ta 
diator to each underheated room iy 
piped to the installed baseboard radi | v4 
ation, and valved to be turned of = 
when the room is not used. 










To provide the flow rate needed 
through the mains for the increased. 
load, you may need a special circw? 
lator able to develop exceptionally 
high head. Try to get help from @ 
field engineer who represents a mai 
ufacturer of circulators and special 
ties for forced hot-water systems. 

You do not give us enough data for 
us to arrive at more definite suggey 
tions that might help you. The em 
tire situation represents a warning” 
against a contractor’s installing a 
undersize heating system to begin 
with. The owner may have to pay 
through the nose for his folly of hav 
ing the undersize system installed. 




















Q. Nothing is wrong with the iw 
dustrial oilburner motor served by 
these three fuses. Motor has ben BeVeI 
checked with an ammeter, and om ther. 
starting draws slightly less than the 30 
amp rating of the fuses. Yet 4 fue Band 
blows annoyingly every two or three 
months. How do I end this trouble "= 
A. R. N., Gary, Ind. +. ar 
A. Do the usual first, and make cer § : oa 


tain overheating of fuses is not cause netwo 
by loose fuse clips or wire connections our | 
that need tightening. Next this 4” Bstock 
plies: A fuse that nearly blows cath BP acto, 
time its motor starts can be ex both 1 
to blow after a few hundred stam Bey 

by Boome” 
of the motor. End the trouble © Bart 
placing the ordinary fuses with fuss & 
of the time-delay type. 























everywhere a MACK goes-— 
there are MACK parts 


and MACK service 
10 assure ag of Mack parts when you need them 


»--toenable you to reduce your parts inventories 
»--and to‘provide you with the skills of Mack 
tvice experts—Mack has established a fast- 


moving, transconti ice- - 
Whhse ntinental service-and-supply 


our Mack distributor carries a carefully balanced 
Btock of parts. Behind him are the local Mack 
beri Branches and Mack’s Divisional Depots— 

oth ready for on-call action. And at Somerville, 
ith Jersey, there’s the Mack Parts Headquarters 
Art comprehensive stocks that include every Mack 
part and assembly ever likely to be needed. 


emergencies ... almost any Mack part is im- 

“edlately available through the transcontinental 
infield. Nee Ply network. Mack ps, ine, 
Canada, Lid ersey. In Canada: Mac c 


Mack trucks can be serviced through 55 Direct 
Factory Branches and nearly 300 Distributors. 


MACK 


first name for 


TRUCKS 





More than 1,000 women working in Directing the discussion was a panel 
the oil industry are expected to con- made up of O. K. Moore, Silent-Auto 
vene in Chicago, August 30-31. matic Heating & Cooling Co: Regis 

Irma Cline, Wichita Falls, Tex., is L. Plante, Oil Burning Engineers, 
national president of the organization, Inc.; and R. L. Shake, Arrow 
and Emily Fairbanks, Chicago, is con- Petroleum Co. 


vention chairman. 
Long Island ou1 selects 


Chicago burner Association has Patrick Caputo President 


Desk & Derrick Clubs to have Meeting on technical Problems = PATRICK _F. CAPUTO, Hicksville, was 


annual Convention in Chicago elected president of the Oil Heat Ip 
stitute of Long Island for his third 


consecutive term at the group's recent 
annual meeting. 

In his annual report Caputo pointed 
out that while the Long Island group 
was one of the youngest in the cour 


try it is the second largest of the 34 
institutes in the United States, 
Other officers named were Ray 
Nathan, vice president for Nassau 
County; Frank Fuhrmann, vice presi 
dent for Suffolk County; and Douglas 
Blair, treasurer. 


In addition to these officers a board 

FOR TRUCKS ad GUL PLIUNWIS of directors representing each section 
init lillies “hiitiionie of Long Island, was elected: Jack Ain, 

RADIAL THRUST BEARING yy ; Edward Martin, Thomas Dixon, Gor 

don Davis, G. H. Magee, Pat Ro 
manelli, and William Gifford will 


serve two years. 


MEMBERS of the Chicago Oil Burner 
THE THEME of the sixth annual con- Association met May 16 in the Shera- 
vention of the Association of Desk ton Hotel for a discussion of oilburn- 
and Derrick Clubs of North America er service and related technical prob- 
will be “Progress through Education.” lems. 





W. F. Kenny, Meenan Oil Co., was 
the principal speaker of the evening 
WIDE BEARING ; He stressed that the oilheating induy 

siesta % ' try is primarily a service industry 
) “assuming complete responsibility for 
our customer’s home heating comfort. 


MECHANICAL SEAL a GRAPHITE y RELIGF 
PREVENTS LEAKAGE Witinn 4 BUSHING VALVE 


WAYNE ROTARY PUMPS 


Built to take the worst... give the best in service. Exclusive 
Wayne rolling gear tooth design, with higher voiumetric 
efficiency, assures greater capacity, higher speeds and more 
GREATER compact size. Only two moving parts provide longer life 
CAPACITY and quieter operation. Radial thrust bearings and rigid 
base prevent distortion or misalignment. Special bearing 
seals keep out dirt. 
QUIET Let Wayne Rotary Pumps, with capacities from 35 to 300 
OPERATION GPM, be your assurance of trouble-free pumping 
on your trucks or at your bulk plants. Write for 
application handbook. 


LONGER LIFE 


Fred Heaney (left) congratulates 
Patrick F. Caputo as he awards himé 
plaque in recognition of his service ® 
president of the Oil Heat Institute ° 





Long Island. Heaney is national rd 
man, Distribution Division, Oil He 
THE WAYNE PUMP COMPANY, Salisbury, Md. Faia - popes 








Reduce 
your 


inventory 
problems... 


THESE 4 PUROLATOR REFILLS 
SERVICE 98% OF ALL 
OIL BURNER FILTER INSTALLATIONS 


With the addition of three new sizes, the 
famous PurOlator line of Micronic® filter 
refills (including gaskets) will now fit 98% 
of all oil burner installations. 

In addition to supplying most requests from 
a minimum stock of four sizes, you can give 
your customers the five outstanding benefits 
of PurOlator Micronic filtration—no matter 
what filter is installed on their job. 


1. Water and acid resistant element. 
2. Uniform density filtering to .0005”. 
3. No channeling or “‘soft’’ spots. 


4. Will not shrink, distort, stretch, flake 
or deteriorate. 


5. A guaranteed filtering capacity of over 
100 gallons per hour U.L. approved. 


r-~~MAIL COUPON FOR FREE CROSS-REFERENCE CHART-—, 


This handy guide shows you, instantly, the filter 
refills which may be used, interchangeably, in all 
leading filter units. 


Purolator Products Co., Inc. 
Rahway, New Jersey 








atulates Please send me copies of your Oil Burner Filter 
Element Cross-Reference Chart. 

s him 6 

shins PURQOLATOR |” 

. of 

re d PRODUCTS, INC. Address 

a 





il Heat “FIRST IN THE FIELD OF FILTERING” 


rceoeorr err oer err oer rr — 
_SSSE SEES, We ar ena 


Rahway, New lersey and Toronto, Ontario, Canada 


eloil 
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Central Supply Association 
starts wholesaler Schools 


A NON’PRODUCT, non-commercial sales 
training program is being offered 
members of the Central Supply As- 
sociation. The first of the Dealer De- 
velopment Institutes was held May 
20th through June 1st in Highland 
Park, IIl. 

The purpose of the schools is to 
train the wholesale distributor repre- 
sentative to use proper skills and 
knowledge in developing better re- 
tail managers and merchandisers so 


that he can use these skills to train 
other personnel in his firm. All phases 
of heating, cooling and plumbing re- 
tailing is covered. 

Much of the curriculum for the 
first school was developed by Wade 
Cloyd, American-Standard; Howard 
Mold, MinneapolisHoneywell; and 
C. F. Wilson, Crane Co. 

Among the general topics given at 
least a day’s discussion were business 
management, employee-labor relations, 
equipment and facilities, prospecting 
for leads, selling, and training. 











PERFECTAIRE, 





OIL-FIRED FURNACES 
Don't Drop Present Furnace Line 


Use PERFECTAIRE 
LARGER ,;, FURNACES 








Perfectaire capacities continue to increase when 
others stop. Larger furnaces give larger profits. 














Suspended 
(Horizontal) 


75,000 to 1,000,000 BTU 





Floor Mounted 
75,000 to 2,000,000 BTU 75,000 to 345,000 BTU 





Hi-Boys 





Heating 
75,000 to 1,000,000 BTU 


Combination 


ha a ee 


Cooling 
j 2, 3, 5,7%2 & 10 HP 


SEND FOR PRICE SHEET and NEW CATALOG (Just off the Press) 
OPEN TERRITORIES FOR DISTRIBUTORS 


AIR CONDITIONING ENGINEERING CO. 


CAMBRIDGE, 41, MASS. 


KI 7-2700 








108 


June 
1957 





Each of the subjects was covered 
by workshops, classroom participation, 
and skits. Enrollment was limited tp 
22 and the tuition was $200 per sty 
dent. 

Information on future Institutes 
may be obtained from James H. P 
Association secretary, 221 North Ly 
Salle, Chicago 1, IIl. 












N. Y. Oil Heating Association 
names Edward Heeg Secretary 






NEW EXECUTIVE SECRETARY of the 
New York Oil Heating Association js 
Edward T. Heeg. 
He replaces 
Philip H. Schepp 
who died recent- 
ly. 

E. T. Heeg had 
served for 20 
years with the 
New York City 
Fire Depart- 
ment and was instrumental in intro 
ducing new systems for inspecting, 
processing and issuing fueloil permits 
When he left the Department he was 
Acting Chief in Charge of the Divi 
sion of Fire Prevention in Brooklyn 
and Queens. 

During the recent tug strike Heeg 
was active in arranging for the nevey 
sary modifications of existing lawson 
over the road fueloil transport so that 
critical shortages were avoided in the 
City and on Long Island. 














John Harper new Chairman 
Petrol. Education Foundation 


JOHN HARPER, president, Harper Oi 
Co., Long Island City, N. Y. wa 
elected president of the Petroleum 
Education Foundation last month ia 
New York. Vice chairman is Georg 
Savory of Binghamton, the treasurer 
John Albright, Socony Mobil Oil Co, 
New York, and the secretary is Betty 
Hawley Donnelly, trustee of the Stat 
University of New York. 

The foundation voted to employ Ei 
Cray, formerly of APic, to work 
community groups in the oil industt] 
to get more training courses in opel 
tion. It sponsors both technical count 
at the vocational school level and 
troleum marketing courses at the 
lege level. 


























L-52, immersion Control 

for high, low limit 

control, circulator control 

of any combination. Remote, 
vertical or horizontal 
mounting. Fixed differentials. 
For tankless heater, storage 
tank heater or forced hot 
water installation only. 


RS-116, Hot Water 
Immersion Control for 
high limit, !ow limit and 
circulator control with 
low-voltage relay under 
one cover. Fixed limit 


ceiling and differential. 


Use for tankless heater, 
storage tank heater or 
circulator control. 





Glendale, California - Skokie, Illinois 
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At the annual convention of the Independent Oil Jobbers 
of Iowa in Des Moines the outgoing president F. A. 
Bogaert, Marshalltown, standing left, discusses the future 
with new officers also standing: John Petersen, Cedar 
Rapids and J. E. Herriott. Seated (left to right) are the 
new directors of the organization: Mark Young, Charles 
City; J. J. Joyce, Keokuk; Gerald Phippen, New Sharon; 
Harold Hunter, Minburn and J. P. Lahr, Ottuma, Shown 
in the insert is the panel which discussed Iowa's oilheating 
problems with special emphasis on sales promotion, equip- 
ment departments, and the possibility of a cooperative 
advertising campaign for 12 counties. From left to right: 
R. G. Hartman, Shell Oil; Merle S. Campbell, Carbon 
Coal Co., Des Moines; Robert Gray, FuELom & OIL 
HEAT; and I. H. Carnes, Carnes Oil Co., Clinton, Ia. 
























Save time and money by fabricating your 
oil burner combustion chambers from 
Sheared to Size sheared-to-size Ingersoll heat-resisting 
stainless steel. 

This special steel is correct in analysis 


Heat-Resisting 





Advantages of Heat-Resisting — ith ‘ ia, 

-. ng) to wit stand high temperatures . . . co 
‘ : a sistently uniform in quality .. . and has 

' oe exceptional forming characteristics. 
|  @ tighter weight lowers Ingersoll will custom shear it to your 
» freight costs : r ‘ 
De Culcker healing specified blank sizes, or multiples thereof 
[ Wrseter efiloncy.. aga (depending on size). And Ingersoll’s 
| OEtter'temperature controt -—-—éflexible facilities are geared to handle 
Te large jobs or small ones with speed and 
precision. 


Ingersoll dees not fabricate combustion chambers 





Write, | 
i ¥ 
sins BW Ingersoll STEEL DIVISION 
for details | Borg-Warner Corporation 


® New Castle, indiana 
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North Carolina Oil Jobbers 


meet for spring Convention 






FUELOIL PROBLEMS in North Caroling 
was the topic discussed by a panel a 
the Spring Convention of the North 
Carolina Oil Jobbers Association, 
Pinehurst, N. C., May 12-15, 

On the panel were Marshall Field 
Hartol Petroleum; C. Q. Chem, 
Phillips Petroleum; Joe Berry, Bemy 
Coal and Oil Co.; and C. D. Burnette, 
Amoco jobber. Robert Gray, PUELOL 
& OIL HEAT, was moderator. 

During the three day meeting seven 
technical film strips from the Oil Heat 
Institute of America were shown. 




















N. E. Independent Oil Men 


have Convention in Boston 






B. L. RAY, Esso marketing vice-presr 
dent, spoke at the luncheon meeting 
when the Independent Oil Men’s As 
sociation of New England had its a 
nual convention in Boston, May 16. 

His talk is reported on page 55 
this issue. 

Other speakers during the day-long 
meeting were Paul Fitzpatrick, Ethyl 
Corp., who described “Brainstrom 
ing,” and Barney Majewski whox 
talk was entitled the “Oil Industy 
examines its Conscience.” 



























Tom Farrell elected President 


of Essex County (N.J.) Dealer 


THE ESSEX COUNTY (N. J.) Asst 
tion of fueloil dealers recently 
and elected Tom Farrell, president fo 
the 1957-58 season. 

Also elected were the following 
Irving, Oelbaum, vice-president; Roy 
Kruse, secretary; and Walter Har 
nisch, treasurer. 





















Actual Photo of ‘‘Budget-Blower'’ and Econo-Pak Assemblies in Our Dayton, Ohio Warehouse. 


SPACE-SAVING AIDS TO GREATER PROFIT MARGINS 


Here's How to Save Warehouse Space ...Reduce Costs 


Lau makes it possible for you 
to operate with greater econ- 
omy and efficiency ...even in 
these days of rising material 
and production costs. Our 
huge warehouse stock permits you to order 
from week to week...in the quantities you 
need, in the sizes you require, for the produc- 
tion you estimate. 

Bulk packaging of hardware, palletized ship- 
ping and quick shipment from stock cuts ware- 
housing and double-handling, cuts your 
inventory costs as much as 50%, assures your 
customers of firm delivery. 


L 


World's Largest Manufacturer of Air-Conditioning Blowers 


Yes, it is not unusual to expect box-car-to- 
assembly-line flexibility when you order from 
Lau. And too, the Lau staff of specialists in the 
air-moving industry will work closely with you 
on your air moving problems. 

You enjoy greater economy, and simplicity of 
assembly with the Lau “Budget-Blower’’. Learn 
how you can build up your savings when you 
specify Lau. Consult your Lau representative 
today for details. 


THE LAU BLOWER COMPANY 
2027 Home Avenue, Dayton 7, Ohio 


Azusa, California. In Canada: The Lau Blower 


wage Company of Canada, Ltd., Kitchener, Ontario 
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Oil Heat Old Timers select Dick Evans, recording secretary; 


David Hamilton as President Thomas J. Green, treasurer; and How- 


Fas: ard Klerk, sergeant-at-arms. 
FIVE MEMBERS were named to the 


board of directors when the Oil Heat 
Old Timers had their recent annual 
meeting in Astoria, N. Y. They are: 


Burner service School held 


by North Carolina Jobbers 


Thomas J. Green, David J. Hamilton, TWO CLASSES of servicemen attended 
Gus Triolo, Stan R. Walsh and Jim North Carolina State College recent- 
Wargas. ly for a week’s study and training in 

The directors met May 9 and burner service. The North Carolina 


elected the following officers: David Oil Jobbers Association sponsored the 
J. Hamilton, president; Jack Schreiber, school. 
vice-president; Ed Green, secretary; The classes were limited to 30 each. 





Oilheating 
Dealers! 
EVERY GAM INSTALLATION 


Means You'll Sell Another Tankful 
of Fueloil* in the Summertime! 











Removable Coil 
All Gopper Tankless Heaters 


Cut Unnecessary Service Calls 
—You Make More Money! 


DELUXE TANKLESS WATER HEATER DE- 

FIES COMPARISON ...at ANY price! 

@ Can be installed either VERTICAL or HORI- 
ZONTAL. 














@ Does NOT have to be completely removed in 
hard water areas. 

@ REMOVABLE copper coil unit permits re-use 
of shell or coils. 

@ Air vent PREVENTS heater from becoming air 
bound. 

@ Pre-tested to withstand 150 Ibs. ACTUAL 
working pressure. 

@ All joints, coil tubing, copper shell, seams and *FUELOIL & OIL HEAT's 
bronze flange are SIL-FOS brazed to BRONZE estimate of added fueloil 
fittings to insure permanent air tight, water pid wee Tangri 
tight nine. ge es domestic hot wa- 


@ LIFETIME Guarantee on all WORKMANSHIP. 


Our 














WATER HEATER MFG. CO. INC. 
239-249 ALABAMA AVENUE BROOKLYN 7, NEW YORK 
In Canad lloy Co. Ltd., 2316 Gerrard St., E., Toronto, Canada 
cs QUALITY PRODUCTS SINCE 1906 ia 














According to Donald M. Ward, Ay 
sociation Secretary, interest wag % 
keen for the project among member 
that another school will be held soon, 
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Jersey fueloil Distributors 
name new executive Director 






THE EXECUTIVE COMMITTEE of the 
Fuel Oil Distributors Association of 
New Jersey, 
Newark, recently 
appointed Rich- 
ard D. Corrigan | 
as executive di- 
rector of the As 
sociation. 

Corrigan’s 
background in- 
cludes trade asso- 
ciation work in New York and in the 
southern states. 

He is a graduate of Georgetown 
University and attended Columbia 
University and Fordham Law School, 
He served both in World War and 
the Korean conflict. 

























N. Y. Oilheating Association 


to sponsor golf Tournament 





TUESDAY, June 25, is scheduled for the 
annual golf tournament and field day 
sponsored by the New York Oilheat 
ing Association. Activities will be held 
at the Engineers Club, Roslyn, Long 
Island, N. Y. 

Following lunch various games, itr 
cluding the annual soft ball game, wil 
be played with prizes awarded for 
most events. The committee planning 
the event includes: A. Bierman, H 
Layman, M. Conviser, H. Bernsteit, 
and A. Panzera. 















Delaware Valley Group has 
service School -for Members 


UNDER THE AUSPICES of the Service 
Committee, the Delaware Valley Fuel 
Oil Dealers Association, Glenside 
Pa., held its first service school on May 
28. The school was held at the platt 
of Jesse E. Terry. 

Practical demonstrations of newé 
service techniques were given by te 
resentatives of Minneapolis-Honey 
well, Sid Harvey, Penn Controls 
Monafch and others, Charles Brinket 
Doylestown, Pa., is service chairmat 






















‘the Buckley and Scott Company 
operates a large fleet of trucks to serve 
many thousands of well satisfied cus- 
tomers in the Boston Metropolitan area. 
Pumps are of great importance to their 
‘business and after seeing a demonstra- 
tion by the Hall Equipment Company, 
also of Boston, they obtained a Marlow 
centrifugal on their next tank truck. 


are impressed with the quiet 
Marlow equipped tank truck. 








From this modern office in Wutertown, Massachusetts, Buckley and Scott control 
their own hard-working fleet of trucks, as well as those of associated companies. 


Fast , Quiet Fuel Oil Deliveries Stressed 


DEPENDABLE TRUCK PUMPS VITAL... 
BUCKLEY AND SCOTT SWITCH TO MARLOWS 


Thomas J. Scott, Vice President and 
General Manager, likes the quiet and 
vibrationless operation of the pump. He 
says, “This is vital to the life of the 
equipment and has a byproduct of good 
will to customers.” He also thinks the 
pump will be more economical in the 
long run since it has a high capacity to 
begin with and will maintain this high 
capacity throughout an indefinite peri- 
od. The pumps he has been using have 
to be replaced every one or two years 
to maintain capacity. 


Bob McClellan, the Dispatcher, likes the 
quiet operation of the pump and also its 
cleanliness with no leaks through the 
mechanical shaft seal. The high capaci- 
ty also appeals to Bob. He said that 
their drivers don’t like to stand still in 
freezing cold weather holding the hose 
nozzle waiting for the tank to fill. Their 
drivers deliver 6,000 to 8,000 gallons per 
day. This is hard work and any simplifi- 
cation is desirable. 


Another important consideration with 
Buckley and Scott is maintenance. Last 


year they had a thousand dollar repair 
bill in one week when small amounts of 
water froze in five rotary type pumps. 
This resulted in stripped transmission 
gears and broken power take-offs. Mar- 
low pumps pass small sized solids with- 
out damage. 


If you are interested in fast,quiet fuel 
oil deliveries, you will be interested in 
Marlows. Write and ask for Bulletin 
PM-06 and the name of your nearest 
Marlow dealer. 


MARLOW PUMPS 


Division of Bell & Gossett Company 
MIDLAND PARK, NEW JERSEY 


Morton Grove, Illinois Longview, Texas 
In Canada: PUMPS & SOFTENERS LTD., LONDON, ONTARIO 
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. . . « Industry Groups 


Annual Convention is planned | ham, Mass.; and William Hubner, dine assisted by Harry Schollenberger 
by Maine Dealer Association | New York. and Pee Wee Harris planned the pro- 
Mrs. George M. Wingate is chair- gram. 
man of the program for the women 
attending the meeting. Better Heat Council names 
new Officers and Director 


AN ALL-DAY CONVENTION with the | 
business meeting in the morning and | 
a program in the afternoon is being | 


planned for June 20 in Winthrop, 


Me., by the Maine Oil & Heating | agro ct Valley Denice NEW OFFICERS and an executive direc. 
s 


Equipment Dealers’ Association. tor have been named by the Better 
H. Allen Mapes is chairman of the | MEMBERS of the Delaware Valley Fuel Heat with Oil 

program committee and has arranged _ Oil Dealers Association entertained Council, Inc., 

for the following speakers: John their wives at dinner in Philadelphia, New York 36, 

Stevens, Lynn, Mass.; Butler Scott, | May 7. N.Y. 

Quincy, Mass.; Fred Whetton, Need- Committee chairman Bob Kender- Joseph A. 

Loveland, oil- 

heating veteran 

with 35 years ex- 


& ' 
perience with sem A 
e i WI Esso Standard ak 


Oil Co., has joined the Council as 


Nj i Al R’ “Bi ig a 99 | executive director. He will guide the 
group’s membership drives and co 





ordinate its advertising and promotion 
programs. 

New officers named by the Council 
are: Lawrence J. Murphy, Murphy 
Fuel Co., chairman; Fred Heaney, 
Skaggs-Walsh, vice-chairman; Fred 
Sommer, Sinclair Refining, 2nd vice 
chairman; Joseph Schwartz, Whale 
Oil Co., treasurer. 


Mechanical Contractors give 


© SALES TRAINING Joseph Fitts —— Avel : 
4) ST EADY SUPPLY RECIPIENT of the Distinguished Serv 


ice Award for 1957 given by the Me™ 
chanical Contractors Association of 
America was Joseph C. Fitts, Hacken 7 
sack, N. J. The award was made a 
the Association’s annual conventioil, 
May 7-10, in Miami, Fla. a 
Fitts until his retirement had beet | 
secretary and editor of the Associ i 
tion’s official bulletin. During his 7 
A Sinclair Fuel Oil Distributorship is a quick way years of service, he had been inst] 
to boost profits. Sinclair Fuel Oil sells fast because it’s good! It’s good mental in the formation of industty 
because continuous testing and improvement at Sinclair’s research wide standards. 
laboratories at Harvey, Illinois, help make Sinclair Fuel Oil a 


better product. 1; ‘11 handle 
Sinclair Distributors get extra sales support. Strong ads are designed News A pany bg = 
for local use. Oun1L! publicity Campaign 
A special sales training program offers new profit-making ideas. DIRECTING a consumer and trade pul 
Sinclair Distributors enjoy a steady and ample supply of products — licity campaign started April 1 by 
thanks to Sinclair’s vast production and storage facilities. Oil Heat Institute of Long Island 
Build a better business for yourself. Increase your profits. Write for the publicity and public relations ™ 
details today. Sinclair Refining Company, 600 Fifth Ave., of News Alliance. New York Gi 
New York 20, N. Y. ‘ ; . of the 
Patrick F. Caputo, president of ; 
OHILI, has announced. The campae 


SINCLAIR FUEL OIL ® is to be directed at both local and 
wi th & D #119 tional levels. 


June 
1957 
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. \ HUMIDEX TABLETS 
CO 
. wp Y, a @ Bege 
otion Se Prolong Life of Humidifier 
yuncil 
irphy 
aney, 
Fred 
vice’ 
V hale 
ve 
Sony STANDARDIZE THE COMPLETE LINE 
e Me § wiht 
on of INTERCHANGEABLE PARTS 
acke | 
ade at” 
ntion, MODEL 600 
: The most popular and successful 
of all humidifiers for many years. 
1 been a More than two million are in use 
me today. It’s the humidifier for 
sgocia’ ¥ warm air furnaces of the stand- 
Pp ard type, including winter air 
his 38 conditioning. 
a MODEL 450 
Hangs on the side of the heater 
— evaporating plates reach into 
4 K the air stream. seful in coun- 
e  —«V!/ terflow, highboy, floor furnaces 
and space heaters, where space 
n gee permit the use of Series 
le pub 
by the q 
land & MODEL 760 
ns Bie This increasingly popular duct 
c Cif (% ae sgn By 
the : Note how the unit is installed on 
of the bottom outside of the trunk- 
line, leaving only the plates en- 
mpaige | tirely ex to give maximum 
and na’ tion. ig ge we Bey © sides 


and full length of each Vapoglas 
Plate. 


Placed in the float tank, Skuttle Humidex Tables. 
will protect any from the ra of 
rust and corrosion. The destructive nature of lime 

present in domestic water supplies, is pire 
from adhering to vital surfaces. pyle is reduced 
to 4 sludge thas is enally rinent. peoleiaag ame ee 


By using Skuttde na. Tablets you eliminate 
costly service calls. All vital — ples are 


in Claging Cleaning time fn reduced to minutes withou without 
okies to pie 


Economical or th wet hare’ exe extra profit for 


your sect baaiinee tan 


Skuttle Humidex with 
installation. Each « 


tains 12 for the 
ns ale rough foe 


New lifetime stainless steel Vapoglas Plate Holders ar 
standard equipment on all Skuttle Humidifiers. 









. ... Industry Groups 


Out of New England holds 
its annual Meeting, May 2 


REPORTS of the president and treasur- 
er were presented at the annual meet- 
ing of the Oil Heat Institute of New 
England in Boston, May 2. 
Following the business meeting an 
industry luncheon was held in the Im- 
perial Ballroom of the Hotel Statler. 
Speakers at the luncheon included 
K. G. MacKay, credit manager, New 
England Division, Gulf Oil, and 
Charles H. Burkhardt, national secre- 


tary, Distribution Division, Oil-Heat 
Institute of America. Their presenta- 
tions covered collection problems, 
modernization programs and burner 
service contracts. 

The following were elected direc- 
tors for three-year terms: Frederic A. 
Bliss, Plymouth, Mass.; Donald G. 
Clark, Worcester, Mass.; Edward T. 
Lord, Dover, N. H.; William J. Ma- 
honey, Hartford, Conn.; Thomas J. 
Scott, Watertown, Mass.; Burton I. 
Stevens, Waterbury, Conn.; Reginald 
K. Swett, Springfield, Mass.; Wat H. 


MURRAY Says: 





SILENT-FLAME: One-Piece Casting, 
Precision-Machined, Finest Compo- 
nents—You Can’t Buy a Better Burner 
at ANY Price! J 














TOP QUALITY—PRICED COMPETITIVELY! 


<4 Model TB 
75 to 3.0 Gph 
One-Piece Cast 
Aluminum Housing 


Quality 
Bronze 
Sump 
Pump: 
Model 








for YOU! 


Priced Burner specific 
Your Unit! 





G 
- MANUFACTURERS! | 2% 
) Model YBN* 
is Engineered 


*Your Brand Name. Call Us Now 
— we'll engineer this pe Low- 
ally to Marry 











Available — Contact Us Today! 


Reps and Distributors — Some Exclusive Territories 
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Tyler, Waltham, Mass.; Whitcomb ’ 
Wells, Keene, N. H.; and Richard C7 
Whiting, Holyoke, Mass. 







Empire State Petroleum Aggp, 
has spring Meeting in Buffalo 








TRENDS IN OILHEATING were diy 
cussed by David L. Barrett, Esso, a 
the annual spring meeting of the Em. 
pire State Petroleum Association jp 
Buffalo, N. Y., May 26-28. 

Other speakers whose talks were 
of interest to fueloil distributors were 
L. T. White, Cities Service Petrole. 
um, Inc.; Adam J. Rumoshosky, 
American Petroleum Institute; Ver. 
non A. Bellman, Socony Mobil Oj 
Co., Inc.; and Louis P. Shannon, Dy 
Pont. 

Special activities were planned on 
both Monday and Tuesday for the 
women attending the meeting. 

In the Ballroom Foyer of the Ho 
tel Statler a group of exhibitors had 
a trade exhibit. They showed new 
items in both the equipment and 



















































service fields. 


Fuel Oil & Water Heater Mfgrs. | 
elect Charles Drake president 





NEW OFFICERS of the Fuel Oil ¢ 
Water Heater Manufacturers’ Asw 
ciation, elected at a recent meeting in 
New York City, are Charles E. Drake, 
Patterson-Kelley, Inc., president; Wal 
ter Veit, Manning & Lewis Engineer 
ing Co., vice-president, and William 
B. Gorey, Adsco Industries, Inc., se 
retary. 

At technical committee meetings 
progress was reported toward comple 
tion of recommended standards for | 
high temperature water application | 




















Union County (N.J.) Asm: 
plans baseball Outing, June B 


JERSEY fueloil dealers will attend Me 
Yankee- Detroit baseball game on JW™ 
18 in New York. Sponsor of the out 
ing is the Union County Oil-Heat AY 
sociation. 

Members will first meet for a buf 
supper at the Fuel Oil Supply ©. 
Cranford, N. J. Heading the © B gop 
mittee for the evening is Bud Polit 
assisted by Bruce Hustis and 
McDowell. 
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QUICK-CONNECT TERMINALS offer | SUPERIOR MYLAR* INSULATION (right) has | PROMPT REPAIR SERVICE through General 
@ more rapid wiring method, yet do 35 times the moisture resistance of ordinary Electric’s network of Small Motor Service 
eetings not interfere with conventional studs. | paper insulation, resists effects of heat and age. Stations is as near as your telephone. 


comple: 
rds for 
cation. 


D. 
ine 18. 








end the: 
on Jum ~ ‘ 
the out ODS ‘6-E FORM 6 
Ieat Av | MOTOR MOTOR 
sp 

fe hes NUT welded inside shell of | DOUBLE LUBRICATION LIFE provided by 50% | REPLACEMENT MOTORS are also available 
a bu ps per permits fast outside | more oil, and efficient oil retention system cuts locally. G-E Form G replacement motors pro- 
oly Co, n OF conduit fitting. | int to a mini | vide top-quality, long-life performance. 

i *Reg. trade-mark of DuPont Co. 

he com 


+ Pola FOR MORE INFORMATION ON G-E FHP MOTORS, WRITE SECTION 702-51, GENERAL ELECTRIC COMPANY, SCHENECTADY, N. Y. 


GENERAL @ ELECTRIC 


INSTALL A PACKAGED 


CLASS “A”’ CHIMNEY 
with TRUE 
PRE-FAB 


ECONOMY! 
Majestic_ 


Thulman ]— 
ae one 
Chimney 


@ Factory-made and complete 










@ Hangs on joists - no footing 
@ Self-cooling, non-condensing 
@ Saves '/4 to 1/2 on chimney costs 


@ Easiest chimney to erect 


Uilt-in rain cap 
@ No special clearances needed 
@ Handsome simulated-brick top 


@ U/L approved for all fuels 


The modern chimney, in a 7-inch 
flue size, ideal for venting of 
any furnace, incinerator, or 
other appliance! Clearance from 
surrounding construction is 
built in. For 1 to 2-story homes, 
with or without basements. 


And the Thulman ‘‘No-Masonry”’ Fireplace 
An all-metal fireplace, UL-labeled for safety, that 
can be installed on a wood floor and framed in with 
conventional construction. Facing or mantel can be 
custom-finished, or you can use Thulman accessory 
brick or black glass surrounds and tile hearth exten- 
sion. A complete fireplace in a package! p- 


Write today for free bulletins 


thd Majestic /co., Inc. 


499 Erie St., Huntington, Ind. 
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New Products 


Each New Products item has an identifying number, 
If you want more information on any equipment described 
here send the coupon on page 141 to FUELOM & On 
HEAT, 2 West 45 St., New York 36, N. Y., and iden 


tify the product by circling its number on the coupon, 








Deerfield horizontal rotary Burner 
in Capacities up to 360 boiler Hp 






DEERFIELD horizontal rotary oilburners have been ar 
nounced in capacities up to 360 boiler hp, gallonage rat 
ings from 15 to 120 gph. 
Model H burners are designed 
for No. 6 residual fueloil, 
with a low watt density pre- 
heater with auxiliary head 
for relay control included. 
Model c burners are designed 
for unheated Nos. 4 and 5 
oils. Modulating is available 
for on-off burner models as an optional extra. 

The burners are both Underwriters and New York 
Board of Standards and Appeals approved. Features area 
Flameshaper and “Sur-Lite-Off” electric-gas ignition # 
sembly, patents for both of which are pending. 

Made by: Deerfield Machy. Co., 263 West 47th St, 
Brooklyn 20, N. Y. 


Circle El on coupon, page 1/41 


















Compound applied like Putty offered 
for speedy Repair of oil tank Leaks 


“9-L STOP-A-LEAK” has been developed for the speedy 1 
pairs of oil tank leaks. It is described as usable anywhere 
on the tank—edges, seams and corners and flat surfaces 
The serviceman merely rolls the compound in his hands 
until it becomes soft and putty-like; then he applies it 
the leak over whatever may be on the tank itself. It is a 
necessary to drain the tank. It is used mainly for spot leaks, 
seam leaks, welded edges, irregular surfaces and tank ~ 
nections. Packaged in a heat-sealed polyethylene bag, with 
printed instructions for use. 

Made by: “3-L Enterprises,” 59 Dehon St., Revét 
Mass. ; 















Circle E2 on coupon, page 1/4! 
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Rigid selection of component parts, constant 
performance checks through a program of statistical quality control 
and thorough laboratory and field testing are but three of many steps 
TACO takes to assure you of a quiet circulator (regardless of size) 
on every installation. 


And, Taco circulators are backed by a complete product line, national 
service and distribution facilities and 40 years of product pioneering. 


TACO HEATERS, INCORPORATED 
1160 CRANSTON STREET, CRANSTON, R. I. 


BETTER HEATING 
SETTER with TACO 


CORPORATE OFFICE: 342 Madison Ave., New York 17,N. Y. IN CANADA: Taco Heaters of Canada Ltd., 4 Gilead Place, Toronto 2 
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. New Products 


New Lines of temperature Regulators, 
pressure relief Valves made by Watts 
WATTS REGULATOR CO. has introduced two new lines. 
Shown left in the picture is the temperature regulator and 
on the right, the 
new pressure re- 
lief valves. The 
155 series direct 
acting regulators 
are available in 
sizes VY" to 1”. 
The 157 series 
reverse acting 
regulators come 
in sizes VY” 
through 1” in ila 
clusive. Series 740 pressure relief valves are swiitiite in 
sizes 1” x 114”, 114" x 2”, 2” x 21”. 

Made by: Watts Regulator Co., Lawrence, Mass. 

Circle E3 on coupon, page 141 


Upflow, counterflow, conventional 
Models in York's new furnace Lines 


FOUR FURNACE TYPES to meet varying conditions in the 
home are provided in York’s three new lines of auto- 
matically controlled oil-fired furnaces, The Climaster series, 
which permits addition of cooling circuits, has a horizon- 
tal, “Hi-Boy” upflow model, a “Hi-Boy” counterflow and 


conventional basement types. Capacities range from 84. 
000 to 125,000 Btu. 

The “Partrician” series, which provides both heating 
and cooling in a single compact package, is offered in both 
the “Hi-Boy” upflow and counterflow types. Heating cq. 
pacities range from 84,000, to 140,000 Btu. 

“Challenger” furnaces for heating only are available ip 
horizontal “Hi-Boy” upflow, “Hi-Boy” counterflow and 
basement type. Capacities are 80,000 to 125,000 Btu, 

Made by: York Corp., Div. of Borg-Warner, York, Py 

Circle E4 on coupon, page 141 


Executives 
of General Elec- 
tric Co. view with 
pride the first 
whole house 
packaged aircon- 
ditioner to roll off 
the line of the 
company’s new 
plant at Tyler, 
Tex. Left to right 
are L. H. Hirschback, casei manager, and R. K. 
Miller, general manager, home heating and cooling depart 
ment. The unit is designed for the home improvement 
market, especially where wet heating systems are in use. 
It offers 24,000 or 37,000 Btu of cooling for the average 
sized home. 

Made by: General Electric Co., 5 Lawrence St., Bloom 
field, N. J. 

Circle E5 on coupon, page 141 





FF-530V 
(Metal Bow! 
with Shut- 
Off Vaive) 


CHEMISTONE 
ELEMENT... 
True Filter, 

not a strainer; 
exclusive with 
“lemm. 


@ MODELS AVAILABLE FOR EVERY 
HEATING APPLICATION 


@ CHOICE OF GLASS OR METAL BOWLS 


@ BUILT-IN SHUT-OFF VALVES 
AVAILABLE 


@ EXCLUSIVE CHEMISTONE FILTER 
ELEMENTS 


No matter what kind of an oil burning installation you're 

selling or servicing, there’s a time-proved, customer- 
satisfying Klemm Fuel Oil Filter to keep 
it running . . . and running right. That's 
why it pays to insist on genuine Klemm 
Filters — “Millions Since 1932.” 


@ APPROVED MODELS AVAILABLE 


Klemm PRODUCTS 


pivision OF KLEMM AUTOMOTIVE PRODUCTS COMPANY 


1722 North Damen Avenue, Chicago 47, Illinois 


EXPORT: Guiterman Co., Inc., New York 4 


CANADA: Elgee, Ltd., Toronto 




















will allow him to deliver two extra truck loads 
daily. And Southland reports they expect the 
system to pay for itself within two years in terms 
of labor savings alone. 


SOUTHLAND OIL CORPORATION recently began op- 
erations at this Cen-trol-equipped terminal on 
Drayton Street in Savannah, Ga. One of their 
customers reports the Cen-trol’s speedy dispatch 


Pays for itself in a matter of months 








Cenm-frol makes headlines in bulk 
plant and terminal operations 


Now, SMITHway Cen-trol electrical 
transmission systems do for bulk sta- 
tions and terminals what controls 
automation has done for refineries and 
route stations. One man controls the 





quantity . . . gets the ticket-printed record and 
meter identification . . . turns pumps on and off, 
opens or closes block valves at the loading racks. 

Cen-trol is smooth, safe, accurate and trouble- 


Check these benefits 


MANPOWER SAVINGS — One-man oper- ’ 


oted, Cen-trol pays for itself in two yous in 
terms of labor savings alone. 


SATISFIED CUSTOMERS — By speeding oper-’ 


ations, Cen-trol permits customers’ trucks to 
make extra deliveries daily. 


SIMPLIFIED BOOKKEEPING — Cen-trol duto- 
matically provides the dispatcher with a handy, 
Printed record of all transactions. Totals can 
be checked at any time, in a matter of minutes. 






product, the loading position, the . 


‘tems are available for operation on 


free — particularly when it’s used with time- 
proven, modern design A. O. Smith meters and 
accessories. 
Wherever Cen-trol has been installed, it’s mak- 
ing headlines — profit headlines. What’s more, it’s 
easily set up, easily installed. Thestandard appli; 
cation utilizes a 60 cycle, 145 volt 
A-C power source. But Cen-trol sys- 


25 cycle circuits. * , 


, 


Before you build or modernize any bulk 
plant or terminal, be sure you have the 
facts on Cen-trol. See your representative or 
write direct for Bulletin 156-A. 





Through research < . a better way 


AO.Smith 


ae (ee 








METER carson 


Factories: 5715 Smithway St., Los Angeles 22, Calif., P. 0. Box 500, 
Succasunna, N. J. Offices: Atlanta, Ga., Chicago 7, III., Houston 20, 
Texas, Los Angeles 22, Calif., New York 17, N. Y. Canada: Toronto 
12, Vancouver 1. international Division — Milwaukee 1, Wisconsin. 
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. . « « New Products 






Low-cost, 3-ton residential packaged 
Airconditioner marketed by Airtemp 
A NEW LOw COsT 3-hp central home airconditioner for the 
six or seven room house has been introduced. Designated 
Airtemp 1103-2, 
the waterless con- 
ditioner can be 
installed in attic, 
crawl space or 
basement. It will 
aircondition an 
area up to 1,800 
sq. ft. in either a 
new or existing 
home and can be tied-in with forced air heating or op- 
erated independently of the heating system. 
Made by: Airtemp Division, Dayton 1, Ohio. 
Circle E6 on coupon, page 1/41 

























Skuttle engineers Vapoglas Plates 

to fit more Types of Humidifiers 

VAPOGLAS humidifier plates are now made by Skuttle to fit 

nearly all humidifiers, The plates, made of corrode-resistant 

glass fiber, come five to the package plus adapters which 

make it possible to install the easy-to-clean plates in most 

humidifiers, Skuttle’s new humidifier has a 12% increase 

in evaporating area because of the addition of a sixth plate. 
Made by: Skuttle Manufacturing Co., Milford, Mich. 

Circle E7 on coupon, page 141 












New Eze-Snap service Form developed 
by Degree Day Systems for Dealers 


A FORM designed basically for the small and medium gize 
firm has been developed by Degree Day systems, Called 
the EZE- SNAP service form, it can be purchased with 
name, address and phone number imprinted on it, Ap 
aluminum holder keeps the three-sheeted form in order 
After completing a job, serviceman checks work done for 
both customer and company records. 

Made by: Degree Day Systems, 39-50 58th St., Wood. 
side 77, N. Y. 

Circle E8 on coupon, page 1/41 


New Taco heat Exchangers include 
high temperature, pressure Units 


TACO HEATERS, INC., has introduced several series of heat 
exchangers. The 600 psi test pressure units (high pressure 
—high tempera- 
ture) are avail- 
able in five di- 
ameters from 4” 
to 12” with maxi- 
mum _ operating iL 
temperature of 450°F. Exchangers are designed, con 
structed and rated to comply with ASME and ASA codes. 
Made by: Taco Heaters, Inc., 1160 Cranston St., Crans 
ton 9, R. I. 





Circle E9 on coupon, page 141 



















Here are a few progressive firms now using Kleen Air equipment: 


NORTH WESTERN-HANNA FUEL CO. EMPIRE FUEL CO. 
(7 machines) Madison, Wis. 






Minneapolis, Minn. 
NATIONAL COAL CO. BECKER STANTON FUEL CO. 
Reno, Nevada Spokane, Washington 









The Kleen Air Power Suction cleaner is an en- 
tirely new concept in the vacuum cleaning of resi- 
dential, commercial, and industrial heating plants. 


No job too big or too small—One man can clean 
up to 40 home furnaces without dumping. One man 
can clean the biggest boiler, breeching and stack 
faster and more reasonably than any other cleaner. 


Kleen Air Service is a “natural” for fuel oil deal- 
ers as it means added profits and new fuel oil ac- 
counts. 


Kleen Air machines are sold on an exclusive fran- 
chise basis only—we have a size for your locality. 


Investigate your profit potential with Kleen Air 
today: 


Write, wire, or phone for more information 


DELAMATER DISTRIBUTING CO. e Janesville, Wisconsi# 


Distributorship inquiries invited from Eastern U. S. 


———«, 
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NOW...add cooling profits 


to furnace profits 
with INTERNATIONAL’S 


COOLIN 


PLENUM 
SYSTEM 


,..adapts any furnace 
for summer cooling 


...uses same ductwork 
for cooling as heating 


SEE...SELL THE COMPLETE 
BLUE FRONT LINE 


Includes All-Year Twin Units, Cooling Plenum 
pets, Horizontal Units, Air or Water Cooled 
ed n Units, Air Cooled Compressor Units, 
ommercial Models, Unit Coolers. 


ee 






Have you obtained your 
copy of our new COOLI 

MANUAL? It’s fast becom- 
ing the standard text for 
dealers who want to master 
summer air conditioning. II- 
lustrated, complete, easy to 
understand. Write for your 
copy today. $1.00 




















As Family Refrigerator 





























Distributor, or 
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. . New Products 


Cleaner for Servicemen, new fueloil 
Additive introduced by Chemcat Co. 


TWO NEW PRODUCTS have been developed by Chemcat Co. 
The first “Speedi-Clean” is a cleaner for strainers, nozzles, 


burner parts and machinery. It removes carbon, grease. 


and oil, rinses off with water, and is non-inflammable. 

“Fuel Tonic is a fueloil tonic, designed to burn off wa- 
ter and prevent freezing of lines. Called a 3-way condi- 
tioner because it disperses moisture, dissolves sludge and 
inhibits rust corrosion. 


Made by: The Chemcat Co., Francis St., Derby, Conn. 
Circle E10 on coupon, page 1/41 


Clock Thermostat for both Heating 
and Cooling marketed by General 


TEMPOTHERM 365 thermostat provides automatic clock 
the rmostat control of both peeting 3 and ne functions 
night setback and 
morning pickup 
for each. Low 
ered night  set- 
back on aircon- 
ditioning permits 
better humidity 
control and helps 
to offset the load 


TIME TO 





of maximum daytime temperature by storing cooling 
capacity. Designed by General Controls, the Tempotherm 
will function all year. 

Made by: General Controls Co., 801 Allen Ave., Glen. 
dale, Calif. 


Circle E11 on coupon, page 141 


Duc-Pac reduces perimeter Ductwork 
to Take-off and Box universal Units 


TWO BASIC UNITS, the universal take-off and universal box 
comprise the new Duc-Pac line of preformed round pip. 
and fittings for perimeter 
heating. Available in several 
different sizes, the units 
singly or in combination can 
be used with Duc-Pac’s sim- 
plified round pipe and Ad- 
justa-Duct to handle just 
about any warm air perim- 
eter run. 
The new line features 
Duc-Pac’s press-together fit- 
tings and Duc-Pac lock and, 
in addition to standardization of layouts and inves’ it 
saves in storage space and comes packed in strorg carton: 


Made by: Duc-Pac, Inc., East Longmeadow, Mass. 
Circle E12 on coupon, page 141 


INSTALL A GF REFILL’ 
IN EVERY FILTER YOU SERVICE! 


*Make Sure it’s a Genuine Wool 
Felt GENERAL FILTERS CARTRIDGE 





® WHILE YOU ARE CLEANING AND’ ADJUSTING oil burner parts and controls for 
next heating season, make the job complete: change the filter cartridge. The increased 
heating efficiency and fuel savings your customers will enjoy will more than pay 


for a GF refill! 


You provide lasting burner protection — and cleaner-burning fuel oil — with a WOOL 
FELT General Replacement Cartridge because it traps BOTH moisture and dirt particles “STEP 1 MORE 


including all lint. And there are NO sticky fibres to clog nozzles! Get the GF habit... 


earn up to $1 for five minutes of your time! 


HERE’S A SERVICE TIP: 


Pre-season service calls are the logical time to clean out soot-packed flues. Take along 
a can of CLEAN RIGHT Soot Remover. It works in 2-5 minutes! To complete the job, 
suggest a GENERAL HUMIDIFIER for real heating comfort and protection of walls, 


floors and furnishings. 


BACK” A — FILTERING 
DESIGN 3 AREA 


FITS MOST PATENTED 
MAKES LINT REMOVAL 
ANY FILTER WORKS 
BETTER WITH A 
GF REFILL 
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Here’s how You get Air Conditioning Profits 


from Furnace Sales with Westinghouse |! 


New “Profit-Mates” . .. Westinghouse Furnaces and Air 
Conditioners! They are specifically designed to go to- 
gether. Make it possible for you to install heating and 
at the same time set-the-stage for air conditioning profits, 
too. From matching two-tone color to the sweep of 
smooth-line cabinet styling, you'll find that each resi- 
dential furnace installation—starts a second sale for you! 
You get all the selling power of the Westinghouse name; 
plus automatic heating and cooling that is quiet, eco- 
nomical, dependable and best of all—profitable! 


LOOK AT THESE WESTINGHOUSE 
FURNACE FEATURES: 


* COMPLETE L/NE —there is a residential unit for 
every heating need. Choose from: gas and oil-fired base- 
ment, utility and counterflow units; plus a hide-a-way 
gas-fired horizontal unit. 


* ADAPTABLE —simply add a cooling coil to the 
furnace plenum and a remote air-cooled condensing 
unit outside the home . . . using the same large centrifu- 
gal furnace blower and duct system, your customer has 
year-round air conditioning. 


* QU/ET —fully insulated cabinets, resilient mounting 
of all moving components, noise-free heat exchanger— 


and more . . . make all furnaces and air conditioners 
“whisper quiet.” 


* ECONOMICAL —\ow in initial cost; surprisingly 
low in day-to-day operating cost. You heat and cool us- 
ing the same ducts for additional efficiency and economy. 


* AUTOMATIC —the same thermostat used for cool- 
ing sets the temperature for heating. A simple finger-tip 
touch delivers constantly even heat—24 hours a day. 


* COLORFUL —all furnace cabinets are finished in 
handsome two-tone beige and charcoal to blend with 
interior decor—perfect ““Color-Mates” for Westinghouse 
Air Conditioners. 


° ACCESS/BLE —_ift-lock panels bring all compo- 


nents within “arm’s reach” . . . makes it possible to 


service and inspect units with minimum effort. 


* PREW/RED —all controls—wiring harness for oil- 
fired units—are factory-wired and tested to reduce in- 
stallation costs and insure trouble-free operation. 


* WARRANTED — ten-year warranty on heat ex- 
changer; plus a liberal one-year warranty on the entire 
furnace, insures absolute customer satisfaction. 


The only really new heating and cooling line—plus: fast delivery, 

sales training, technical aid, finance plans, local advertising, sales promotion 
—and more. Just a few of many reasons why a Westinghouse Franchise 

is valued as the “Franchise With the Future” by leading contractors 


and dealers across the nation. 


You CAN BE SURE...1F 11's \ Vestin house 


STAUNTON, VIRGINIA 


AIR CONDITIONING DIVISION 


eloil 






A complete line 


of America’s finest 


heating equipment 


AUTOMATIC HEATING EQUIPMENT 


ffl uid heats. 


The burner makes 
he difference 


re 


Conversion Burners 


Winter Air Conditioners 


Hi-Boy and Lo-Boy 





Hot Water and Steam 


Oil-Fired Automatic 
Water Heaters 


120 gal./hr. recovery 


PLUS 


Rotary Wall Flame 
Conversion Burners, 
Furnaces, Boilers 


Hot Water and Steam 


A broad line of quality equip- 
ment for oil and gas firing. 
Get full details today. 


A 


cfivid heat (Woop | fiuid aire, 


JOHN WOOD COMPANY 


Heater and Tank Division 
Conshohocken, Pa. * Chicago, Ill. * Red Oak, la. 








. . « » New Products 


White-Rodgers designs ‘push-button’ 
heating, airconditioning Thermostat 
OILHEATING and airconditioning units are controlled by 
push-buttons on the new White-Rodgers thermostat, It j 
designed to be in- 
stalled in differ- 
ent ways to 
match the re- 
quirements of a 
particular heat- 
ing-cooling sys- 
tem. Eight types 
o f thermostat 
sub-bases are Cam a 
available, with from two to five push-buttons each; tno 
sub-bases having the same number of push-buttons can be 
wired differently. 

Made by: White-Rodgers Electric Co., 1209 Cass Ave. 
St. Louis 6, Mo. 

Circle E13 on coupon, page 141 


Flow-Cold Line of packaged Chillers 
in sizes 3 to 20 Tons made by Acme 
A SERIES of six packaged chillers, Acme’s Flow-Cold line 
come in a capacity range of three to 20 tons. Controls have 
been enclosed in 
a protective steel 
cabinet — which 
can be locked. 
This avoids hav- 
ing unauthorized 
personnel make 
adjustments that 
can be costly. Ac- 
curately matched 
components, space-saving arrangement of compact piping 
and wiring mean large capacity and small overall size in 
each model. 
Made by: Acme Industries, Inc., Jackson, Mich. 
Circle El4 on coupon, page |41 


General Republic Heating Products 
designs baseboard radiation Panel 
THE REPCO Thrift-Master, Type R. 0. 1000 is a new baie 
board radiation panel designed by General Republic. The 
panel is fur- 
nished in 8 ft. 
lengths and 
comes in four 
colors. The heat- 
ing element con- 
sists of 2-Ye” x 2- 
fy” square fins 
mechanically 
bonded to 34” copper tubing. The front plate may be 
removed even when recessed to permit easy cleaning. 

Made by: General Republic Heating Proaucts Co, 
7420 State Road, Philadelphia 36, Pa. 

Circle E15 on coupon, page !41 
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Shur-Flo 
,» DRAFT INDUCER 


Saves YOU MONEY! Saves TIME! 
COMBINES TWO DRAFT JOBS IN ONE! 
Eliminates need for two instal- 
1; two lations by combining fan oper- 
can be ye attic 3 y ated draft inducer with draft 
regulator control. Simple to in- 





Ave, stall at any angle. 
FAMOUS DRAFT CONTROLS BY WALKER 
PRECISION ENGINEERED FOR QUALITY 
TYPE Z 
e Dial & Pointer adjustment — simplest design, 


id line peo eV a il easiest to adjust, maintains positive and 


accurate control under widest variation 


AUTOMATIC DRAFT “ TYPE 34 B 


REGULATOR 
Universally accepted for space heaters, water 


heaters, trailer stoves, and all budget-priced 
heating equipment. 


¥ TYPE BB 


Extra rugged, heavy construction designed for 
commercial and industrial use. Actual 
installation proved it cut fuel costs in only 
three months, enough to more than pay 

total original investment cost. 





piping au a Ta" aM ROYAL PURPLE MODEL 
size in : ot Vid Walker's finest quality automatic draft 
‘ regulator with all moving parts completely 


shielded from corrosion. 
Guaranteed performance. 


j ay | tase) «WALKER BBG 
ts caim a © DOUBLE SWING CONTROL 





= a Walker’s BBG Double Swing Control regulates 
1 hase 4 ) j | A updraft, dissipates downdraft in gas-fired 
yy ye and combination oil-gas fired equipment. 


VENTURI TOP FOR CHIMNEY CAPS 


Unique Venturi design assures positive 
y ida J elimination of downdraft at chimney top... 
cise eee — , for oil, gas or coal fired chimney vents. 
“/ Patented pivots, balanced construction, 
gvorantee maintenance-free long life. 


Zi aes 
° Z Cty? EASTERN OIL HEAT EXPOSITION, STATLER HOTEL, BOSTON, 
E. H. Price, Ltd., 83 Robson St., Vancouver, B.C., Canada Lf JUNE 4 - 7, 1957 @ BOOTH NO. 246 


PEPE I EERE OPES EEREE EE EREEERELELELEPEREPERELELELETELELErrrrrrt 
Please rush me information about the Walker items checked below. 


poe Draft regulators for small installations. 
. I Draft regulators for schools, buildings, plants. 
5 Co., 0 Double Swing Draft Control for Gas. ADDRESS 
a: SHUR-FLO Draft Inducer. 
co Purple—Deluxe Controls for Deluxe Equipment. 
enturi Top Chimney Top. STATE 





= 
G. Mitchel! & Co., 4215 Gascon St., Montreal, Quebec, Canada 





e 
A E. H. Price, Ltd., McArthur St., Winnipeg, Manitoba, Canada 


nay be 














REMOTE 
READING 
GAUGES — 


MIDGET LEVELOMETERS 


QUALITY AT LOW COST 


Ruggedly constructed, easy to install. Provides a 
reliable, trouble-free indication of tank contents on 
an easy-to-read dial type indicator. Designed for 
home and industrial use in gauging fuel oil, diesel 
oil, gasoline and other liquids. 


Levelometers are available in several sizes for var- 
ious applications. Write for information. 


Approved by UL, FM, and BSA, New York 





Since 1920 





i 


THE LIQUIDOMETER corp 


LONG ISLAND CITY 1. NEW YORK 








COMBUSTION 


{ CHAMBERS 


... and flawless! 


GEM Combustion Chambers are die formed from hi-grade 
lightweight insulating materials and then kiln-fired to with- 
stand 2300° F temperatures . . . that’s why they'‘re “tough” 
and give years of “flawless”. performance. GEM’s construc- 
tion guarantees high combustion efficiency and excellent 
performance with high or low pressure burners. 

The universal design of GEM Chambers enables fast and 
easy instailafions in any boiler or furnace. The scientific 
“float packaging” used assures maximum protection from 

Enjoy GEM’s many advantages on your jobs— 
Write Today! 


to meet furnace and boiler manufac- 
are our speciaity. Inquiries are 
prompt free estimates. 











turers. 
CLAY FORMING CO. 


invited 
GE Sebring, Ohio ©¢ Phone: 8-614] 
Seis of RADIANTS © BACKWALLS ¢ STOVE LINERS i 
\COMBUSTION CHAMBERS ¢ INSULATING BRICK ¢ ELEMENTS 
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. . . » New Products 


Thermolok develops locking Device 
to avoid tampering with Aquastat 
A SAFEGUARD for Aquastats has been designed by Ther. 
molok. The locking device slips on the Aquastat, no tools 
are necessary for installation. 
It is easily accessible to ad- 
justing screw and takes only 
seconds to install. Prevents 
unauthorized changing of 
the setting of a boiler hot 
water control. The Aqualok 
is a companion piece to the 
Thermalok for thermostatic 
controls. Both devices lock 
with the same key. ' 

Made by: Thermolok Manufacturing Co., Inc., 109 
Tulip Ave., Franklin Square, L. I., N. Y. 

Circle E16 on coupon, page 141 


Perfection Industries adds economy Line 
of remote air-cooled Airconditioners 
A COMPANION to the Perfection Deluxe line has been mate 
with the introduction of a complete line of economy re 
mote air-cooled aircondi- 
tioners. Available in sizes 
of 14%, 3 and 5 hp, the 
economy units have full 
Capacity compressors and 
ample evaporator and 
condenser coils for main- 
taining cooling. There are 
a choice of three cooling 
coils—u-shaped, flat or 
horizontal. Cooled air may 
be circulated through the 
furnace duct work or direct from Perfection’s air handler. 

Made by: Perfection Industries, 1135 Ivanhoe Ré, 
Cleveland 10, O. 

Circle E17 on coupon, page 1/41 


ATLA LAAT 


Thatcher markets new Oilmaster ‘56, 
automatic oilfired cast-iron Boiler 
OILMASTER “56,” is the name of the fully automatic oilfired 
cast-iron boiler now marketed by Thatcher. Innovations 
this year include: staggered, horizon- : 
tal flue travel and extended fins along 
all flue passages. Available in three 
models with capacities ranging from 
97,000 to 168,000 Btu. Firing rates 
range from .95 gph to 1.60. The boiler 
comes with either a flush or extended 
jacket with the oilburner completely 
enclosed. Optional equipment is a 
special tankless heater designed to fit 
into the back section of the Oilmaster. The heater has # 
adjustable, automatic tempering valve permitting close ad’ 
justment of water temperature. 

Made by: Thatcher Furnace Co., Garwood, N. J. 

Circle E18 on coupon, page !4! 
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It’s the new Torrington line of Vari- 
Basic blower units for central heat- 
ing and air conditioning equipment, 
now in production at all three Tor- 
rington plants. And here is why this 
important product development is 
news. 








1. New quality: Engineering fea- 
tures include the famous Center- 
Lock Airotor wheel design... per- 
manently plastic lubricated Randall 
bearings, with 3-point suspension... 
and spot-welded heavy steel construc- 
tion, superbly finished. 



















2. New flexibility: The units are de- 


Line signed for interchangeability with 

rs existing standard equipment, and 
Torrington’s marketing policy 

1 made : 

ny re makes these components available 


singly or in combination. 


3. New versatility: These units are 
available in a wide range of sizes de- 
signed to provide maximum vari- 
ability to meet directional-flow 
requirements. 

Your inquiries are invited. For full 
information, talk to Torrington! 





ations 





has af 
lose ad’ 






THE TORRINGTON MANUFACTURING COMPANY 
TORRINGTON, CONNECTICUT + VAN NUYS. CALIFORNIA * OAKVILLE, ONTARIO 
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Let's talk DOLLARS 
and SENSE oo8 


Regardless of what oil heat unit or units you now 
sell, you must be making money, or else you'd be 
out of business. True, but on the other hand, you 
may be losing money on service calls, dissatisfied 
customers or you may be losing out on sales. 


Now, doesn’t it make SENSE that you are bound 
to make more DOLLARS when you sell America’s 
Finest Oil Heat Unit, one that will give your cus- 
tomers more for their money in fuel economy, com- 
fort and convenience than they have ever known 
before, regardless of what heating system they now 
have? 


Don't wait—get started now selling 


THE BETHLEHEM 


DINATHERM 






consaibia 6 
snnmnetiet 


@ FUEL SAVINGS OF MORE THAN 40% are 
COMMON—one reason why it pays for itself 
in 5 years! 


@ COMES COMPLETELY ASSEMBLED AND TEST- 
ED AT THE FACTORY—thereby reducing installa- 
tion cost, and assuring dependable, uninter- 
rupted service! 


@ ALL THE DOMESTIC HOT WATER YOUR CUS- 
TOMERS NEED—the year ‘round, at the lowest 
possible cost! 


@ BACKED BY A 100-YEAR-OLD FIRM! 


Wire or write immediately for 
full information. 


BETHLEHEM FOUNDRY 
& MACHINE COMPANY 


BETHLEHEM, PENNSYLVANIA, U.S.A. 
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. New Products 


Compact Baseboard using less floor 
Space designed by Federal Boiler 
A NEW LINE OF FBC baseboard is being manufactured by 
Federal Boiler Co. The line features a more compact size: 
it is 7-7/8" high 
and utilizes only 
27” of floor 
space. Has com- 
plete selection of 
accessories to pro- 
vide flexibility. 
Neoprene-coated 
hangers provide 
noiseless support 
for heating ele- 
ment and eliminate pinging because of normal expansion 
and contraction. Comes in standard lengths. 

Made by: Federal Boiler Co., Inc., Granite & West Sts, 
Midland Park, N. J. 

Circle E19 on coupon, page 141 


Water Chiller in 3 and 5 hp Sizes 
introduced by Worthington Corp. 


WORTHINGTON CORP. has introduced a packaged water 
chiller available in three and five hp sizes that t requiaay 
field refrigerant ne 
piping and is de- 
signed to meet 
residential, com- 
mercial and in- 
dustrial require- 
ments. The unit 
consists of water 
chiller, compres 
sor, water-cooled p 
condenser and controls—all factory asscoubiied 4 into an ity 
sulated, bonderized steel cabinet requiring only 8.3 feet 
of floor space. 
Made by: Worthington Corp., Harrison, N. J. 
Circle E20 on coupon, page 1/4! 






















One-step fastening Process for Ducts 
developed by Metalace & Stitch, Inc. 
METALACE, a one-step fastening process, incorporating é 
mechanical vibration filter, makes it possible for duct us 
to be quickly 
preassembled in 
the shop. Made 
by Metalace & 
Stitch, the proc- 
cess buttons two 
pieces of metal 
together without mis: 
bolts, rivets or solder. Metalace also fastens dissimilt 
metals and eliminates the necessity of surface refinishing 
because clading flows with the stitch. 

Made by: Metalace & Stitch, Inc., 255 Fifth Ave., New 
York. 














Circle E21 on coupon, page |4! 
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DEALERS: Buy from your Monarch Jobber. Write for Catalog “0” 


COMBUSTION HEADS: 


G-81-C Head is as easy to install 
as an ordinary Air Cone and Stabi- 
lizer. Produces high CO, with no 
“adjustments” to get out of order. 
For 3%” or 4” |. D. Air Tubes. 


MANUFACTURING WORKS, Inc. CONVENTIONAL: 


Bladed Cone Rings and four blade 


2503 E. ONTARIO ST., PHILADELPHIA 34, PA. Stabilizers for ordinary Air Tube re- 


placement from 312” to 8” |. D. Also 
special “Anti-Pulsation” equipment. 


Also available: Flame Mirrors,“24" and 
“48 Nozzle Boxes, Nozzle Wrenches, etc. 


Canadian Agent Except B.C 
E S$ Gallagher Sales Ltd fol dolal tela i) gum Gre Ralelere) 
Exclusive Agents in all of Europe 
Australia and New Zealand 


a 











Dealers! Contractors! Get Ready for 


“OPERATION 


Order 
NOW 
from your 
Jobber! 


CLEAN-UP”! 


Be sure your service- 
men have an adequate 
supply of the proper 
brushes to do a fast, 
effective cleaning job! 


Specify Famous WORCESTER 
BRUSHES and SCRAPERS 


for cleaning tubes 


and flues of 


@ BOILERS @ FURNACES © CHIMNEYS 


Mr. Wholesaler: Write for Free Catalog! 


WORCESTER BRUSH AND SCRAPER CO. 


Division of 


MASON-WORCESTER BRUSH CO. 


38 AUSTIN ST. 


WORCESTER 1, 


MASS. 











Has popular appeal for your customers 
because it reads in gallons. 

For you, here’s a quality gauge, con- 
veniently packaged, easy to install in 
tight places. Costs less to ship, takes 
only 14 the storage space required by 
most gauges. Underwriters’ approved. 
Contact your distributor or write to — 


APPLIED MECHANICS COMPANY 


381 CONGRESS 


STREET, 


BOSTON, MASS 





. New Products 


Westinghouse custom tailors Units 
by Interchangability of Components 
THE 1957 LINE of Westinghouse package airconditioner: 
offer “Match-Master” units individually tailored to meg 
local weather conditions and indi 4 
vidual home requirements. The line 
includes nine air-cooled residential air- 
conditioners, three water cooled units 
and three commercial units. Models 
include 16 combinations which range 
in capacity from 18,000 to 70,000 Btu 
per hour. The broad choice of capacity 
ratings is made possible by the use of 
interchangeable coils and condensers. 
Made by: Westinghouse Electric 
Corp., Box 2278, Pittsburgh 30, Pa. 
Circle E22 on coupon, page 1/41 


Arklon Mfg. distributes Humidifier 
for all types of warm air Furnaces 
ENGINEERED and designed by Arklon Manufacturing Oo, 
Model 65 BON-AIR furnace humidifier provides automatic 
mechanical 


SVAN 


atomization of 
fresh water. Designed for use 
on all types of forced warm 
air furnaces, the unit installs 
in the furnace plenum, duct 
or counter flow furnace. 
Copper construction protects 
against corrosion, rust, pit- 
ting and leakage. Comes 
completely assembled ready 
for installation. 
Made by: Arklon Manufacturing Co., P. O. Box 3501, 
Cleveland 18, O. 
Circle E23 on coupon, page I41 


Tiny eye has been developed by Minneapolis-Honeyue! 
for use on commercial oilburners where the face plas 
temperature doesn’t exceed 200 degrees. Its miniature 
permits installation on new or existing burners rs 
to the blast tube. A sliding glass window eliminates 
necessity of shutting down the burner in order to ¢ 
the photocell. % 

Made by: Minneapolis:Honeywell Regulator Co. Min 
neapolis, Minn. 

Circle E24 on coupon, page !24 
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When it comes to oil. burners 


ng Co, 


tomatic 


Types KA2, up to 12 gals. per hr., 
and KC, up to 22 gals. per hr., 
approved, with electronic controls 


3 Hi-Combustion ond Shell Head Burners too! 


KA-1-SH 3 agen 








. . . there’s Nothing Better than a one-piece CAST 
IRON machined OIL BURNER. It has Built-in Quietness 
. ». motor and pump are in perfect alignment . . . and 
they wear like IRON because they’re made of CAST 
IRON — that’s Quiet Automatic. 


It Pays to Buy a Quality Product. 


NEWARK, N. J,— 

‘Siete — a REPRESENTATIVES & WAREHOUSES: Baltimore ® Philadelphia © Charlotte, N. C. 
CHICAGO, ILL— 1005 w Boston ® Kennebunk, Me. © Washington, D.C. ® Miami © Tampa ® Jacksonville, Fle. 
est Belmont Ave. New Orleans ® Atlanta © Denver ® Portland, Ore. @ St.Louis © Jefferson City, Me. 


EAstgate 2-6684 
Frucloil 137 
oilhear, 








FUEL OIL 


hitemk Review 
and 
STATISTICAL 
SUMBER 





Domestic ~Commercial -Industrial 


















CONGRATULATIONS 

to» the oft burner dealers 
who have participated for 
the tr time in their 
orwth Cop Venn, 

This con mark the start of 

a ok vl vigorous scl 
help for ectail organize- 
ticans. Thee need ix great and 
constantly ix increasing. 

On the progress already 
made aru the promim for - 
the future, we offer our 
CONGRATULATIONS 


¥ 
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(1) First issue of an oilheating-fueloil magazine, Vol. 1, No. 1, of FUEL OIL for Heat & Power, a pocket- 
size magazine (July, 1922). 


(2) An early issue of OIL HEAT Magazine, (started in November, 1928). 
(3) First Annual Statistical & Review Issue of Fuel Oil Journal,—January, 1932. 


(4) January, 1933, issue of “Air Conditioning with Fluid Fuels,” a monthly magazine started by the pub- 
lisher of OIL HEAT Magazine. It was the first trade paper devoted solely to air conditioning (comfort 
cooling). The odd hooking on of “Fluid Fuels” to “Air Conditioning”, was done so the title could be copy- 
righted, since a general term such as air conditioning could not properly be copyrighted. Also, Perc 
Fansler, the publisher, contended that both oil and gas (the only fuels that could be burned completely 
automatically) were both “fluid”. 


(5) “A.C. with E.F.” was too far ahead of its time, and was merged, as indicated, with OIL HEAT, and 

the title was “Air Conditioning Combined with Oil Heat”. The wording of the front cover editorial on : 
this February, 1936, issue was: “Sell Air Conditioning! Why quibble over the exact words that best ; 
define Air Conditioning? What we need is widespread education of the public to an appreciation of 

and a desire for better atmospheric conditions. To sell honestly any equipment that will produce a higher 

degree of human comfort is to do your share in spreading the benefits of Air Conditioning.” 


(6), (7), (8) May of 1936, October of 1937 and March of 1941 issues showing evolution of name, and 
front cover format of Fueloil Journal. 


(9) First combined i issue of FUELOIL & OIL BEAT hee. FUELOIL JOURNAL AND OIL HEAT MAG- 
AZINE were merged, in May, 1942. . 


{10) 30th Anniversary Issue, June, 1952. 
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’ Mich . _ : , 
Calif. (DUnkirk ped GReenwood 9-7641)—Pacific Coast: Don Harway, 1709 W. 8th St., Los Angeles 17, 


STING, AIR CONDITIONING & FUELOIL HANDLING 





ISSUE 


It will be a most interesting issue, valuable to Readers, and of high value to Advertisers. Besides 
some excellent historical material, it will contain the usual stimulating editorial features and 
regular exclusive monthly Departments (Trends showing Retail Sales, etc.). 


A special article this issue will be on oil-fired separate water heaters, showing equipment avail- 
able. Most of these water heaters will be sold and installed with oil-fired warm air furnaces, and 
air conditioning equipment. 


ADVERTISERS: You can be sure of reader interest and loyalty. FUELOIL & OIL HEAT’s 
A.B.C. subscription renewal rate is 75.59% —HIGHEST IN THE ENTIRE HEATING INDUS- 
TRY AND IN THE FUELOIL FIELD. 


FORMS WILL BE OPEN UNTIL JUNE 12th. Should we reserve space for you? 


FUELOIL & OIL HEAT 


“4 West 45th St., New York 36, N. Y. (MUrray Hill 2-4786) 
» WINKLER, Adv. Dir. LEE STEEDLE, Adv. Mgr. 

Mid Eastern Adv. Mgr.: Dick Raymond 

rr rd i 224 So. Michigan Ave., Room 200, Chicago 4 (WAbash 2-9548)—Michigan-Ohio: Jim Becker, 137 So. 
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Call for MODERN 


AIR DISTRIBUTION SYSTEMS |. 
DESIGNED FOR YOUR USE BY 
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Homeowners bringing older homes up-to-date, want 
more than half-way measures... and with Char-Gale 
““Gale-Aire” comfort air distribution systems, you can 
go all the way to provide satisfaction. Complete 
Char-Gale perimeter systems, engineered for efficient 
operation and improved appearance, offer a welcome 
contrast to the bulky, old-fashioned equipment they 
replace. 


FOR BOTH HEATING AND COOLING 


The question of complete air conditioning is 
under control with Char-Gale. That’s because 
Char-Gale fittings, ducts and registers are 
designed to handle both heating and cooling. 





cet Gow SHARE 


of this profitable replacement 


and remodeling market 


Distributors, Wholesalers and Dealers who stock the 
simplified “‘Gale-Aire” system, get a complete, modern 
air distribution line that’s easy to store, sell and install 
And it’s not necessary to tie up capital in large inven 
tories of duct, fittings and registers. Char-Gale 
travel anywhere in the country, in a hurry! 


-..-Coming soon from Char-Gale 
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_, . New Products 


York-Shipley Homeaire Conditioner 
is wholly self-contained Unit 


4 WHOLLY self-contained unit, the York-Shipley Model 
5420 Homeaire conditioner mounts condenser, air filter, 
two fans, fan motor and 
evaporator in a single cabinet 
4544" long, 314%” wide and 
24" high. Built-in louvers that 
fit flush against the outer wall, 
safety drain pan and a bird «= 
sreen are included in the package. Refrigerating capacity 
is 23,600 Btu per hour. 
An installation kit, available as an extra, contains Fiber- 
glas ducts and diffuser. 
Made by: York-Shipley, Inc., York, Pa. 
Circle E25 on coupon below 


Air is forced through hottest Part 
of Furnace in Bryant's 1957 Line 


BRYANT’S model 315 upflow oilfired furnace has been de- 
signed so that the air is forced through the hottest part of 
the furnace. More heat goes into the air that heats the 
home rather than up the chimney. The limit control is fac- 
tory connected reducing field labor. The model is available 
in six sizes ranging from 75,000 Btu per hour output to 
144,000 Btu per hour output. 

Made by: Bryant Manufacturing Co., 2020 Montcalm, 
Indianapolis, Ind. 

Circle E26 on coupon below 
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READER SERVICE COUPON 


FUELOIL & OIL HEAT READER SERVICE 
2 West 45th St., New York 36 
REPLY CARD JUNE ISSUE 

Mail Now—Coupon Expires August 31, 1957 





Circle numbers of new product items on which you 
want more information: 


NEW PRODUCTS 


El £2 £3 £4 £5 £6 E7 €E8 €E9 EIO 
Ell El2 E13 E14 EIS El6 E17 El8 EI9 E20 
E21 E22 E23 E24 E25 E26 


ADVERTISEMENTS—Give page number and name 


of advertiser about whose products you want more 
information. 


Page ..... Advertiser Re Oe he te 
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WORLD'S = =e ee 
MOST EFFICIENT POWER EXHAUSTER 
.»- for industry... for institutions... for residences 


*& NO MOTORS, FANS OR BEARINGS IN EXHAUST LINE 
% NEEDS NO STACKS. * ACID RESISTING VITREOUS ENAMEL FINISH 


FOR INDUSTRY, Quickdraft excels in venting 
paint booths ... abrasives ... corrosive gases... 
noxious fumes... high temperatures and moisture. 
Its blower operates in clean or outside air. It elimi- 
nates down-time for cleaning and replacing fan 
blades. It improves industrial venting and reduces 
maintenance costs! 

FOR INSTITUTIONAL AND COMMERCIAL 
BUILDINGS, Quickdraft efficiently vents heating 
plants, water heaters and incinerators at roof level. 
It saves the cost of building unsightly tall stacks. 
FOR RESIDENCES, Quickdraft makes low, cold 
and erratic chimneys function. On and off with the 
fire, Quickdraft maintains constant draft required 
for efficient and economical combustion of all fuels. 
It eliminates pulsating or chattering, puffing, smok- 
ing and sooting. 

SEND FOR QUICKDRAFT ENGINEERING 
DATA ON YOUR VENTING OR HEATING 
APPLICATIONS ... TODAY. 


OQuickdraft 


COMPAN Y 


P.O. Box 87-F ©¢ Canton 1, Ohio 









Quickdraft Company 
P. O. Box 87-" e Canton 1, Ohio 
Please send Quickdraft engineering data for 
NOW, all sizes Industrial Exhausting 

Commercial Heating Plant 

Residential Heating Plant 
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MANUFACTURERS 
ACTIVITIES 





50th Anniversary celebrated 
by the Wm. Steinen Mfg. Co. 


RECENTLY the Wm. Steinen Mfg. Co., 
Newark, N. J., celebrated its 50th an- 
niversary. The company started as a 
small tool and die shop and it wasn’t 
until 1950 that it entered the oilheat- 
ing industry. 





At that time Steinen introduced its 
mirror finish oilburner nozzle to the 
commercial market. In 1955 a line of 
draft controls for domestic and com- 
mercial and industrial heating units 
was introduced. This line was ampli- 
fied this year by the introduction of 
the “RD” series. 

The company also produces oil- 
burner ignition assemblies as well as 
nozzles for industrial purposes. 

William F. Steinen succeeded to the 
presidency of the company in 1956 
when his father William Steinen re- 








that means 
dollars 
to you ! 


This chart illustrates the sustained efficiency of the Blackmer design. 
Internal wear has only slight effect on the volumetric efficiency of a 
Blackmer pump until the “Vanes” are finally worn to the critical 
point. Even after severe service, the wearing parts can be replaced 


easily and economically. 


The high mechanical efficiency of the Blackmer design reduces the 
power requirement, and it is not uncommon for a Blackmer pump 
to require a smaller motor than other designs thereby reducing both 


initial and operating costs. 


Available in rated capacities — from 10 GPM to 1500 GPM, pres- 


sures — up to 150 psi. 








"liquid materials handling”® equipment 


BLACKMER— 


INDUSTRIAL, HAND AND TRUCK PUMPS, STRAINERS, PRESSURE CONTROL VALVES 
BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 


DIVISION SALES OFFICES 
NEW YORK ¢ ATLANTA « CHICAGO « GRAND RAPIDS « DALLAS e WASHINGTON e¢ SAN FRANCISCO 


See Yellow pages for your local sales representative 
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tired. No special events were planned 
to mark the occasion—the anniversary 
was observed as “Business as usual” 





Iron Fireman names Cox 
chief executive Officer 





AT A SPECIAL MEETING of the direc. 
tors, Lewis J. Cox was elected firg 
vice president and 
chief executive 
officer of the Iron 
Fireman Many 
facturing 
Co., Cleveland. 
He succeeds 
Wayne F. Strong 
who died on 
March 28, 

Cox has been a member of the or 
ganization for 28 years. He was firs 
associated with sales activities in 
Portland, Ore., and Cleveland. In 
1938 he became a district sales man- 
ager and then was appointed assistant 
to the general sales manager. 

After World War II he became ay 
sistant to the president and was made 
a vice president in 1951. Since 1955 
he has been general manager in charge 
of the heating and cooling division. 



















Kalamazoo Furnace Co. has 
distributor sales Meeting 









THE FIRST major distributor sales 
meeting for 1957 of the Kalamazoo 
Furnace & Appliance Mfg. Co., Kala 
mazoo, Mich., was held recently a 
the company’s home office with the 
Behler-Young Co. of Grand Rapids 
Company president C. C. Whitcomb 
presided. After inspecting the 1957 
line of furnaces, the group received 
new sales material for the promotion 
of Kalamazoo furnaces. 















Thermal Research, Engineering 
names district Representatives 






TWO NEW district sales representa 
tives have been named by Thermal 
Research & Engineering Corp., Con’ 
shohocken, Pa., in line with the com 
pany’s expansion program. 

W. G. Barstow Co., Minneapolis, 
will cover Minnesota, North Wisco 
sin, Iowa and the Dakotas. Hester 
Engineering, St. Petersburg, Fla. 
will cover Florida, Alabama and 


Georgia. 
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BLUE HEAT makes fuel oils burn cleaner, more efh- BLUE HEAT solves this problem too! It neutralizes 
ciently — saves up to 20%. It provides instant ignition offensive fuel oil odor. And, because BLUE HEAT in- 
... complete combustion. And, there’s no fuel waste due hibits corrosion, it eliminates the major cause of fuel 
to soot in the fire box. tank leaks. 
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Not any more! BLUE HEAT makes oil burners operate $390.88 is all it costs to treat one million gallons of #2 
to perfection. It breaks up sludge and condensates, It fuel oil or kerosene — only $.00039 per gallon. And, 
increases combustion and ignition. It eliminates soot in there are no dehydrators or other gimmicks to increase 
the fire box and tubes, your costs! 







FREE 


Ad mats, circulars, decals, pub- FRANCHISES AVAILABLE 


licity releases and many other 

aids to help you promote your in protected areas 

BLUE HEAT treated fuel oil— ‘ 

to help you get more business. phone —wire— write 


A product of the Chemical and Research Division of 


PARKE-HILL CHEMICAL CORP. 


_ ; L hee, goes 29B Bertel Ave. * Mount Vernon, New York * MOunt Vernon 8-7220 
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. . . « Manufacturers’ Activities 


Equipment Mfg. sponsors Yale 
Classes in business Know-How 
A SERIES of four classes in business 
management for plumbers, sheet metal 
men and fueloil dealers was spon- 
sored by Equipment Manufacturing 
Corp., New Haven, Conn., in Strath- 
conia Hall at Yale University. 

The first class, held April 23, was 
on salesmanship with Chet Stackpole 
presiding. At the second meeting, 
April 30, Bill Nessell of Minneapolis 
Honeywell, assisted by Bert Watling 


of The Carlin Co., discussed means of 
extending a business. The third ses- 
sion, May 7, was devoted to advertis- 
ing with Charles Cashion as featured 
speaker. The last meeting on May 14 
covered legal and financial phases of 
business. 


John Wood Co. to expand 


‘ngineering and Research 


A NEW SITE for future expansion of 


the engineering and research division 


of John Wood Co., has been pur- 








1120 GLOBE AVE., 
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HAGO PRODUCTS 


MOUNTAINSIDE, N. J. 





SURE-FIRE 
LEADER! 







IN CANADA — RICHARDSON, LTD., 462 GILBERT AVE., TORONTO 
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chased in Florham Park, N. J. Ny 
date has been set for construction of 
the new facilities. 

Through its expansion program 
John Wood Co, has entered two new 
markets in the past year. In May, 
1956, the Fluid Heat line of heating 
and airconditioning equipment was 
acquired and, in August of last year, 
the Haverly Electric Co., manufactyy. 
ers of bulk milk coolers and other 
farm refrigeration equipment, became 
the Haverly Equipment Division of 
John Wood. Backing up its expanded 
operation, the company recently ap. 
nounced extensive sales promotion 
plans and a stepped-up distribution 
program. 























‘Name the Bryant Pup’ Contes 
celebrates golden Anniversary 









CUSTOMER PRIZES valued at $50,000 
will be awarded in a contest now be: 
ing sponsored by Bryant Manufac- 
turing Co., Indianapolis, Ind. The 
“Name the Bryant Pup” contest also 
marks the company’s 50th Anniver 










sary. 

The competition divides into two 
parts: first, the general public is com 
peting for a golden Cadillac and 165 
furnaces and water heaters; second, 
Bryant dealers get cash awards for 
the winning entries submitted from 
their showrooms. 

It is expected that the contest wil 
generate a number of customer leads 












because to get an entry blank the 
contestants must visit a dealer show 
room. Some years ago Bryant used the 
pup in its advertising. 

A dealer kit has been sent to deal 
ers describing the mats available for 
local advertising and the national a 
vertising which will support the con 
test. Also included in the kit #4 
record of one minute spots—jingles 
for use on local radio, Tv stations 
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ly a 3 New Remote Air-Conditioning Units! 
notion Model ACR-205 Economy Hi-Side 2 h.p. 20,500 BTU/hr. capacity 
: Model ACR-340 Standard Hi-Side 3 h.p. 34,000 BTU/hr..capacity 
bution Model ACR-600 Standard Hi-Side 5 h.p. 60,000 BTU/hr. capacity 
4 New Matching Evaporator Units! 
Vertical Flow Coils — for use with counterflow highboy and 
yntest lowboy installations. 
Horizontal Flow Evaporator —- for horizontal type furnaces; 
sary adaptable to highboy or lowboy installations. 
A-Type Evaporator — mounted in plenum, for highboy, low- 
50,000 boy and counterflow installations, 
var be Blower-Evaporator Package — used with matching hi-side 
unit to provide independent air conditioning system. 
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Senors, here is famous HEIL quality and reliability in a 
brand-new line of summer air conditioners ——- designed for 


est will residential or light commercial installations... with 
or leads ' cooling capacities from 20,000 to 60,000 BTU/hr.... plus 
nk the _. @ profit-winning price range to suit virtually every need! 
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For use with or without existing ducts —- counter-flow, 
highboy, lowboy or horizontal winter air conditioners! 


ceo fe econom{ed / 


New air-cooled HEIL Summer Air Conditioners 





Model SCH-200 


al ad: : nee ye 4 
mal a need no water connections! Low in cost, low in upkeep... 2 New Central Air-Conditioning Units! 
. fl’ e 
he © fully assembled, completely self-contained Model SCH-200 ....2 hp. 20,050 BTU/hr. capacity 
Sit is 3 ++. With quick-disconnect fittings requiring no special tools! Model SCH-400 ... .3% h.p. 40,000 BTU/hr. capacity 
—jingles 


gUdity bute 


..t0 world-known HEIL standards for long-term, trouble-free ll 
Operation... fully weatherproofed... completely leak-proof! at 


ions. 





WRITE TODAY FOR FULL INFORMATION! 


HEIL co. 


3083 | Moran St., Milwaukee, Wisconsin e@ Hillside, New Jersey 


VES: Union, N.J.; Atlanta, Ga.; Cleveland, Ohio; Chi-. ] 
waukee, Wis.; Kansas City, Mo.; Denver, Colo.; Dallas, ] 
3 Los Angeles, Calif,; Seattle, Wash, 











" Model SCH-400 
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. ... Manufacturers’ Activities 


Opening of newly-enlarged offices of the Ever-Tite Coupling Co., New York, 
was celebrated recently with a reception. Pictured above in the new con- 
ference room of the 25-year-old company are Grace Mullins, vice president; 
John T. Krapp, president, and James Buchanan, sales manager. Features of the 
room are stained glass windows in which bronze Ever-Tite couplings are set. 


ee 


McQuay, Inc., to manufacture 
prefabricated Chimneys in July 


MCQUAY, INC., Minneapolis, Minn., 
manufacturers of heating and aircon- 
ditioning equipment, will start pro- 
ducing packaged chimneys in July. 





ELECTRODES 
GASKETS 

FUEL UNIT PARTS 
SERVICE TOOLS 
SHAFT SEALS 
ACCESSORIES 


HYDROVALVE’S precision 
manufactured service parts 

_ guarantee top 
performance, quick 
installation and elimination 
of costly call-backs. 


HYDROVALVE’S 
engineering leadership 
also brings you time-saving 
tools to speed service calls 
and save you money. 


For your FREE 
HYDROVALVE Catalog of 
engineered replacement 
parts, shown actual size, 
write today to: 


HYDROVALVE CO. 


1319 Utica Ave., Brooklyn 3, N. Y., BUckminster 4-1330 
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The new branch of the company 
will be headed by Paul C. Van 
Alstyne, formerly with Van-Packer 
Corp. A plant has been leased near 
the company’s Faribault factory. 

For a number of years the McQuay 


chimney has been manufactured jp 
Canada by Keep Rite Products, Brant. 
ford, Ontario. Under the agreement 
the American firm will manufacture 
the chimney in this country, and Keep 
Rite will market certain McQuay 
products in Canada. 


Dunham-Bush opens district 
sales Offices in the South 


TWO NEW district sales offices have 
been opened by Dunham-Bush, Ine, 
West Hartford, Conn. 

Frank Carry] will head the office in 
Atlanta, Ga., and sales engineers 
working out of this headquarters will 
maintain offices in Miami, Jackson. 
ville, Fla., Charlotte, N. C. and Knox. 
ville, Tenn. 

The district office for the middle 
southern states is in Birmingham, 
Ala., and Charles F. Cox is district 
manager. Working out of this diy 
trict, sales engineers will have offices 
in New Orleans and Memphis. 

The company also will maintain a 
complete inventory of airconditioning, 
heating products and accessories at its 
Gainesville, Ga., plant. 











Box 410 








KING ENGINEERING CORP. 


. Ann Arbor, Mich. 


MANUFACTURERS OF GAUGING EQUIPMENT FOR OVER 30 YEAR 
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CUS SOLAR HEAT Means mony 
CHAM HEAT COMMON $08 Ganon 
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As a Gulf Solar Heat Brand Dealer, you advertise your or- 
ganization and product through local newspapers for much less 
than what it costs the independent reseller... Why? .. . because 
Gulf’s cooperative newspaper advertising provides for half the 
space cost for dealer advertising. 


What’s more, Gulf offers without cost a wide selection of 
newspaper ad mats. Subjects include product quality, auto- 
matic delivery, budget payment, new business solicitation, and 
oil burner service—whichever message the dealer prefers to use. 


With Gulf, dealer cooperative advertising, which applies equally 
to radio as well as for newspaper, is just one of many selling 
aids available to heating oil resellers through a sound and 
progressive marketing program . . . unequalled in the industry! 
For complete details on Gulf’s business-building program for 
brand dealers, contact your nearest Gulf Sales Office today. 


GULF OIL CORPORATION 
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. . . « Manutacturers’ Activities 





Quaker City Airtemp Distr. 
has dealer engineering School 


A GRADUATING CLASS of 120 sales-en- 
gineers recently completed the 15th 
consecutive dealer engineering school 
sponsored by S. S. Fretz, Jr., Inc., 
Philadelphia, distributor of Airtemp 
equipment. 

The "57 program opened the end of 
February and consisted of seven two- 
hour Monday evening sessions. Mem- 
bers of the Fretz and Airtemp train- 
ing staffs discussed: heat gain and heat 
loss calculations; perimeter method 











load calculations, commercial and resi- 
dential equipment selection; com- 
mercial and residential airconditioning 
design; pricing and operating costs. 

In addition to the class work each 
dealer was required to complete a 
homework assignment—this took a 
minimum of six extra hours weekly. 
Highest grades on class and homework 
assignments resulted in prizes. 

The picture shows one of the school 
sessions. H. B. Shaffer, vice president 
of the company, was honored this year 
by Airtemp for outstanding achieve- 
ment in dealer training. 





Founder of Brundage Co, 
named Chairman of Board 





NAMED to the newly-created post of 
chairman of the board of directors of 
The Brundage Co., Kalamazoo, Mich, 
which he founded 38 years ago is 
Homer F. Brundage, a leader for many 
years in the industry. 







Ward Brundage, formerly  yice. 
president and general manager, has 
been advanced to the presidency while 
continuing as general manager. J, E 
Brundage has become vice-president 
and secretary, being replaced as treas 
urer by C. W. Becker, who also is 
controller. W. A. Rockafield is vice 


president and chief engineer. 

















Cleaver-Brooks Handbook 


on engineering Specifications 








A NEW ARCHITECTS and _ engineers 
Handbook has been recently published 
by Cleaver-Brooks Co., Milwaukee, 
Wis. 

Containing more than 100 pages 
the book contains general engineering 
data on commercial and industrial con 











version burners. 












KENT 
VACUUM 
+ HEAD 


| 


Corrosion resis- 





combination . 


size of container. 


For normal wet pickup and cleaning up large 
areas of liquid . . . fast removal of dust, dirt, 
sawdust, metal chips, filings, and other small 
debris . . . especially suited for efficient boiler 


cleanouts. 


WRITE TODAY FOR FULL DETAILS 


KENT CO., INC. 


434 Canal Street 
ROME, N.Y. 


FOR WET OR DRY PICK-UP... 
IDEAL FOR BOILER CLEANOUT 


Assemble your own vacuum cleaning outfit to 
handle those extra-dirty jobs! Here’s the ideal 
. . Kent DRUM-SEAL, any Kent 
Vacuum Head, any metal container up to 
55-gal. drum size. Capacity limited only by 


tant, stainless steel 







easy installation. 




















Now there, are 14 
CPOMUS 


. «a size and type Humidifier for every furnace installation. 


vapor pan 4” x 15. Com- 
pletely assembled for quick and 


New copper overflow on Model 555C. 















MODELS 









SERIES 555 
Fits any straight side 
warm air furnace. 




























New sensitive 
thermostats 4% 
sure balanc 


humidity. 













SERIES 577 
Stainless steel. Ad- 
justable to sloping o 
straight bonnet furnaces. od 
Pre-assembly cuts labor fime ® 
installing costs. 
WRITE FOR CATALOG FO-6 








AUTOMATIC HUMIDIFIER CO, Cedar Falls, low? 
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Add-On Air Cooled 


aN Competition with 








' . Add-On 
Ne awed Air water Cooled * d,ten summer 
2,3.015 Ton guste ¢ Conden 
Air or Water Cooled mmer Alt Assembly available 
Gas or Oil Fired. Conditioner. with Duct or Plenum 


Type Cooling Coil. 














Horizontal Furnace 
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Years Ahead in Design... 
Way Ahead in Price! 


If you have been losing business to cut-price bidders 
because you refuse to reduce the quality of your installa- 
tions — you will want to investigate Moncrief’s new line 
of Winter Air Conditioning Units. Here’s why: 

1. Dynamic new design by this old-line organization of heating 
specialists, plus the most extensive new tooling in Moncrief history, 
make it possible for you to buy the heavily constructed new Moncrief 
furnaces for less than for many cheaply constructed units. 


2. Complete assembly and wiring at the Moncrief factories save 
you countless hours and dollars of installation expense. 


3. Exceptional compactness and outstanding styling give you un- 
matched flexibility for space-saving installation. 


4. Ability to increase the blower capacity, as needed for cooling, 





































Bewement Type Utility or 4 Gas Models permits you to sell the new Moncrief furnaces with the assurance 
i . yo rama that cooling can be added at anytime. 
nt ~~ Conditioner Gas 5. Ready service from your Moncrief Wholesaler enables you to 
or or Oil Fired. draw the right size and type of unit, when you need it, from 
ty Gra nearby stocks. 

. vity Furnace ; ° one ° 
Gas or Oil Fired. So, if you want to meet price competition with excel- 
577 Corfe’ lence, see your Moncrief Wholesaler for new prices and 
el, Ad 5 Models catalogs, today! 
jing 
es. 
ne ad THE HENRY FURNACE COMPANY ° Medina, Ohio 
_———_} 
ND AIR CONDITIONING UNITS 5 MONCRIEF 7] rORN ACE PIPE AN 
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. . . » Manufacturers’ Activities 


Perfection Industries adds 
Six Distributors to Program 


SIX NEW WHOLESALERS have been ap- 
pointed by Perfection Industries, a 
division of Hupp Corp., Cleveland, 
O., as part of its program to channel 
all distribution through independent 
wholesalers. 

Four of the distributors are in New 
York state. They are: Jordan Supply 
Co., Buffalo; R. D. Marshall Co., Al- 
bany; Coleman Electrical Co., Brook- 
lyn; Lincoln Supply Co., Syracuse. 
Also appointed furnace and aircon- 
ditioning wholesalers are Harry F. 
Haldeman, Inc., Los Angeles and Ace 
Refrigeration Supplies, Inc., Miami. 

According to Carl W. Millsom, 
vice-president, sales, this now means 
that Perfection has 75 distributors of 
heating equipment assisted by 30 dis- 
trict managers and seven field service 
representatives. 

Perfection has named three new dis- 
trict managers in its planned expansion 
program. 

They are: C. Adrance Montague, 
to be airconditioning specialist in the 


@14 and 16 ga. Body Steel (14 ga. 
throughout for models rated 1 ton 
up—19 ga. doors) 

@12 ga. Diamond Floor Plate 

®Heavy U-Channel Understructure 

Electric Welded throughout 


Telescoping Roof and Hinged Gate Charge) 





BODIES YOU CAN 
DEPEND ON” TO 





Morysville U-2 for 34, % 
or | ton chassis 


BEST BODY - BEST BUY 


® Full-length Hinges with Brass Pins 

®Solidly Framed Doors and Panels 

© Recessed, Spring-loaded ‘Latches 
with Individual Locks or Master 
Locking Device 


® Fendix Undercoating (No Extra 


IMMEDIATE DELIVERY ¢ Distributors in Principal Cities 


ge mate Wb 
MORYSVILLE 


LAST INDEFINITELY INedy LU ez Inc 





Philadelphia - eastern Pennsylvania- 
New Jersey area, with the present 
manager there, T. W. Russell, left 
free to concentrate on large volume 
dealer and builder business. 

Theodore E. Bruch, who will cover 
Iowa and South Dakota. 

John F. Platz to serve southern 
Ohio-western Pennsylvania. 


Administration Bldg. opened 

by Dole Valve in Morton Grove 
DOLE VALVE CO. has completed its 
move to new administrative offices ad- 
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joining the manufacturing plant ip 
Morton Grove, Ill., about 15 miles 
northwest of Chicago. 

The two-story building houses the 
company’s sales and engineering de. 
partments and research and develop. 
ment laboratories as well as the execy. 
tive offices. 

Founded in Chicago in 1906, Dole 
manufactures flow control valves and 


automatic air valves for heating syy 
tems. The firm had been located 3 
1933 Carroll Ave., Chicago for the 
past 35 years. 






/ give Expert Service 
and | use... 





CUSTOM-BUILT INSULATING BRICK 


ROUND "A" TYPE 
Specially designed for 


Steel Furnaces 
(Can be used on any job where 
round chamber is desirable.) 
Sizes up to 1.75 GPH 


“My Customers appreciate the DIFFERENCE!" 


BOSTON MACHINE 
WoORKS COMPANY 


The Instant - Glo 


COMBUSTION CHAMBER 


STANDARD ROUND TYPE 


for Boilers 
and Cast Iron Furnaces 


Sizes up to 2.0 GPH 











“NARROWBOY" 


for Narrow Boilers 
and Furnaces 
Sizes up to 5.0 GPH 





For details, write to: , 
Oil Heating Supplies Div : 
7-17 WILLOW STREE 
LYNN, MASSACHUSETTS 
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a time at the delivery point, and 
you save money.” That is the con- 
sensus of tank truck operators every- 
where, and it is one of the many ad- 


vantages of Philadelphia Hose Reels. 





Self Aligning Boll Bearing Ball Bearings 









—-Spokes for Drum——-| 
SECTION THROUGH REEL 

















Unrestricted passageway is clearly 
shown on the sectional view of the 
spindle and seal. Note the long radius 
curvature of the elbow, free from re- 
*trietion, A self-tightening Neoprene 
seal is used. It is tight at high or low 
Pressures and will run for many years 
oy any signs of wear or leakage. 
j age the ball bearings for the 
oil ae outside the passageway 
not in contact with the fluid. 
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The actual fact is this: when a re- 
stricted flow reel is replaced with a 
Philadelphia Hose Reel, the resulting 
full flow means faster delivery—without 
changing either the pump or the hose. 


Philadelphia Reels are light in weight 
and are built like a fine automobile. 
All parts are made of steel, malleable 
iron or bronze (no cast iron is used). 


All shafts and bearings are equipped 
with ball bearings with hardened and 
ground races. Seven ball bearings are 
used on each reel. This means the reel 


2497 ONTARIO 


UNRESTRICTED FLOW 


PHILADELPHIA HOSE REELS 





will last many times longer than one 
equipped with plain bearings. 


Prices No Higher. Quantity produc- 
tion of standard parts, plus many 
years of experience, enables us to 
build these high-grade reels at prices 
competitive with and in many cases 
lower than other makes. Philadelphia 
Hose Reels are made in all sizes from 
1” to 3” with hand or power drives— 
electric, air or hydraulic. Under- 
writers’ approved explosionproof 
motors when required (any voltage). 
Send for Bulletin No. 171. 


PHILADELPHIA VALVE COMPANY 


STREET, 


PHILADELPHIA 3 


Manufacturers of Reels & Valves since 1922 


Pacific Coast Distributors: 
Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, California 
Howard Supply Co., 5125 Santa Fe Avenue, Los Angeles 11, California 
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. . . « Manufacturers’ Activities 


Silent-Flame again producing 
with new molding Process 


SILENT-FLAME Mfg. Co., Inc., Blue 
Point, N. Y., is back in production of 
oilburners after a fire completely de- 
stroyed the plant last January 10. 

While a modern plant is being built, 
production is underway in temporary 
buildings. High-speed machinery is re- 
placing equipment destroyed by fire. 
One piece aluminum burner castings 
are produced by a hydraulically-actu- 
ated semi-permanent molding process. 
One man can operate the new molding 
equipment which has a capacity up to 
300 burner castings a day. 



















Control Fundamentals covered 
in Cleveland Fuel Eqpt. Book 


A BOOKLET has been published by the 
Cleveland Fuel Equipment Co., Cleve- 
land, O., discussing control funda- 
. their application to com- 







mentals. . 
bustion, 
This is a reprint of a talk presented 
by James F. McMahon representing 
the company at an educational meet- 
ing in East Lansing, Mich. The book- 








let contains discussions of safety, ef- 
ficiency, life of equipment, as well as 
control fundamentals. 

It is this section of the book that 
contains diagrams of different control 
systems. A glossary of control termi- 
nology is also included. 


Nation-wide dealer Councils 


are formed by Shell Oil Co. 


J. G. JORDAN, marketing vice presi- 
dent, Shell Oil Co., New York, has 
announced the formation of nation- 
wide dealer councils to foster im- 
provements in dealer-supplier rela- 
tionships. 

The councils will meet annually in 
a series of three-day conferences to 
provide an effective two-way channel 
of communications between dealers 
and suppliers and to create a forum 
for the discussion of mutual prob- 
lems. 

The first regional councils were 
held in May in New York, Chicago 
and San Francisco. Previously, fifteen 
dealers were nominated for participa- 
tion in each division council, and 








then each division council named 
three of its members to the regional 
council where overall policy was dis 
cussed with top marketing officials, 


Kewanee Boiler Division issues 
Booklet extolling boiler Heating 


ALL THE ADVANTAGES of wet heat have 
been described in a new booklet, “Your 
Wonderful Winters,” prepared and 
distributed by American-Standard, 
Kewanee Boiler Division, Kewanee, 
Ill. 

Only five of the 24 pages are de. 
voted to Kewanee residential boilers; 
the rest of the book sells wet heat with 
no reference to brand names. Base’ 
board panels, convectors, radiators 
and radiant heating coils are all dis 
cussed in the section, “Beauty and the 
Boiler.” 

This consumer booklet also explains 
the comfort available from hot water 
heating systems because of accurate 
control and even temperatures. It is 
being distributed through jobber-deal- 
er channels, as well as by coupon of- 
fers in advertisements in magazines. 
















Making the most of your ability to do an ex- 
pert tune-up job will pay you big dividends 
in gaining you competitive leadership and 
neighborhood recognition of your competence 
as a heating expert. The combustion-testing 
kit shown here contains precision-made qual- 
ity'instruments with which you can make ful- 
lest use of your know-how in making a fuel 
conservation survey, checking a burner for 
wornout parts and needed repairs, or running 
an efficiency test to close a replacement deal. 

The kit contains the well-known FYRITE COz 
Indicator, the versatile MZF Draft Gauge, the 
all-metal TEMPOINT Stack Thermometer and 
the sensationally new TRUE-SPOT Smoke 














write for Bulletin 777 
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‘.. PACEMAKER FOR PROFITS 
from Expert Tune-up Service 


Tester. Now, for the first time, you can adjust 
an oil burner quickly and expertly for highest 
COz without objectionable smoke .. . do away 
with guesswork, and “‘hit and miss” fumblin 

in adjusting for clean firing. The “Scale o 

Soot" which comes with the TRUE-SPOT tells 
you the limits of permissible smoke for var- 
tous burners and types of heating systems. 
This amazingly simple method of oil burner 
adjustment is the greatest advance in com- 
bustion testing since the introduction of the 
FYRITE. You will be proud to be among the 
first to own this “up-to-the-minute” combus- 
tion-testing kit. 


For complete information on this and other new tune-up equipment— 


BACHARACH INDUSTRIAL INSTRUMENT COMPANY 


200 N. BRADDOCK AVE. © PITTSBURGH 8, PA. 





BTU/Hr/Lin. Ft. 
BTU/Hr/Lin. Ft. 


Hoff 


NEW MONEY-SAVING 
DEVELOPMENT 





WRITE FOR LIT 





1 LOWEST-PRICED QUALITY BASEBOARD 
PER SQUARE FOOT OF RADIATION! 


PANEL LINE 


HANDSOMELY STYLED. . 


COPPER BASEBOARD RADIATION 


FREE STANDING OR RECESSED 


SINGLE TIER OR 
(See ratings below) Ss 






APPROVED 1-B-R HOT WATER RATINGS 
Av. Water Temp. 160 
480 530 590 640 700 750 800 
510 560 630 690 750 800 860 5 


. QUALITY ENGINEERED 


DOUBLE TIER 
(Ratings below X 1.40) 


Copper Tube Aluminum Fin 


Damper and Front 
Cover Brackets 


Fin Tube Hanger 






170 180 190 200 210 220 Gals. per hr. 


‘Hy -Deaty’ FIN TUBE 


680 BTU/HR/LIN. FT. 
at 180° WATER TEMP. 


MAKERS OF SQUARE-LINE 
RADIATION & CONVECTORS 





MANUFACTURING CO. 


BETHANY, CONN MEMBER 


ERATURE AND INSTALLATION UA 
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7) | wil BALANCER 


N! 


WON TRADE ACCEPTANCE OVERNIGHT... 
IMPROVES HOT WATER HEAT ¢ INCREASES YOUR PROFIT 


N 1 e / 'TWIN-L BALANCER serves such a useful, practical purpose 
| and saves so much money, time and material that it has found 
immediate acceptance with the trade. 


Three Sizes, Whether you do five jobs a year or five hundred, Thrush 


Bronze or Cast Iron =" TWin-J, Balancer will reduce the cost of your installations and at 





RETURN RETURN| the same time make a neater, easier-to-balance Hot Water Heating 
i It System. Correct balancing means higher operating efficiency. It’s 
another Thrush labor saver that also means improved heating and 
more profit for you. Ask your wholesaler about it today or mail 
the coupon for bulletin and prices. 


TO 
CIRCULATOR » 


THE THRUSH WAY H. A. THRUSH & COMPANY 


Department C-6, Peru, Indiana 




















[_] Please tell us more about Thrush Twin-L Balancer to simplify hot water 
heating installation. Send bulletin and prices. Also send Condensed Catalog. 





NAME 





ADDRESS 





CITY 
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. . « « Manutacturers’ Activities 


Dowagiac Steel Furnace Co. 
sponsors School for Dealers 


A TWO DAY school for dealers from 
Michigan, Wisconsin, Illinois, Indiana 
and Ohio was recently held by Dowa- 
giac Steel Furnace Co., Dowagiac, 
Mich. 

New equipment added to the line 
this year including an evaporator 
blower cooling unit was introduced 
to the dealers. A tour of the company 
plants was also held. 


National-U.S. Radiator appoints 
airconditioning school Director 


JOHN L. MORRISON has been appointed 
educational director of the recently 
inaugurated airconditioning school be- 
ing sponsored by National-U. S. 
Radiator Corp., Johnstown, Pa. 


Besides Morrison’s experience with 
airconditioning engineering and ap- 
plication he will be able to call upon 
years of planning and directing train- 
ing programs for the Army. He joined 
the company in 1949. 





BEST 


NEW NOZZLE IN YEARS! 


THE NEW DELAVAN TYPE "W" ALL PURPOSE NOZZig¢ 


... Outperforms all others 


That’s exactly what the type “W’ will do for you ., , 
improve the fires you've been getting with ordinary nozzles, 
Look for a difference in the fire, you’ll like what you see, 


DELAVANiiu/ectoing & 


WEST DES MOINES, IOWA 


































The curriculum is geared to teach 
sales and service personnel the funda- 
mentals of airconditioning. Practical 
training in calculating, designing and 
servicing systems is included. 

The course consists of 40 hours of 
instruction and there are 14 instructors 
ready to handle the different phases of 
study. A laboratory equipped with a 
complete selection of equipment in 
full operation augments the lecture 
material. 


White-Rodgers issues Catalog 


on temperature Controls Line 


DISTRIBUTION of a 1957 catalog has 
been announced by White-Rodgers 
Co., St. Louis. 

Entitled “Automatic Controls for 
Heating, Airconditioning and Refrig- 
eration,” the book is fully illustrated 
and carries specifications on these new 
controls: Fashion room thermostats, 
Push Button heating-cooling thermo- 
stats, the 840’s (combination hot water 
limit—circulator relay controls), and a 
new line of farm heating controls. 











—————. 





Metromatic creates Divisions 
to widen product Distribution 





TWO NEW DIVISIONS have been created 
by Metromatic Manufacturing Co, 
Medford, Mass. The Waterair Fur 
nace Co. will continue selling through 
present dealers. handling Metropac 
units. The Strate Air Division will sell 
furnaces to wholesalers only. 












New company officers are as fol 
lows: Sal DeAngelo, president; Henry 
DeAngelo, vice president; and Fred 
DeAngelo, treasurer. 









Excelsior Steel, distributor 
for Heil heating-cooling Line 






NAMED distributor in the Chicago area 
for heating and airconditioning equip 
ment of the Heil Company, Milwaukee 
is The Excelsior Steel Furnace Co. 
The addition of the Heil line marks 
Excelsior’s return to the heating and 
cooling equipment field after an eight 
year absence. Previously the company 
had made cast-iron furnaces and fur 
nace pipe, fittings and supplies. 



















there's never a doubt 
when it's a 





DRAFT CONTROL 


FIELD CONTROL DIVISION 
of H. D. CONKEY & COMPANY, Mendota, Illinois 


Conco Building Products, Inc. @ Brick, Tile, Stone 
Affiliates i Materials Handling Division @ Cranes, Hoist 











NEW YORK TECH 


America’s Foremost School . . . Famous for teaching 


OIL BURNER 


INSTALLATION AND SERVICING 
Also Courses im: REFRIGERATION & AIR CONDITIONING 


Remember NEW YORK TECH whether you have 


MEN TO TRAIN, or 
NEED TRAINED SERVICEMEN 


cat or writeNEW YORK TECHNICAL INSTITUTE ex. 


A Division of N.Y. Jnstitute of Technology 
A non-profit educational institution 
500 Pacific St., Brooklyn, N.Y. @ MA 5-6220 
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are recognized by all 








home owners for quality 


and finest performance! 





Because Airtemp furnaces have such wide 
consumer acceptance, they are easier to sell— 
at greater profit. They give you the “‘plus”’ 
features that overcome price competition. 








They provide a full line—in both gas and oil 
models. All may be adapted for whole-house 
air conditioning. 

















For news on Airtemp heating franchises, 
write Airtemp Division, Chrysler Corporation, 
Dept. FO-6-57, Dayton 1, Ohio. 














OIVISION 





CHRYSLER CORP 





HEATING AND AIR CONDITIONING 
FOR A ROOM, A HOME, A BUSINESS, 


AN AUTOMOBILE 
Fricloil » 
liters 











ACCURATE 
DEGREE DAY 
INFORMATION 


Automatically Computed 


The Johnson fuel demand meter in- 
dicates the net effect of sun—wind 
and temperature on fuel oil con- 
sumption. Smooth out your degree 
day deliveries! 

WRITE: 


Johnson Degree Day Systems 


329 $. PITCHER ST. KALAMAZOO, MICH. 








Epe-Snap Service Foom No.1 


DEGREE Day systems WOODSIDE 77 w y 


04362 
The BURNER SE 
4390 ENNY mone —— 
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Calendar of 
coming Events 


JUNE 

3- 7—Oil-Heat Institute of America 35th 
annual convention, Sheraton-Plaza 
Hotel, Boston, Mass. 

4— 7—Biennial Eastern Exposition of Oil 
Heat and Domestic Cooling, spon- 
sored by the Oil Heat Institute of 
New England, Hotel Statler, Bos- 
ton, Mass. 

5— 7—National Warm Air Heating and 
Air Conditioning Assn. summer 
convention, Fairmont Hotel, 
San Francisco. 


| 10-13—National Assn. of Plumbing Con- 


tractors’ 1957 National Plumb- 
ing and Heating Exposition, 
Dallas Memorial Auditorium, 
Dallas, Texas. 

12—15——National Oil Jobbers Council mid- 
year meeting, Shoreham Hotel, 
Washington. 

16-21—American Society for 
Materials, annual 
Chalfont-Haddon 
lantic City, N. J 

20—Maine Oil & Heating Equipment 
Dealers’ Assn. annual meeting, 
Martha Washington Inn, Win- 
throp, Maine. 
25—New York Oil Heating Assn., 

Inc., annual golf tournament 
and field day, Engineers Club, 
Roslyn, Long Island. 

24~-26—American Society of Heating and 
Air Conditioning Engineers 
semi-annual meeting, Manoir 
Richelieu, Murray Bay, Quebec. 

June 30—July 2—Northwest Petroleum As- 
sociation summer _ conference, 
Breezy Point Lodge, Minn. 


Testing 
meeting, 


Hall, At- 


AUGUST 
30—31—Desk and Derrick Clubs of North 
America 6th annual convention, 


Chicago, Il. 
SEPTEMBER 
5~ 6—api1 Oil Information Committee 


meeting, Broadmoor Hotel, 
Colorado Springs, Colorado. 

11-13—National Petroleum Assn. 455th 
annual meeting, Traymore 
Hotel, Atlantic City, N. J. 

13—14—Michigan Petrcleum Assn., Ho- 
tel Grand, Mackinac Island, 
Mich. 

18-19—Ohio Petroleum Marketers Assn., 
fall conference, Commodore 
Perry Hotel, Toledo, Ohio. 

22—24—Pennsylvania Petroleum Assn., 
annual meeting, Pocono Manor 
Inn, Pocono Manor, Pa. 

site 

OCTOBER 

6-10—astmM—Committee D-2 meeting, 
Sheraton-Park Hotel, Wash- 
ington, D. C. 

13—-16—American Petroleum Credit Assn., 
33rd annual conference, Mark 
Hopkins Hotel, San Francisco. 

13-16—Empire State Petroleum Assn., 
Lake Placid Club, Lake Placid, 
Ne Y. 

13-19—Oil Progress Week. 

16-17—South Dakota Independent Oil 
Men’s Assn. convention, Alon- 
zo Ward Hotel, Aberdeen, 
South Dakota. 

16-20—ap!I Division of Marketing, Mar- 
keting Research Committee 


meeting, Camelback Inn, Phoe- 





nix, Arizona. 


| 
| 








QUALITY INSTALLATIONS 
NEED BRANFORD BURNERS 








ee, 


| For customer satisfaction insist on the 





SHELL or BRANFORD designed 
COMBUSTION HEAD 


Model J 
75 to 1.75 GPH 





Also tour 
SH Models 
-75 to 5.00 GPH 


Model DO 
5 to 14 GPH 





@® Easy to service and adjust 


@ Produces flame temperature 400 to 600 de. 
grees hotter than conventional burners 
@ Oil savings up to 35% or more 
Sold Through Wholesalers Only 


BRANFORD TANK & HEATING 
PRODUCTS, INC. 
286 Howe Ave. Shelton, Cons. 








‘NEED MORE DRAFT? 


| TJERNLUND 
“AUTODRAFT” 
INDUCERS 











® Positive venturi action 

© Simplified installation 

® Heavy duty construction 

® Installs vertically or horizontally 
© Complete range of sizes 


© Immediate delivery 
Guaranteed Draft with ‘Auto-Draft” 


TJERNLUND MFG. C0. 


2140 Kasota Ave., St. Paul 14, Minn. 
—— 











June 


1957 
















Mr. Serviceman 


you lose 47c 
every time you try 
to clean a nozzle 


here's why: 


el J 
75 GPH 


tour 
jodels 
00 GPH 





| DO 
4 GPH 








600 de- 
$s 
SERVICING 
! DEALERS 
TING HAVE TOLD US 
, Cons. 
7 
IT’S ONLY COMMON SENSE, then to follow a serv- 
ice practice that saves your company money and 
also makes satisfied customers. 
Eddington Metal Specialty Company 
Eddington, Pennsylvania 
Hago Products ® 
1120 Globe Avenue 
Mountainside, New Jersey 
lly 
Monarch Manufacturing Works, Inc. 
2501 E. Ontario Street Boston Machine Works 
é Philadelphia 34, Pennsylvania 11 Willow Street 
a Lynn, Massachusetts 
William Steinen Mfg. Co. 
, 43 Bruen Street Delavan Manufacturing Company 
me Newark 5, New Jersey West Des Moines, lowa 





eloil 


Mighty Man is He 
(Begins on page 62) 


the annual service study is an analysis 
of burner profits. As a common de- 
nominator the sale of a separate burn- 
er installed in an old furnace or boiler 
is used. 

During 1956 dealers averaged $366 
for this type of installation and paid 
$98 to their supplier for the equip- 
ment. Using these figures as a basis 
the smaller dealer did better than the 
typical dealer because his cost for 
other installation materials averaged 
$81 and $50 for outside labor needed 
to install the job. Thus, his gross profit 
including sales expense was $137 or 
$26 more than the burner profit re- 
ported by all companies. 

This is one of the first times that 
we've tried to put the small dealer un- 
der our statistical microscope, and by 
and large we find him doing a good 
job. 

He’s probably not getting as much 
money for the work he is doing as he 
should, but the effort he is making on 
equipment sales shows that he is cer- 





tainly moving in the right direction. 
When the small company shows 
a 9% growth rate, the industry has 
a pretty good anchor man. 
ats 


Letters 


Chicago 
Editor: 

Here’s a suggested change in pro- 
cedure of welding steel tanks used for 
oil storage. 

From actual experience it has been 
learned that nine out of ten oil stor- 
age tanks that spring leaks after six, 
seven or eight years use do so directly 
underneath pipe-bushings that have 
been welded in. From close inspection 
it has been determined that “drip- 
pings” from and during the welding 
cause deterioration at such point. 

On all UL approved tanks, there- 
fore, it is suggested that the welding 
of required bushings must be done 
prior to shaping or forming sides, 
heads or main sheets of steel. Surfaces 
of steel sheets should be protected, 
while welding, so that sparks or chips 








from welding do not settle on col 
sheet. 

It is very hard to estimate the in 
conveniences and damages caused by 
tank leaks, however, it can be stated 
safely that there are altogether ty 
many experiences of this type. The 
writer just went through one of then 
—and after only six years usage! 

The oilheating industry will bene 
fit greatly by preventing mishaps such 
as other fuel industries are experienc 
ing while in the business of convey. 
ing fuel to the ultimate user; ther 
can be no doubt about that. The ey 
plosion of a fuel carrying line ig ; 
matter of public safety. The matter 
of a leaky basement tank is a personal 
matter. 

No doubt there are methods other 
than the one suggested that will pre 
vent a large percentage of leaky tanks 
After some 35 years in the busines 
I feel it is time for action. No one can 





















be hurt by enforcing such prevente ons 
: wom 
tive. All it can do is make the cot B _g, 





of steel oil storage tanks slightly 
higher. 
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Chapters On: 








* Only $2.00 a copy ° 


Fireboxes Nozzles 
Draft Baffles 
Wiring Pumps 
Motors Efficiency 
Controls Heating 


REPRINTS OF THE BEST MATERIAL 
THAT HAS EVER BEEN PRINTED! 






Better Oilheating is a book for dealers, service managers, service 
men and oilburner service schools. Bound in attractive paper cover 
8%” x 11”, over 100 pages, 125 illustrations, tables and many 
service hints. Order a copy for yourself and your key people 


today. ONLY $2.00 A COPY! 


Send your remittance to: 


© °° fyueloil & oil heat 





It’s Available Now! 


The Second Edition 


"Better Oilheating' 


This collection of articles from FUELOIL & OIL HEAT and its pred- 
ecessors is without a doubt the most valuable ever put together 
under one cover. Many of the articles were originally printed many 
years ago and they contain valuable information no longer avail- 
able from any other source. These are not just articles but basic, 
sound principles as valuable today as they were years ago! 





















2 West 45th St. 
New York 36, N.Y. 


— «A 
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Our Gigantic 


GRAND PRIZE—to the man or 


Another Bryant First... 


This big prospect-winning promotion for dealers! 


"NAME THE BRYANT PUP" CONTEST 





Gift upon golden gift will be showered on Bryant cus- 
tomers and Bryant dealers during our Golden Anni- 
versary year! But more important and valuable to each 
dealer is the list of prospects this Bryant Pup Contest 
will build for them . . . to keep sales rolling from now on! 





woman who names the Bryant Pup 
~A 19%7 “GOLD” CADILLAC! 


IN PRIZES 


Plus a Long List of 
DEALER PRIZES 


(Awarded by areas—participating Bryant dealers 
have an equal chance to win!) 











Total of 166 PRIZES 
for your Prospective Buyers 


2nd to 56th prizes—55 Bryant “Gold” 
Furnaces, or their value applied to 
Bryant Air Conditioning. 


57th to 166th prizes—110 Bryant “Gold” 
Water Heaters, or their value applied to 
Bryant Air Conditioning. 
(For the special Dealer Award Plan, 
contact your Bryant distributor!) 
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Powerful Local-Level Advertising 
will send prospects flocking 
to BRYANT DEALERS 


Huge local ads featuring the awards will be run by 
Bryant and Bryant dealers in every town and city 
where Bryant dealers are participating. The ads will 
tell how simple the contest is . . . how easy to enter... 
how easy to win. Plans are completed for tremendous 
dealership activity and—to help Bryant dealers cash 
in—many new salesmen are being hired! It’s really a 
Golden Opportunity gift from Bryant—a gift that 
sends dealers qualified prospects. 

Prospective Dealers: for details on joining the profit-winning Bryant team, 


write for the name of the nearest Bryant distributor. Bryant Manufacturing 
Company, Indianapolis, Ind. Bryant Manufacturing Ltd., Toronto, Canada, 










2 wating, 
ue 5On’ 
{y ANNIVERSARY 


Sy, 1907-1957 


© 1957, 9.0.0. 


159 


WALTHAM Constant-Flow 


the FURNACE with 


Mot See it 
Year FOO AA » 
Round FARO S in Booth 
“We ° 255-256 
Domestic ves R , 
Cre «§ AIG Boston Show 


ONE ducted WALTHAM Jet-Head oilburner fires both units! 
Highly efficient. Long-life glass-lined tank. Excellent recovery 
rate: 120 gal. per hr. at 100° rise. Get full facts Now! 


WALTHAM OIL BURNER CO. Inc. East Boston, Mass. 





Baltimore and the Public 
(Begins on page 63) 

There were no speeches and no sales 
talks. But we are convinced that the 
opportunity for relaxed association in 
a pleasant, friendly atmosphere is a 
step toward better relations between 
our oil heat people and the men and 
women of our city whose friendship 
is important to us. 

And now just a word about ex- 
ploiting the weaknesses of our com- 
petitive fuel. In Baltimore we have a 
consolidated gas and electric company. 
We strongly suspect that to at least 
some extent the utility’s gas business, 
which competes against us rides the 
coat-tails of the company’s highly 
profitable electricity business. We take 
a dim view of a competitor who is sub- 
sidized . . . and we would certainly 
welcome any measure resulting in a 
split-up of the utility . . . so that the 
gas business would have to stand on 
its own feet. 

Therefore, we try to be on the alert 
for any statements by the utility which 
tend to confirm our suspicions. When 
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arrange that the implications be 
brought to the attention of public ofh- 
cials and to newspaper people. And 
we try to encourage other groups. . . 
such as electrical trade groups—to take 
similar action. 


We do not throw any brickbats in 
these situations, but we do try to look 
out for the legitimate interests of our 
industry. And in doing this, when our 
position has been a reasonable one, we 
have had the sympathetic ear of re- 
sponsive public officials, and we have 
inspired a number of news stories in 
the papers. One concrete result: The 
Public Service Commission of Mary- 
land is now engaged in a complete 
survey of the relationship between the 
utility’s gas and electric rates. 


This has been a brief sketch of the 
highlights of our program. I'd like to 
add that this sort of approach is not 
expensive. The total cost of all the 
projects I have discussed here today 

. and a number of others that I 
have not mentioned . . . is only about 
$1,000 per month, in Baltimore. This 
figure covers all fees, all materials and 








oil heat market can afford a program 
of this type. 

There is one more thing I think js 
important to say about oil heat public 
relations on the local market level, 
That is that public relations is in no 
way a substitute for a regular adver 
tising program. Advertising is one 
tool, public relations is another, In 
your paid advertising, you can set your 
selling theme, express yourself in pre 
cisely the words you choose and sched 
ule your copy exactly where and when 
you want it to appear. You can achieve 
impact and continuity in advertising 
in a way that is simply not possible in 
public relations. On the other hand, 
you can do many things, using publi 
relations techniques that would bk 
quite impractical in paid advertising 
Each has its place. Both are important 
Both are necessary. 
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William H. Smith, former Chicago 
district manager of Acme Industries 
has joined Perfection Industries Div 
sion of Hupp Corp., Cleveland, Ohio, 
as assistant to the heating and cooling 































we spot such indications, we try to all expenses. It is my opinion that any _ sales manager. Wit 
a B fireh 
NOW SERVING YOU FROM NEW ENGLAND'S MOST ACCESSIBLE ARTERY § % 
ROUTE 128! (Turn at Route 62) Speci 
® Blue stove pipe and fittings Man 
© Chromium plated stove pipe and fittings J-M j 
! © Galvanized stove pipe and fittings as mt 
© Prefabricated duct and fittings becat 
» Tee 4 
HEATING SUPPL ® Perimeter heating pipe and fittings after 
® Small-pipe heating pipe-fittings Surfa 
NEW ENGLAND'S LEADING MANUFACTURER JM 


AND SUPPLIER 


117 ELLIOTT STREET © BEVERLY, MASS. 


Telephone: Boston, Prospect 6-9090 © 


Beverly, Walker 2-0581 
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Here’s why J-M insulating fire brick 
cuts dollars from both! 





With J-m insulating fire brick, you’ll find 
firebox construction considerably faster! 
Quickly, easily cut with a hacksaw, they make 
It far simpler to build fireboxes exactly as 
Specified by manufacturers for top efficiency. 


Many advantages assure customer satisfaction 


JM insulating fire brick save your customers 
aS much as 10¢ on every fuel dollar! Simply 

use they heat up fast! Within seconds 
after the burner goes on, the entire inside 
Fre of the firebox becomes white hot. 
"M insulating fire brick keep fireboxes 


cleaner, too. Higher combustion chamber 
temperatures and fast cooling action retard 
soot, smoke and odor . . . check formation 
of carbon on burner tips. And the sound- 
deadening qualities of J-M insulating fire 
brick reduce operating noise. Recommended 
insulating fire brick for domestic oil burner 
fireboxes: JM-20, JM-23, JM-26. For indus- 
trial use: JM-28 and JM-3000. 

For information, see your nearest author- 
ized Johns-Manville distributor. Or write 
Johns-Manville, Box 14, New York 16, N.Y. 
In Canada, Port Credit, Ontario. 





Here’s why J-M_ insulating fire 
brick save fuel. Within seconds 
after burner goes on, they become 
white hot. Laboratory tests prove 
J-M insulating fire brick can save 
up to 10% on fuel consumption. 
For sealing against 

gas and air leaks, / 

use J-M FireITe* ~ 

Asbestos Furnace % 

Cement. For lin- 7 

ing hearths of ro- 

tary burners, use 

J-M STANDARD 

FIRECRETE*—a 

hydraulic set- 

ting refractory 

—ready for use 

in 24 hours. 


*Reg. U.S. Pat. Off. 


iW Johns-Manville INSULATING FIRE BRICK 


PRODUCTS 


FOR “SKIN-HEAT-IN-SECONDS” IN FIREBOXES 





ITS HERE! 


The New Delavan TYPE “W” all purpose nozzle 


At last, a truly all purpose premium nozzle designed to help the service. 
man where his problems are greatest — in the small size burners. 


DELAVANY,eciine 


WEST DES MOINES, IOWA 





Ahead for heating Oil 
(Begins on page 55) 


cannot be denied that we have in- 
curred strong competition in the home 
heating field. It is also true that our 
potential market has dwindled as more 
and more automatic heating systems 
are installed. Our forecasts of the re- 
quirements of heating oil recognize 
this situation, but let me remind you 
that this is only in the form of a lower 
rate of growth. 

This is realistic rather than pessi- 
mistic because the demand for distil- 
late fuel for many years has run way 
ahead of the average increase in other 
petroleum products. In other words, 
we expect that each year for many 
years to come the consumer demand 
for distillate fueloil will increase. Ex- 
pensive and time-consuming research 
is in progress to insure that fact. 

Let’s review the things that have 
been on my mind today. First, I spoke 
of the existing cooperation between 
major and independent marketers on 
legislative matters that affect the in- 
dustry with a plea for even better 


understanding of each other’s prob- 
lems. Then I asked you to consider the 
need for large units in the industry 
to perform functions requiring large 
capital expenditures which back up 
the marketing investments and efforts 
of the independents. And last, I sug- 
gested to you some of the research and 
technological improvements that will 
help you in expanding your markets. 

The importance of the independents 
in the oil industry public relations pic- 
ture can scarcely be over-estimated. 
Your daily contacts with people, your 
standing in the community, your 
grass roots ties with representatives of 
business and government make you 
tremendously effective, individually. 
When you remember how many of 
you there are and the large number 
of contacts each of you has, it suggests 
how great your influence is on the en- 
tire oil industry. 

The hope for the future is good. 
We are in a strong, vital, and needed 
business, We can continue to expand 
and profit by redoubling our activities 
and dedicating hours to cooperation 
among all the marketers of petroleum 


products. The major suppliers canner 
exist successfully without the ind 
pendent oilman. Conversely, the ind 
pendent can profit by using the su 
gestions and research developed by the 
majors. This is a philosophy of inter 
dependence. With this philosophy we 
cannot fail. 
eo 

Jay Barton, manufacturers’ repre 
sentative and applications engineer 
has moved his company to new offices 
at 1616 Bennet Rd., Orlando, Fh 
Besides being a mechanical contractor 
and a former manufacturer of auto 
matic heating equipment, Barton hi 
been an instructor at the Michigan 
State University short courses. 


Harrison Van Aken, Jr., has be 
come general manager, electric com 
munication products department, Ger 
eral Electric Co., Syracuse, N. 
This is a new department to a 
functions previously handled by th 
company’s communication equipmetl 
section. Products of the departmett 
will include mobile radio. 
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NATIONAL 


REBUILTS 
ARE 





Wholesalers! you ca 
depend on NATIONAL for 
Acceptability 
Experience 
QUALITY 


NU STANDARD KOLBKAST 


COMBUSTION CHAMBER 


Only 6 parts insure easy installation of 
Nu Standard Kolbkast chambers. The 
tongue and groove construction and two 
steel bands around the chamber insure 
excellent combustion. 


KOLB REFRACTORIES CO. 


MEADOW and JACKSON STS. 
PHILADELPHIA 48, PENNSYLVANIA 


SERVICE 


LET NATIONAL 

SOLVE YOUR 
TRANSFORMER 
EXCHANGE PROBLEMS 








NATIONAL REBUILDERS 
1027 GRAND ST., BROOKLYN 11, N. Y. 


Call or write today! 
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it’s new...1t’s neat...it’s here! 
ROCHESTER’S NEW FILL SIGNAL... 


Tiltone 





rz\e 


‘Vice- 








g Cs, 

a. The Filtone is designed to operate with a minimum of back 
— pressure, has no “dead spots” and has far greater strength 

he inde for supporting the vent pipe. The Filtone offers you both 

he inde installation and fuel servicing advantages: 

the sug FLANGE - TYPE CONNECTOR — Made in two parts which are 

d by the bolted together to eliminate need for unions, compression- 

of inter type couplings, or the need to build the vent up from the tank. 

ophy we Has tensile strength one-third greater than malleable iron. 





MINIMUM BACK PRESSURE — The RMC Filtone operates with 
a minimum of back pressure: (1) while tank is being filled 
and vent is exhausting air only, and (2) when liquid may 
s° repre actually be up to the vent, in case of overfills. 


engineer, DEPENDABLE, AUDIBLE SIGNAL — Makes a solid, pleasant 
w offices whistle sound the moment fuel begins to pour into tank. Has 





ido, Fla no “dead spots” at any rate of fill from 15 gpm to 60 gpm. 

ontractor When the sound stops, the delivery man knows the tank is full. 

of auto 

to RMC offers the best combination buy... 
ichigan 


eS. 





‘#© 1 Rochester’s Universal Gauge 


tric com 


otc P With the new Filtone signal 


, NI Sold and packaged together, the Rochester GAUGE-SIGNAL SET 
to absord IB gives you a dependable, pressure-tight, easily read Oil Tank 
d by th Gauge and a dependable Fill Signal with minimum obstruction 
quipmes  '" the vent pipe. With two distinct units, specifically designed 
partment! for their job, the time and expense of plugging an extra tank 
opening is not necessary as is required by a combined vent 
signal and gauge. 





















pee Call your jobber, or write the factory, but whatever you do 
start using this “perfect package” now. It will save you time, 
jou ce | & trouble and money ! Listed by 
NAL for Underwriters’ 
ptity Laboratories 
lence 
ALITY 
LVICE ROCHESTER MANUFACTURING CO.+ 8 ROCKWOOD STREET « ROCHESTER 10, N. Y. 





LIQUID LEVEL, TEMPERATURE and PRESSURE INSTRUMENTS 





WILLIAM J. DEBLER RALPH M. NELSON HALL AGENCIES FRANK HACKETT 

31 Gordon Rd. 412 Marshall Bldg., 4 Manor Road, E. 759 N. Milwaukee St. 

Needham, Mass. Cleveland 13, Ohio Toronto, Ont., Canada Milwaukee 2, Wisconsin 

REPRE Vv. E. DUNNING SAMUEL SKNER CHARLES J. DAVIS CHARLES P. McKENNA, JR. 

RC SENTATIVES 2949 Harriet Avenue, S. 274 Madison Avenve 215 Cushman St. P.O.Box 155 

Mi polis, Mi to New York 16, New York Plainwell, Michigan Richmond 1, Virginia 

JOSEPH BERNARD ROCHESTER MFG. CO., INC. FRANK L. CASSIDY 

511 Harper Avenve 12143 S. Halsted St., 6916 - 56th Ave. S. 

Drexel Hill, Penna. Chicago 28, IIlinois Seattle, Washington 
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SOOTMASTER 


V No Outside Bag 
WU No Dust Bag to Empty 


V Disposable Filter for easy 
emptying of container 


Vuterested 7 Want more details? 





Contact your jobber or write us today. 
MASTER-CRAFT SUPPLY CO., INC., Dept. FO, W. HAVERSTRAW, N. Y. 


Distributed in Canada by: Imperial Refractories, Ltd., Waterloo, Ontario 


Fumace Cleaner 


with Disposable Filter . . . 
CLEANS EASIER, SAFER, FASTER! 


VU Leak-proof Dust Filters 

V Double Filter Protection 
VU Compact - Light in Weight 
V Easy to Handle 




















Service Managers Journal 
(Starts on page 53) 
president; Russ Johnson, Farrell Sales, 
vice-president; L. Battista, J. E. 
Kunkel, secretary; John Moore, Skel- 

ton & Sons, treasurer. 

Committee chairmen are: J. David- 
son, Constitution and By-Laws; J. 
Moore, Finance; A. Lachman, Public- 
ity; J. Weaver, Domestic burner 
Policy; A. Teller, Industrial burner 
Policy; J. Kieley, Labor; R. Ettmen 


Baltimore has Committees 


to study service Needs 
AT THE MAY MEETING of the Baltimore 


Chapter of Service Managers, T. E. 
Carson, Oil Heat Association of 
Maryland, and Charles H. Hein, Hein 
Bros., Inc., were guests. 

During the meeting two committees 
were appointed to study local oilburn- 
er service needs. One will study the 
necessity for maintaining 24-hour 
service, 52 weeks of the year; the other 





Union County Group condud 


educational training Program 
BOB LOCKWING, Electronics Corp, ¢ 


America, conducted sessions for thre: 
nights on Fireye controls for the Union 
County (N. J.) Oil Heat Servic 
Managers and Servicemen’s Associz 
tion. Interest was high and a total of 
24 members attended the instruction 









This represented a continuation of 
the group’s educational program 
since both General Electric and Win 

















Pat 


and J. Nagel, Time, Place and Speak- is to study a uniform service contract kler field men already have demon = 
er; J. Thorpe, Membership. incorporating a self-renewing feature. strated their respective equipment out 














- SEALED MERCURY CONTACT- 


USED IN ALL 








THE MOST TALKED ABOUT “CUSTOMER GETTING” 
FRANCHISE IN THE FUEL OIL INDUSTRY! 










® . 
Le fran- 
he ic K é 5 [ } > HEE Get full details of 
: fi") at ‘OT: chised dealers’ amazing 








records of sales gains, and 
how you, too, can profit by 


an exclusive HY-TEST 303 


franchise, 


at BOOTH 126, 
HOTEL STATLER, BOSTON 
JUNE 4, 5, 6, 7 OIL SHOW 


or write HY-TEST 303 CORP., 9 Meadow Rd., Rutherford, N. J 


CONTROLS 


PROTECTION AGAINST 








.-) we 
Venacse rust? 







a) 

























A MOST USEFUL 


TOOL 


Rg IN MAINTAINING A 


We also 
manufacture 
COMBUSTION 
CHAMBERS 
in all sizes 
and shapes. 


IRON-HIDE 


BAFFLES SAVE FUEL 
Easy to install, too, with the aid 






of our IRON-HIDE adjustable SUCCESSFUL BUSINESS r 
baffle support. ; 
See your jobber. SAMPLE SHEETS UPON REQUEST 
THE BRADFORD PRICE BOOK 
IRON-HIDE REFRACTORIES, Inc. QUINCY 69, MASS. ‘may 









Dock Street, Matawan, New Jersey 


Serving the Plumbing & Heating Trades, ra Vy of a contuy 
nihiey e Plumbing eating Trades, ove 
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Canadian Distributor 
TL Livingston & Sons, Ltd. 
73 Main Street, East 
Hamilton, Ontario 


Our products are designed and built to comply 
with the requirements of the ASME Code and are 
authorized to bear the appropriate symbols. 


“Easy-to-Carry" 


All crates are equipped 
with two heavy steel 
safety carrying handles, 
bolted to the crate itself 
and also to two heavy 
duty steel straps, which 
pass under the full 
length of the crate. 
These handles make it 
possible for two men ’ 
to pick-up, carry and 
place the complete 
unit wherever desired. 
No dollies, skids or 
block and tackle are 
needed. 


COMPLETE 
PACKAGE 
ONLY 


380 LB. 


COMPLETELY PACKAGED 


BOILER-BURNER 


Now ! ZONE CONTROLLED 


GOLD CROWN MODEL 


with the EXTENDED JACKET 
GROSS OUTPUT — 100,000 BTUH AND UP 


FEATURING— 

@ PRE-WIRED 1, 2, 3 OR 4 ZONE 
CONTROL VALVES 
SHELL-HEAD OIL BURNER 
QUALITY CONSTRUCTION 
LIGHT-WEIGHT - EASY HANDLING 
EASY INSTALLATION 
HIGH OUTPUT AND EFFICIENCY 
ALL COPPER TANKLESS COIL 
COMPACT DESIGN 
COMPONENTS ASSEMBLED AND 
PRE-WIRED 


COMPLETE PACKAGE INCLUDES: 


Boiler 

Combustion Chamber 
Insulation 

Jacket (Flush or Extended) 
Shell Head Oil Burner 
All-Copper Tankless Coil 
Circulator 
















Theraltimeter 
Thermostat 

Pressure Relief Valve 
Stack Control 

Triple Acting Aquastat 
Flow Control Valve 
Flow Regulator 
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Get on the band-wagon now 





- ask your supplier about the new 
SPI-ROL-FIN Boiler-Burner with 
SPI-ROL=FIN Zone Control valves 
which when combined with 
SPI-ROL-FIN’S Baseboard Radiation 
will make your next installation- 


® Easier 


® Faster 





® More Profitable to you 





Write, wire or phone for complete information 





SPI-ROL-FIN CORPORATION 


133 GREENWOOD AVENUE * PEQUANNOCK, NEW JERSEY 


Telephone: TERHUNE 5-3352 
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MEATING ProvuctTs 





a little ‘‘dab’’ of 


RECTORSEAL No.2 J 


does so much! 


Union Contract 
(Starts on page 66) 


lonage rates do not apply to drivers en- 
gaged on tractor-trailer operations between 
yards and docks. 


ARTICLE 10 


Hours of Work and Overtime 
for hourly-rated Employees 

10.01 The standard work week shall be 
forty-five hours. 
10.02 Except when fueloil drivers are be- 
ing paid on a gallonage bas's as provided 
in Clauses 9.01 and 9.02, time and one- 
half based on the regular hourly rate shall 
be paid for all authorized work performed 
in excess of nine hours in any one day or 
on Saturday or Sunday except when Satur- 
day or Sunday forms part of the employee's 
regular work week, in which case an em- 
ployee will be paid at the rate of time and 
one-half on the foregoing basis for any 
work performed on his regularly assigned 
days of rest. Time and one-half on the 
foregoing basis and except as aforesaid 
shall also be paid for all authorized work 
performed in excess of nine hours in any 
one day or thirty six-hours in any week 
during which a Statutory Holiday occurs 
on a normal working day. 
10.03 Subject to the exception contained 
in Clause 10.02, double time based on the 
regular hourly rate shall in addition to the 
Statutory Holiday pay provided under 
paragraph 15.01 hereof be paid for all 
authorized work performed on the follow- 
ing Statutory Holidays: 
New Year's Day Civic Holiday 
Good Friday Labour Day 
Victoria Day Thanksgiving Day 
Dominion Day Christmas Day 





If I used fuel oil meter tickets, 
I'd order from Cromwell for 2 
color printing and the fastest 
delivery in the industry. 


T=) Ye Ub co} a 029 Solo t Col Coles 


C.. CROMWELL PRINTERY 


rN CORPO RATED 
BLEECKER 


CHURCH AT 


economical sealant 
oz. nozzle-tipped tu 


NIUE 14 Seance) 


10.04 Any employee who reports for 
work at the regular starting time for his 
shift without previous notification not to 
report, shall be entitled to a m’nimum of 
four hours’ work at his own or other work 
to which he may be assigned, at an hourly 
rate of pay at least equal to that for his 
regular job, or to four hours’ pay at the 
same rate if no work is available. In order 
to qualify under this provision, an em- 
ployee shall keep the Employer notified of 
his current home address and telephone 
number (if any). This provision shall not 
apply to an employee returning to work 
following an absence. 

10.05 No employee will be compelled to 
work overtime. Overtime will be on a 
voluntary individual bas‘s except in the 
case of circumstances beyond the Em- 
ployer’s control. It is understood that 
should any dispute arise under this provi- 
sion, the employees concerned will per- 
form the assigned work and apply the 
Grievance Procedure. 


ARTICLE 11 


Vacations with Pay 
11.01 The Employer agrees to grant the 
following vacations with pay: 

(at) to employees having one year's 
continuous service and less than two years’ 
continuous service, one week; 

(b) to employees having two years’ con- 
tinuous service and less than three years’ 
continuous service, one week and two days; 

(c) to employees having three years’ 
continuous service and less than four years’ 
continuous service, one week and three 
days; 

(d) to employees having four years’ 
continuous service and less than five years’ 
continuous service, one week and four 
days; . 


Just a little “dab” of Rectorseal works wonders on, fue! oil 
tions. The secret lies in Rectorseal’s special chemical formula thy 
makes it insoluble in all petroleum products. It is thin in the can jy 
smooth, economical application—but thickens in the joint to a plasti, 
elasticity that permanently seals against leaks. Its soft set elastic 
makes break-out easy—even years later. Its light color shows 
threads better—makes — with smaller amounts easier. Becays 
it takes so little te accomplis 
ou can buy today. Rectorseal is available in {¥, 
e with sturdy cylindrical carton or 1%, %5 a 
1 pt. cellulose tape sealed brush-top cans or 1 qt. friction-top cay, 
To convince you that a little “dab” does so much we have a sam) 
awaiting your request. 


RECTORSEAL 













so much Rectorseal remains the mgs, 







RECTORSEAL DEPT. 0 


2215 Commerce Street, 
Houston 2, Texas 













(e) to employees having five years’ o; 
more continuous serv.ce, two weeks; 

(f) to employees havin eleven year: 
continuous service, two weeks and one day: 

(g) to employees having twelve year: 
continuous service, two weeks and two 
days; 

(h) to employees having thirteen year; 
continuous service, two weeks and three 
days; 

(i) to employees hav:ng fourteen years 
continuous service, two weeks and four 


d 












ays; 
(j) All employees having fifteen years 
continuous service or more, three weeks, 
11.02 “One year’s continuous service” i 
defined as continuous employment with the 
Employer for ten-twelfths or more of the 
twelve-month period commencing from the 
date of any employee’s employment. 
11.03 Vacation pav shall be two 
centum in the case of employees euiitled 
to one week’s vacation with pay, four per 
centum in the case of employees entitled 
to two weeks’ vacation with pay, six per 
centum in the case of employees ent-tled to 
three weeks’ vacation with pay. and shal 
be computed on the basis of the employee’ 
total annual earnings for the twelve-month 
period ending with an including the las 
pay period in May. Employees eligible 
under paragraphs 11.01 (b) to (d) m™ 
clusive and (f) to (i) inclusive shall, in 
addition to the vacation pay to which 
they are otherw:se entitled hereunder, 1 
ceive an extra day’s pay at the employees 
regular rate of nay for each additional day’ 
vacation to which each employee is 
spectively entitled thereunder. 
11.04 Vacations will be taken betwee 
June lst and September 15th at a time 0 
be mutually arranged between the Eo 
ployer and the employee. 
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SSSSSSSSSSSSSSSSSSS5 
in the BURNER & FUEL Trade 


“SUPERVENTS” 


The Only SIX-IN-ONE QUICK-VENTS 


@ FOR COLD RADIATORS 
@ FOR COLD ROOMS 
e FOR COLD PEOPLE 


There is one or more in every 
steamheated home waiting to be cured! 
You are the right Doctor for them! 


OSTER LABORATORIES 





waiting for you 






when you install 





in the Land! 










CURE 'EMI!I! It's your Job!—and Duty! 
Price list on request 


ELLENVILLE, N. ¥. | 



















June 


1957 
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The Replacement Market is the BIG market 
for water heaters. 

YOUR CUSTOMERS are buying other water 

heaters because they don’t know that you 


can supply what they want. 
The Harvey heats 30 gallons of hot water 











FREE SALES HELPS 


This beautiful consumers piece 
Printed in color is yours FREE 
with your name, address and 
telephone .... . ASK FOR IT 
AT ANY SID HARVEY STORE 
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THE 
OIL FIRED 
MARKET 
HOT WATER 
IS BIGGER 
— THAN YOU 


SEF 























in 15 minutes—costs the average family only 
$4.00 a month — uses conventional service 
free gun type burner — connects to existing 
oil tank — uses the same #2 oil. Copper or 
glass lined tank — 30 and 45 gallon sizes. 
Eligible for low FHA monthly terms. 


GET ON THE PROFIT LINE— WITH THE 
SID HARVEY OIL FIRED WATER HEATER. 


Available in all 
47 Sid Harvey Stores. 





VALLEN STREAM, MEW TORK 











Be prepared for 


PROFITABLE BUSINESS .. . 


Warm weather is just around the corner and hundreds of thou- 


sands of heati 

furnaces will be big business. ‘‘Be 

of this profitable business. 
ou need is a service d 


the most powerful vacuum 
ing industry today. 
ness and earning $100 or more a day. 





ia 


plants will be shut down for the summer season. 
During the Spring and Summer of 1957 ber oe of these 
og 

The requirements are simple: All 
epartment, an expert crew and a GEN- 

RAL ""GIANT'' FURNACE CLEANER. The General ‘’Giant'' is 
er cleaner in the furnace clean- 

In addition, $300 down starts you in busi- 


WIRE, WRITE OR PHONE TODAY... 
FOR FURTHER INFORMATION AND DETAILS ON THE GENERAL ''GIANT" 
FURNACE CLEANER or for literature on the New big GENERAL ‘'SPACE 


SAVER''—no bag, all-weather operation . . . no parking problem. 





our share 








11.05 If a paid statutory holiday falls 


within an employee's vacation period he 
will be granted another day or a day's pay 
in lieu thereof provided he has otherwise 
qualified. 

11.06 If an employee’s employment is 
being terminated for any reason whatso- 
ever, he will be paid his accumulated vaca- 
tion credits since the last day upon which 
vacation pay was calculated and paid. 


ARTICLE 12 
Working Conditions 


12.01 If a driver is unable to make de- 
livery of his load, he shall immediately re- 
port by telephone to his office. 

12.02 It shall be the duty of every driver 
and helper in the case of any accident no 
matter how trivial, to immediately secure 
the names and addresses of all possible 
witnesses, after which he shall report such 
accident by telephone to the police and the 
main office of the Employer. He shall also 
file forthwith with the Employer a com- 
plete written report of the accident, to- 
gether with the names of the witnesses. 
12.03 All necessary telephone expenses 
incurred by the employee in connection 
with deliveries or business of the Employer 
shall be paid for by the Employer. 

12.04 The Employer shall not order or 
permit any driver to drive or back over a 
curb or permit or order any act by a driver 
which contravenes any municipal by-law or 
other law unless proper permit has been 
obtained therefor. No employees shall con- 
travene any municipal by-law or other law 
and the employee alone shall be responsi- 
ble for any such contravention. 

12.05 Any damage caused by a driver 
shall be reported by him to the office of the 
Employer immediately upon his return. 


y, 


12.06 Employees shall immediately report 
to the Employer any complaint made by a 
customer. 

12.07 Employees shall report immediately 
to the Employer any and all loss, damage 
or shortage of merchandise or equipment 
together with a statement of the cause 
thereof. 

12.08 Employees shall also promptly re- 
port to the Employer all defects in equip- 
ment. 

12.09 If any employee is required to 
work overtime, the Employer agrees to 
grant up to $1.25 for supper money when 
furnished with a voucher. 

12.10 The Employer will not require an 
employee to cross a legitimate picket line. 


ARTICLE 13 

Seniority Provisions 
13.01 During the first sixty days of his 
employment an employee shall be con- 
sidered on probation. After completion of 
his probationary period an employee's 
name shall be placed on the seniority list 
with seniority dating from the date he last 
commenced to work for the Employer. 
13.02 In dealing with lay-offs and re-hir- 
ing, the principle of seniority shall govern 
as between two employees whose ability 
and faithfulness are approximately equal; 
it being understood that an employee may 
lodge a grievance if he feels that this pro- 
vision has been improperly applied. 
13.03 Employees promoted to positions 
not subject to this Agreement will retain 
their seniority after promotion and, if de- 
moted for any reason, the time served in 
such other position shall be included in 
their seniority rating. 
13.04 An employee may lose all seniority 
if he: 


THE 


8260 Elmwood Ave. 


GENERAL 


*"GIANT’’ 


FURNACE CLEANER 





Wm. W. Meyer & Sons, Ine, 


Skokie, Ilinois 


(Suburban Chicago) 


Phone: 


(a) 


INdependence 3-5127 


voluntarily quits the employ of the 


Employer; 

(b) is justifiably discharged; 

(c) is laid off for a period of more than 
six months ro; 

(d) fails to report for work within tes 
days after being notified to return to work 
following a lay-off or fails to notify the 
Employer within five days after receipt of 
such notice of his intention to report for 


work. 
13.05 


It shall be the duty of employees 


to notify the Employer promptly of any 
change of their address. If an employee 
shall fail to do this the Employer will not 
be responsible for failure of a notice 


reach 
13.06 
gated 


such employee. 
The Employer shall not be obli 
or required to follow the seniority 


provisions in the event of emergency con 
itions existing. 
dit tin 


13.07 


Employee shall be granted leave of 


absence without pay and without loss o! 
seniority to attend labour conventions « 
delegates of the Union and where author 


ized to serve in any capacity on officid 
Union business. 


4 


Leave of absence wil 


similarly be granted for legitimate persondl 
reasons. It is understood that any leave 0! 
absence is subject to reasonable notice be 
ing given to the Employer and in the evest 
any such leave of absence is not used for 
the purpose granted, the employee is su 
ject to dismissal. 


ARTICLE 14 


Group Insurance and welfare Benefits 


14.01 


The Employer agrees to continue 


to assume and pay up to the equivalent 0! 
2.30c per hour (on account of single ea 
ployees) and 3.74c per hour (on accoutl 
of employees with dependents as defined) 
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LITE-CAST " 
HIGH 
OTT UR alol Mey VN:94°Sc9 | SIDE WALLS 
QUICK HEAT We) \em aid = - 
ce 
MONOGRAM has eee FLOOR & WALLS 
137 Standard Designs and * 
3 sizes of LITE-CAST Insulating | PRE-CAST FLOOR 
i Refractory Combustion Cham- e 
, bers for ALL Boilers and AIR SPACE K 
$ Fareares BENEATH FLOOR ye 
: .75 TO 12 GALLONS PER HOUR STEAM 
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MONOGRAM PRODUCTS CO., INC. 


731 NORTH 35th STREET, PHILADELPHIA,4, PA 








To be sure 
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STEAM 
FASTER 


KEK-CLEANED 'BOILERS 
LAST LONGER 
GIVE EVEN HEAT 

WITH LESS FUEL 
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LABORATORY 
MADKSON. NEW JERSE 
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Let our Systems Specialist 
give you a few interesting 
pointers on the latest Underwood 
i. methods for fuel oil dealers. 
) Call your local Underwood 
. Showroom (see Yellow Pages), or 
write to Underwood Corporation. 
E 





One Park Avenue, 
New York 16, N. Y. 
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The u nderwoOod sunastrand 


FUEL-OIL DEALER MACHINE 
Another underwood master-control system 





E Ul Mm ad e rwo 0 cd-.- because 


eth we're customer- minded,”’ 


says Nelson W. Thompson, General Manager 
Nassau Oil Company, Princeton, N. J. 








“In the selection of a fuel oil supplier, customers are looking first 
of all for service,” says Nelson W. Thompson, General Manager of 
Nassau Oil Company. “One of the ways we have improved our 
service is by the automatic scheduling of deliveries as a by-product 
of accounts receivable posting. Our new Underwood Sundstrand 
accounting machine has a memory system which automatically com- 
putes and prints the degree day of next delivery for each and every 
account. 

“With our previous hand bookkeeping system, the jam-up at the 
month-end was pretty terrible, and the mistakes were inevitable. 
Now, the machine checks itself and we know that every statement is 
correct when it goes out. Since we put in the Underwood machine, | 
can’t remember a single valid customer complaint about statements. 

“Of course, people are still calling up to ask about their accounts 
because they lost their statement or something. We can now give 
them the figures they want within a few seconds — because the 
Underwood system keeps all our records up to date. 

“During the peak season, it takes only six hours to post the com- 
plete records on our 3,000 accounts; in the summer, only half that 
time. And it looks as though just one machine will be enough for us 
until we hit the 4,500 mark on our accounts list. Then we'll ask 
Underwood to deliver another machine.” 
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based on a forty-five hour work week, for 


each straight-time hour worked of the em- 
ployee’s share of the permium heretofore 
payable by him in respect of the Group 
Insurance Plan presently in effect and 
which will be continued for the term of 
this Agreement, on the understanding that 
such Plan may, at the option of the Em- 
ployer, be underwritten by a recognized in- 
surance company selected by the Employer. 
14.02 Each employee will, if the Group 
Insurance Plan is underwritten by an in- 
surance company, receive a certificate sum- 
marizing the benefits being provided. Any 
premium rebates or dividends shall be the 
property of the Employer. It is also under- 
stood that, subject to any conversion 
privilege contained in the insurance policy, 
the Employer's obligation to furnish in- 
surance as provided under this Article shall 
cease instanter upon cessation of the em- 
ployee’s active employment with the Em- 
ployer except where the employee is re- 
ceiving benefits under the Workmen's 
Compensation Act of the Providence of 
Ontario or is being paid weekly indemnity 
benefits under the Group Insurance Plan 
provided herein. 


ARTICLE 15 
Statutory Holidays 
15.01 An employee who has _ been 
regularly employed for a period of six 
months or more immediately preceding the 
date of any of the following four holidays, 
namely, Dominion Day, Labour Day, 
Christmas Day and New Year's Day, wall 
be entitled, in respect of each such holi- 
day, to receive in his second regular pay 
following the holiday concerned, an 
amount computed on the basis of his hourly 
straight-time rate for one standard work 
day, provided the employee fully works 


ALL PORPOSE 


NOZZLE? 


"You'll notice 
a big difference. 
right | 


/ DELAVANY chin} 


‘WEST DES MOINES, IOWA 





his standard working hours throughout the 
period commencing with the beginning of 
his standard work week immediately pre- 
ceding the holiday concerned and termi- 
nating at the end of his standard work 
week immediately following such holiday; 
it being understood that such amount shall 
under no circumstances be apportioned un- 
less during the aforesaid latter period: 

(a) The employee qualifies for benefits 
under the Group Insurance Plan provided 
under Article 14; 

(b) The employee is in receipt of 
Workmen's Compensation; or 

(c) The employee satisfies his Employer 
that he could not work because of bona 
fide illness. 
15.02 The holidays designated in para- 
graph 15.01 shall, commencing October 1, 
1957, be increased to eight in number to 
include Good Friday, Victoria Day, Civic 
Holiday and Thanksgiving. 


ARTICLE 16 
Duration and Modification of Agreement 


16.01 This Agreement shall continue in 
effect during a period ending September 
thirtieth, 1958, and shall continue auto- 
matically thereafter for annual periods of 
one year each, unless either party notifies 
the other in writing not less than thirty 
days and not more than sixty days prior 
to the annual expiration date that it desires 
to amend or terminate the Agreement. 
16.02 Negotiations shall begin within 
fifteen days following notification for 
amendment as provided. 

16.03 If, pursuant to such negotiations, 
an agreement is not reached on the re- 
newal or amendment of this Agreement 
prior to the current expiration date, it 
shall expire thereupon unless it is extended 
by mutual agreement of the parties. 


John W. Puth has been appointed 
advertising manager, Purolator Prod 
ucts, Inc., Rahway, N. J. He will » 
sist Howard J. Hopkin, merchandising 
manager, in supervision of all adver 
tising, public relations, and sales pro 
motion activities. 

Four representatives for the sale of 
bulk filters made by Purolator Prod 
ucts, Inc., Rahway, N. J., have been 
named: Lufkin Engineering Equip 
ment Co., Boston, Mass., will handle 
sales in Massachusetts, Vermont, 
Rhode Island and four counties in 
New Hampshire; Gould Equipment 
Co., Portland, Me., representatives in 
Maine and some counties in New 
Hampshire; Fargo Foundry Co., Far 
go, N. D., representative in North 
Dakota, South Dakota and Minne 
sota; Ezell Equipment Co., Atlanta, 
Ga., representative in Georgia. 


Pacific Scientific Co. has been a 
pointed Oregon and Washington sale 
representative for Viking Air Prot 
ucts, Cleveland, Ohio. The compat 
is presently representing Viking in the 
state of California. 








When THIS Bird 


tells you... 


. about IRCO Mirro- 
Glo combustion chambers, 
book tile, tile and 4-posi- 
tion baffles, you can 
depend upon superior 
quality in a fast-heating 
FIRED refractory-rea- 
sonably priced anywhere 
in the U. S. 


SAN RAFAEL 





Distribution in principal cities 


INSULATING REFRACTORIES CO. 








CALIF. 
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HAY WARD 


Rotary Atomizing Burners 


Boiler-Burner Units 
400 to 730 Sq. Ft. EDR Steam 


Pressure Atomizing Burners 


Boiler-Burner Units 
200 to 2000 Sq. Ft. EDR Steam 


¥, to 12 Gph 


3%, to 10 Gph 


Write for franchise information: 


HAYWARD OIL BURNER COR. 
86 Kirkland Street, Cambridge, Ma 


Factories in sree : 


N. Y. and Taunton, 











